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ROLL-OUT Wasa Wi 


Take a good look at that photograph to the left. There, at a 
glance, you can see the number one feature that sets the new 
Westinghouse Dishwasher apart from all others. The Roll- 
Out Was Wet has four advantages that are going «w roll 
up sales as never before. 

First off, this WasHWeu, means hip-high, no-stoop load- 
ing. Second, it loads froma the top and opens from the 
front, giving constantly usable work surface. Closed, it's as 
leakproof as the suit of a deep-sea diver. Third, its extra 
capacity handles a complete table service for 8, or a service 
for 4 plus pots and pans, all at one time. And, finally, this 





Trade Mare 


new Westinghouse Dishwasher actually costs from $0% to 
75% less to install than most other maken, 
There are three different models . . . to fit any 
kitchen. These include a 48” Electric Sink pacer 
Waste-Away garbage disposer; a 24” Cabinet Dishwasher; 
and there’s an Under-Counter Model that slips under any 
standard work surface, Prices start at $254.95, 
Before very long, your W: clistributor will be 


able to provide you with this great, new Westinghouse Aj 
ance. You'll be doing your customers and yourself « real turn 
by urging them to wait for it, 


Westinghouse dealers can cash in on these SALES ADVANTAGES! 





EXTRA-LARGE CAPACITY does complete 
service for 4 pilus pots and pans, all at one 
time. Or dinner service for 8, including 
large platters, tall glasses. 





UNDER-COUNTER MODEL slips under work 
surface in present kitchens. » low-cost in- 
stallation also makes it ideal for new homes. 


Westinghouse Electric Corporation 
Appliance Division + Mansfield, Ohio 


1950 








A.O. Smith, makers of 


Chamaglas, Drachad, and 
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Electric Water Heaters 


The HIRST and OWLY Electric Water 
Heater that G-R-0-W'S in Capacity ! 













A simple service adjustment provides 50, 60, or 80 
gallons capacity—up or down —any time! An exclusive 
A. O. Smith development. 


THERE'S NEVER BEEN ANYTHING LIKE IT... it’s the one 
water heater that grows in capacity to keep pace with needs of 
growing families and future requirements of automatic washers, 
dishwashers, and other appliances. 


Wonderful for your customers . . . but what does it mean to 
you? No more sizing problems. One model gives you three 
sizes ... cuts down inventory ... gives you improved stock 
turnover. And triple-wattage element eliminates stocking 
various size elements. 


HOW DOES IT WORK ? The patented 3-way* lower element 
of multiple wattages 1000, 2000, or 3000 can be rotated from 
the outside of the tank to adjust water heating capacity. 
Stratification in the 80-gallon tank does the rest. 


SMITH—3-WAY Automatic Electric Water Heaters manufac- 
tured only by A. O. Smith are offered in de luxe Duraclad with 


40 GALLONS—Provides all 60 GALLONS—When the 80 GALLONS—Whea the zinc-clad tank, and in the Permag/as glass-surfaced-steel tank. 

the hot water Gpemegsee: aver family increases in size or family needs still more hor : 

ame tamilies ut alec ids when anew automatic washer water, the simple adjustment All famous selling features of A. O. Smith Duraclad and 
reserve « full 0 A os of dishwasher is added, ca- provides a full 80-galloa 


Permaglas models are included in the new SMITH- 
3-WAY ... plus A. O. Smith's complete program of 
merchandising, demonstration, and advertising aids. 


Cy MAIL THE COUPON for all the facts on this out- 


standing A.O. Smith development in the electric 
water heater industry. 


of additional capacity for pacity can easily be adjusted capacity 


future needs = 














with the 


>) WATER ()) Grows eal 
[wearer |) be sed ||| {CROWS | 


A. O. Smith Corporation, Dept. £M.650 
Water Heater Division Kankakee, Iilineois 


Send ws the complete story on the exclusive new SMITH. 3-WAY, the 





AUTOMATIC WATER HEATERS 


avtomat<« electr woter heater thal grows in capacity 





Sane : PERMAGLAS, DURACLAD, MAWAUKEE, ond SMITH-3-WAY 
| : four lines of outstanding atic electric woter heaters 





a | fh. Atlante 3 + Boston 16 + Chicage 4 + Dalles 2 + Denver 2 + Datel 2 + Houston 2 
pres | fee Angeles 14 + Midland 5, Texas * Milwaukee 2 + New York 17 © Phitedeiphia 3 
on — Phoenix ° Pittsburgh 19 © Salt Lake City 1 ¢ San Diego | © Sen Francince 4 + Seattte I 

Bs. 5 Tulse 3 * Washington 6, 9. C. 

—_— o » om —— ee “T | ne internetional Division: Milwaukee | * Licenses in Cosoda John Inglis Co., Lid. 
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THE NATIONAL APPLIANCE AND RADIO PICTURE 


Reports of Business from ELECTRICAL MERCHANDISING’s Regional Editors 


THE EAST 


air was go 
t 


it ) he 
evision balloon 





t xcep 
ns to the de ARMSTRONG 
line were noted 
in Boston and Rhode Island, where 
dealer tained that sales were 
holding up to first quarter levels 
despite an atmosphere of stiff com 


Added to the gener al TV com 
plaint was a disappoimtment over 
sales which, although 
1949, were picking up 

of the white goods 
caused by shortages 


"is of retrigerators 





vater heaters. But, in 
al, dealers have big enough 





stocks to take care of customers—if 
ey want to buy 

Spring Slump. Despite the de 
and several t xpressions like 


Business hasn't picked up properly 


ost dealers didn't appear to be too 
worried. One even attributed his 
troubles to the “usual spring slump 
and others said that they expected 
sales to pick up in two or three 
weeks—which should t 


ne you read this 
Business in Brief. Typical of east 


¢ about the 


err comments about he state of 
business at the beginning of May 
was this from a Buffalo, N. Y., re 








tailer Television sales are on the 
decline, but should be stimulated by 
new models when they appear this 
summer White line business is 
good ut not sensational In fact, 
Il am a little disappointed with the 
April showing Retrigeratior 
has not picked up expected 
Wa s are the best sellers right 
and ranges are coming up.” 
\ her deale ron the same 
area Response t heavy pr 
t IV has s ved dow and 
activity has e ifted to other 
es effort t keep up sales 
‘ { at y t ediun 
4 re ed Washers 
are ‘ re hette ’ 
Long Island Slowdown. Long 
Island N Y dealers, many 
‘ epend hea n big volume 
t turn a profit while selling 
1 2 ry 
n , were one 
MA | a w dr mh saics 
\ ' g to reports at af 
the had expected sor rV slide 
but we pre d ra spott 
d white is » € 
st et j les with heavy 
neg plained that the 
t rative advertis 
ing funds listributors and said 
that g instance wholesalers 
ere eve ancelling previous 
authorizations « the excuse that 
merc lise was t 


ELECTRICAL 


iladelphia Story. On« 


local situation with 


at the dealer level. Department 


level the best adjective 


salers and dealers in the capital city 
reported a definite improvement in 


water heaters and some refrigerator 


sections, Washing 


hadn't measured up to expec 


shortened profits in TV, many east- 


cted demand, they are 


“We're going to push it this 


were already selling at this writing 


of waiting until hot weather 
ren it might be tox 
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more prospects into the market 
One industry-wise informant backs 
them up with the prediction that 
many new sets introduced this sum 
mer will include printed-circuit 
tuners which are both cheaper and 
better than those now in use. He 
also expects improvements in audio 
systems and radio frequency cir 
curts 

“Until recently,” he says, “TV 
sets have been mass-produced lab 
oratory models. But electronic engi 
neers have realized that they need 


electrical and mechanical engineers 
to help them with designs, As a re 
sult of their combined efforts new 
sets will be more sensitive in fringe 
areas, less susceptible to extraneous 
interference, will have more stable 
pictures and will be easier to serv 
ice.” One major result of these im 
provements, he predicted, will be a 
considerable decline in the amount 





and of dealer servicing re 
quired, a happy situation for dealers 
who have had difficulty finding 


enough high caliber technicians 


THE MIDWEST 


Blackbur 





M ORE and 
i¥ more retail 
ers are complain 
ing about the fail- 
ure of wholesale 
salesmen to achieve 
prewar levels of 


competence Deal 
ers in Kankakee, 
Ill, for example, 
maintained recent BLACKBURN 


ly that distributor 
men either cannot or will not help 
out on a retail floor and can teach 
retail salesmen nothing Worst 
bloomer cited, as reported from Chi- 
cago, was the action of a new dis- 
tributor salesman who promptly cut 
the TV discount on one of his better 
dealers to 24 percent—and had his 
line thrown out 

Many merchants would like to 
know why manufacturers and dis 
tributors habitually over-estimate the 
“hotness” of their products These 
makers and wholesalers figure that 
the retail trade has to buy, regardless 
of discount and other considerations 
Therein Humpty Dumpty has a great 


fall, quite often—and it’s humiliating 
to have to come crawling back. This 
goes nm constantly 


In Minneapolis the Electrical 
Housewares Week was rated a com 
plete flop. With one exception, noth 
ing was done. Distributors and deal- 
ers were just not interested. Small 
appliance manufacturers will do well 
to study replacement of defective mer- 
\ 1, 


se, margins that will get action 





and limitation of distributors and 


retail outlets 

Circuit Bottlenecks. The Twin 
Cities area wants to know if a bot 
tleneck is not arising in homes with 
insufficient circuits which will slow 





down appliance sales. Already there 
















are instances of room coolers being 
plugged in only to be disconnected by 
the utility. A third horsepower motor 
requires a clear circuit for itself. The 
appearance of the 120-volt clothes 
dryer arouses the question, “Will it 
work?” This should be answered by 
the maker 

This column writer recently had a 
talk with a very wise manufacturing 
expert. Told of the rumor that auto- 
matic washers could be made and 
sold as cheaply as wringer types, the 
wise man replied that there always 
would be $50 to $75 difference in 
costs, due to greater complexity, He 
did not feel the automatic could ever 
grab all the market, as the wringer 
type was like the Model T Ford-—it 
got you there, at a low price. On the 
other hand, he admitted the great 
yearning on the part of young people 
for anything automatic 

He thought vacuum cleaners would 
always sell best in home demos, as 
these caught a housewife sweaty, on 
the job, and irked by the failure of 
her old machine. It was a case of strik 
ing when the iron was hot. Cleaners, 
he said, are the easiest thing a young 
dealer with little capital can sell. He 
can substitute elbow grease for money 

Refrigerators Scarce. Spring sees 
the usual drive on refrigerators. The 
two-temp boxes in Cleveland are be 
ing moved by a combination house-to 
house call followed by a demo at the 
store. What it will do electrifies the 
housewives 

The advertising of refrigerators is 
in full blast as this is written, and 
business is proceeding to its May 31 
climax. They are really scarce, one 
big brand sales head confided to us 
The steel and coal strikes prevented 
firms from getting big backlogs out 
of season and the going is hand to 
mouth. Home freezers sell well in 
the country and a formula for town 
purchasers is being sought 

Minneapolis is toying with the atti 
fan idea and is realizing that it has 
two months when attic fans pay off 
The town is always short on table 
fans, mm season, because they never 


believe hot weather will arrive 





rT HROUGH 

| ol thre 
South, dealers are 
selling more than 
ever belore and 
making less mou 
ey The paradox 
can be illustrated 


by conditions m 





three widely sep 


WINODHAM 


arated areas. In 

Jacksonville, Fla., 

a situation exists where retail deal 
ers have a real competitor in the 
building fraternity. Contractors and 
builders in North Florida are get- 
ting ranges and = refrigerators—~ 

(Continued on next page) 
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MORE POWER ap: ee 
. : t least three to me washers received them tair share ot 
oer « : ercent discount moti This is hard to under- 
re ¢ manutacturers and distrib stand as the held tor these items 1s 
stor ess saturated than almost any other 


ment has equipment 








tten is the mess by allowing Pay What You Like. Credit was 
¢ th eterans Administration to de- casier than ever. The newspaper 

than QG/ oth ta 477 sand that retailer ¢ veterans a ads screamed out all kinds of in 
if A IAM ) pe nt scount on equipment ducements t buyers and the 
nt ney < Such ma shopper could pay as littl down 
the retail trade as he liked and arrange the terms 
ife and grumbings e wanted. Meter refrigerators were 
sll ower the adopted in several additional cities 

and this meth rd t selling was prov 

ingg popular 

Radio, the sick man of the bus- 
iness for the last three years, was 

on its feet again and doing fine. | 
Chattanooga Atlanta and Rich- 

mond there was a shortage of cab 

net models in several of the big 

ame brand lines, and demand was 

creasing The continued home 


wholesaling . P , an rild - as credited by ob 
’ r< ‘ ng ] 
creams ation line cetera : servers Vv ‘ 


mainiy respor 


. _ ears told this ¢ b ter that as < sible t des and. Desk sets, 
beats ns stand today . _ 


models moved 


aimost every 


Nationally 
bdvertised \ wus mes S14 


in large space | Thousands of homemakers 
have found that NO OTHER 

MIXER IS SO HANDY, AND 

SO POWERFUL, AND 

SO EASY TO USE 

FOR EVERY FOOD 


But Business Still Booms 


vee sarvenet eventne | MIXING JOB. . , 


Electric housewares by OSTER 

are featured every month in National 
Ads in LIFE, SATURDAY EVENING POST, 
eleleem.(elehii.4ii// lemme sielell is 

Pr Vilel. 7 Vie) tele) 7 1 


somsor 
The Only Message tn- 
strement of tte Kind in 
The Liquefier-Blender ae @ tee iene 
exciverwe OSTER Suspended 
features. Ag! < Meter Aten $2480 


with off the impertent 


confemer base remov 


able weeded to f Obs liga 


stterdard meson jar The Onty Meir Or yer with 
Jet Design. Speedy, off 


$34°5 ae.<:0b we Ge 


weigt end heady + 


vee 
with ch ome base? 399° $14°5 


iT PAYS TO FEATURE ALL OSTER APPLIANCES! 


1950 is Oster's Twenty-Fifth Anniversary ns 
\ JOHN OSTER MANUFACTURING COMPANY - RACINE, WISCONSIN } 
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PRICED RIGHT FOR SUMMER SELLING 


2 Big ROY Al Deals! 


*Suggested Prices 
Slightly higher 
South and West 

ne 
See Us \n 
cuicAGO 


17th Floof 


FURNITURE 
, 102-103 


spoce* 


Money-Saving Bargains for July & August 





ROYAL TOOLS 


Model 245 


A sales-building tonic that will help | Regular Price $14.95 
increase your store traffic and provide 
one step-up for larger, even more profitable PLUS 


This ROYAL Model 153-P, is an efficient motor- adhidanete 
driven brush cleaner that you can offer with full ROYAL 
confidence. Royal's Deal No. 1 will help increase Power-Driven 
FLOOR POLISHER 
Total Value 
$22.45 


SALE PRICE 


V2 a 


(When purchased 
with cleaner 
\ during this sale) 





on ~~ On 


S Guaranteed by ® 
Good Housekeeping 
<2 








my 
74S apvenriseo WE 


FIRST TIME OFFERED! 


at this Amazingly 
Low Price... OWLY ‘29? 
1950 ROYALAIRE Model 278-S 


Es diner alin Model 288 CLEANING TOOLS 


Women have dis- Floor and Wall Regular $12.25 Value 
covered in this new Brush. . . . Reg. 


ROYALAIRE a sturdy, Round Brush . Reg. * 30 
efficient cleaner at a Sprayer... . Reg. 2.75 
modes? price. At this 6" Nozzle ONLY 


special price, ROYAL and Brush . . Reg. = 


Dealers will sell many Crevice Tool . Reg. 
thousands during ras x ) 
ROYAL | 


July and August. As 
shown, $29.95. 
leads the world for value 


TIE-IN «+ « Contact your ROYAL Distributor today! 
ROYAL VACUUM CLEANER CO. - Cleveland 8, Ohio ~ 
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profit opportunity! Stee 
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Best Month in B.C. From Brit 


Columbia comes € report that 





Your opportunity for profitable, volume sales , ee 2 -onee pe 
of sewing machines is greater today than ever ‘ short su ply is b id ng appliance 


il potential 


YQ pi 
before. Retail sales are at all-time record Crions are 





Deluxe els of larger appliances 
a n the are ver scarce I pite of tl 

highs ... demand continues strong. With the b> poe a revenge ade 5 gti: Pee 
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complete New Home line you can get a greater Irronge Bs. a we worth eee 
etter than a Or selling ar unta vities 
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;| at today. ! after a considerable period Northwest Power P are doing 
this department in the nothing to build load because of a 
In Ma 2.427 sets were sold ontinuing shortags { power and 
bra dealers and owt few prospects for alleviation of the 















ond 2 new 













as passed the 20,000 mark situation before 1953. Another cold 
. * 
Angele " passe he half winte worst in vears n the west 
models ‘ as f dt r 
ith sets owned in that er slope ft the Ca ides, broug!l 
See them at urea t 47 added in Marcl imcontrollable addit f ya 
Angel banks regard telev heaters accentuating the irait 






the June Show 


ellent risk 
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Appliances Short. The Northwest 
Promotions. Promot y util ealers are worried about the supply 
lealer lealer groups are i appl ¢ particularly retriger 


DELUXE PORTABLE 
MODEL 104 












New Home electr rotary we lightweight ng-lasting 


Huminum Luqguge- type carrying ise Other console 





leak | portable models t reta from $89.9 








New Home Sewing Mechine Compeny 


1801.18th Avenwe, Reckford, Hilinois 














Pleave send me ‘ree literature and infermetion on how may obtain @ New Heme froachise x r re exce nt ! e ed } led fi further 







ease. pr v 


Comper, Nom 







uf 
‘ ‘ i c and 
Address Prizes Bring Crowds Exper R vet yn 
f | tot effect ‘ ‘ ele 


City lone Stete : t ta 


New Home Sewing Mechine Compeny, Rockford, Il! , wine put « by a dis mp ee pur Ising g har 


‘ 2 artment store acters 


‘ ‘ nding success Cleaner Racket. In Bakersfield a 
AT THE SHOW + JUNE 19-29 + 1450 MERCHANDISE MART . dealer suj recent advertisement off red a new 
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SCH Americas Hottest Appliance NOW? 


PROFIT WITH HOT WEATHER SALES! 


Summer Means More Washables 
-MORE SALES OF 





Automatic CLOTHES DRYERS ! 


Dad is playing golf, junior and sister are out of school, 
mother’s cottons lose their “fresh look.’’ Summer means 
more clothes to wash, greater need for the original auto- 
matic clothes dryer . . . the ‘‘Hamilton.” 

1950 is dryer year! Sales are up more than 100% over 
the first six months of 1949! Yet the market saturation is 
less than 5°. What an opportunity for alert appliance 
dealers. What are you doing about it? 








The Hamilton Automatic Clothes Dryer 
Is The Easiest Brand To Sell! HERE'S WHY! Hamilton has the 


HERE'S WHY! Hamilton made the HERE'S WHY! Hamilton advertises '™°* omen Pt training pro- 
world’s first automatic clothes dryer for you with the biggest, most suc- yee | mh end a me resent 
and you can't beat experience! cessful program in the history of the A real stimulant to dealer salesmen 
HERE'S WHY! Hamiltonistheclothes ryer industry! The current great HERE'S WHY! The name “Hamil- 
‘Badge of A Drudge” campaign has ton”’ immediately identifies your 
a national magazine audience of store as headquarters for America’s 
63,000,000 readers. It’s making finest and best known automatic 
record sales backed by a dealer clothes dryer, the one more people 
activity program without equal! want—the one you want to sell! 





dryer specialist. Hamilton makes 
no “‘tag-along”’ appliances . . . No 
slow-moving products that take 
time to sell and don't make a profit 
for you! No “used”’ appliances 


AVOID THE FALL RUSH! BEAT COMPETITION! 


SEE YOUR HAMILTON DISTRIBUTOR TODAY! 
2 





at the American 
Summer 





HAMILTON MANUFACTURING COMPANY, TWO RIVERS, WISCONSIN 


1420. in Cenede the Hamilton Dryer is known as the Coffield-Hamilton Avtometic 
Clethes Dryer, and is distributed by Coffield Washer Ce., Hamilton, Onterie 


The Original Hamilton. 


I ieliitelits I a ecneuee! 


Clothes Dryer Automatic CLOTHES DRYER 


GAS and ELECTRIC MODELS 


ae? 1950 
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1. COROAIRE has a wide range of application. Tens of 
thousands sold by appliance dealers to homes, apartments, 
all types of small business places, such as barber shops, 
beauty parlors, restaurants, cafes, meeting halls, etc. 


2. COROAIRE has utility value—falls into the necessity 
classification, not a luxury—sales stability for you. 


3. Easily, quickly, and inexpensively installed (a matter of 
minutes). The same as refrigerator, console radio, or 
washer. 


4. COROAIRE is self-contained — packaged merchandise 
—shipped completely assembled and ready for installa 
tion, the same as all major household appliances 


5. COROAIRE is fully automatic—with thermostat con- 
trol. Will heat 5-6 room homes, apartments, etc. Hundreds 
of prospects in every neighborhood 


6. Priced right for the appliance merchandiser. Hand- 
some, clean dollar profit for dealer —no trade-ins — no 
service troubles 


7. More than $0% of the homes in the cities are prospects 
Higher percentage in rural districts, plus all kinds of 
stores, shops, and business places 


8. Authorities estimate 53% of the ten million new homes 
to be built will be one-floor, no basement. COROAIRE is 
sold to this market the same as furniture or appliances. 


9. COROAIRE —a large, ready market. Sells not only for 
domestic home use but industry and business as well. 


a BIC 


Here’s why COROAIRE is a “must” for smart merchants! 


providing two markets instead of one. Sold the same as 
refrigerators, washing machines, etc. 


10, Over 90% of the COROAIRE market is still open— 
less than 10% has been touched—market not saturated. 


11. No trade-ins—no repossessions—no cut prices—field 
not over-crowded with dealers. 


12. One sale leads to another due to unusual consumer 
satisfaction and acceptance and recommendation to 
neighbors, friends and relatives. 


13. May be sold on time. However, a surprisingly large 
percentage of sales for cash—F.H.A. approved. 


14. COROAIRE lends itself to active promotional work, 
display advertising, demonstrating, and selling. 


15, Operates on ordinary house current—all types of gas. 
In a package. The size of a console radio. Any appliance 
dealer or salesman can sell. No experience necessary. 
Complete system for the price of a refrigerator or auto- 
matic washer. Consumer acceptance. 


16, The industry's most spectacular development—un- 
limited market—no engineering, special wiring or 
construction—complete sales information available 
Thousands of appliance dealers are cashing in on this 
remarkable, spectacular invention—COROAIRE! 


17. One of America's fastest growing major heavy 
household appliances. 


18. COROAIRE—A BILLION DOLLAR MARKET—for the 
able merchandiser. 
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AND THE BIG Scene 
OF 1950’s MERCHANDISING SHOW 


stars COROAIRE 
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... and it’s 
priced 
to sell! 


MARQUETTE 


LEADS THE CLASS IN FEATURES 


Convenience . dependability . . . beauty. 


Marquette offers them all! And at a low, fit-the-pocket- 


capacity .. 


book price women want to pay! That’s why the 
Marquette line is easy to sell — offers greater volume 


and profit possibilities for you 


There's an interesting story for you on Marquette—we'd like the opportunity of 
telling it to you. Write Marquette Appliances, Inc., Minneapolis 13, Minnesota. 


































MARQUETTE APPLIANCES INC. 


’ #Big 42 te Freezer 
Compartment 


aTop te bottom Refrig- 
eration 


@17\4 Squere Feet Shelf 
Aree 


#8 Cubic Foot Capacity 
wlerge, 18 Quart Full 
Width Crisper-Storage 


Orewer 


#New “Pencoke”™ Type 
Tecumseh Compressor 


& Roll-A-Grip Door Latch 


#Gleeming White De- 
Luxe Finish 


a ivavily Reinforced 
Stee! Cabinet 


(Uthestrated-Model AT8C) 
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THE NATIONAL APPLIANCE 
AND RADIO PICTURE 
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MERCHANDISING 


TAKE 
OFF 


THE 
BLINDERS. 
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There may be a once-in-a-lifetime opportunity 
that you've overlooked ... right in your own 
backyard! It’s the tremendously valuable 
American Kitchens Franchise. If there is one 
open in your territory (and you have the facilities 
to do a real American job) investigate it as soon 
as you can! It means big volume, big profits! 
Yes, we can prove you can make more money 
with American Kitchens than with any other 
appliances you sell! Best of all, you need only a 
small investment—and a very small display 
space! Here’s why the kitchen business—the 
American way —is the best business for you 


1 You get a higher mark-up than on any other type of 
appliance! 


Unit sales a lot bigger—oaverage up to $1000.00 
ond more! 


There are no profit-eating trede-ins, no yearly model 
changes 

Only o small investment puts you in business! No 
heavy inventory needed! 

Fast, effective sales training right in your own 

store! 

Big self-selling display (at right) requires only 

few feet of space! 


Fast, easy financing makes fas!, easy sales! 
Big color ads in top national magazines bring 
you “pre-sold” customers! 
| newspaper ads and outdoor posters 
otlight your store as American Kitchens 
he sdaquarters! 

10 Amazing new “Magic Magnet” Plan-A-Kit 
makes kitchen planning as easy os 1-2-3! 
Did you ever hear a kitchen talking ? Well, 
you can—drop in and see us in Room 
1476, Merchandise Mart at the Summer 
Market in Chicago. Or see our display perm: nea 

at the Western Market in San Francisco. ged a 


Nome—~ 





AMERICAN CENTRAL 4veg COMMERSVILLE, 


Ciy——~ 
County—- 
DIVISION INDIAWA 






































FOOD STORAGE 
FOR 
LOCKERS 
HOME FREEZERS 
REFRIGERATORS 





STORE AND PRESERVE FOODS LIKE... 
FRUITS - VEGETABLES « JUICES - ICE CREAM 





Republic's Freezette Containers are designed to store food 
for a long time and at freezing temperatures without 
becoming brittle or breaking. These containers will always 

remain flexible. Their covers are liquid and air tight— 
Perfect seals to hold out odors and prevent spill- 
ing when stacked in a freezer to save space— 


NON-TOXIC — TASTELESS — ODORLESS 
” 





One doren #9 on attractive boa for to sell—fosy to handle 





WASHINGTON CURRENTS 


By Washington News Bureau, McGraw-Hill Publishing Co. 
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WHERE DO YOU WANT YOUR TELEVISION ANTENNA INSTALLED? 
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ute in any position 


Lau helps you 
sell more 


Your COMPLETE Sales Portfolio . . . 
to help moke this your biggest Fan 
Selling Season in history! Ads. rodio, 
television, displays, direct-mail, post- 
ers, cor cords, publicity, demonstration 
techniques . . . all included. Ask your 
jobber about it! You will ‘ike it! 
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(TTT AS for 1950 the biggest 


most profitable fan volume in history 


wilt She ie leadir line 


a LAU “niteair” fan for every 
home for every purpose 


NA-24-W 30-W 


39.95! Adjustable plostic 
ponders, fit windows to 38” 
wide. Close mesh rear guord, 
voriable speed switch .. wt, 
25 ibs. Frost green enamel, 


NEW 1950 "Nitecir” NA-20.W 
Window Fon with steel expend- 
ers. Powerful exhaust... deep 
20” biodes . . . fits windows 
up to 39” wide. Has variable 
speed switch, 1/12 HP. moter 
+ « « light weight; just 30 tbs, 


NEW 1950 “Niteoir NA-20-P, 
completely redesigned, im- 
proved Portable Fan with 20” 
biedes, All new ‘finger-proof™ 
guards, Chrome handle, Silent, 
powerful 1/12 H.P. motor; varl- 
able speed switch . . . See it, 


NEW 1950 “Niteoir” NA-20- 
Pw... the finest Combination 
Fan on the market! A window 
inlet or exhoust fon 2 
Portable . oli in onet 1/12 
H.?. motor, variable speed 
switch, It's an emazing volve, 


NEW 1950 “Niteair™ 24” ond 
30” Window Fans. Each size 
has choice of Hi-Speed or 2- 
Speed motor. Compact, power- 
ful enough to cool many rooms 

can be installed in windows 
up to 40° wide. A profit-mokerl 


see your jobber or 
write teday for full details 


THE LAU BLOWER COMPANY 


Dayten 7, Ohie 





WASHINGTON CURRENTS 


ONTINUED FROM PAGE 14 








during the past decade, the average custome is spending his 
dollars differently, the census shows. Thi reflected in higher 
than average sales increases in furniture vome furnishing—radio 
stores, (umber building matenals hardware stores, and automo- 


ie deniers 


SOURCES OF CAPITAL FOR NEW BUSINESSES 


Where does the monev e e from to start new wholesale and 
retail establishments? A new stady by the Department of Com- 
nerce pins it down this way 

About two-thirds of the eapital comes fr accumulated per 

avings of the founders of the business and their friends 

arting a retail store, next biggest source of funds is bank 
loans and mortgage credit. Other sources include supplier credit, 
miscellaneous sources and—least important—capital stock 

In starting a wholesale business, capital stock is the most 
important source of eapital, next to pe reonal savings. Then comes 


bank loans, supplier eredit and other sources 


APPLIANCE DEMAND EXPECTED TO HOLD 


If you still have any doubts about the outlook for appliance 
sales for the rest of this year, you can forget them. The official 
word from Washington is that consumers stil! have plenty of 
money and still want plenty of goods 


: 


This reassurance comes out of the Federal Reserve Board's fifth 
annual survey of consumer finances, the preliminary results of 
which were made public last month 

Aceording to the survey, consumers intend to buy at least as 
many houses and major appliances during 1950 as they planned 
on last year. It is even possible that, when all the figures are in, 
this year’s sales will top 1949 

Here, in more detail, is the breakdown of consumers’ plans 

Housing—FRB’s preliminary survey indicates that more than 
1,000,000 consumers have “definite” plans to buy new houses in 
1950. Demands for units in the $10,000 over class will stay up to 
last year’s level; demand for homes eosting less than $10,000 is 
somewhat stronger. New-home buying provides a healthy founda 
tion for appliance sales 

Television—More than twice as many consumers plan to buy 
television sets this year as expected to do so in 1949 

Refrigerators and Other Appliances Generally speaking, plans 
to buy refrigerators and other large appliances during 1950 are 
about equal to those made in 19 For some items, the 1950 
outlook is actually a little brighter; but advances will be offset by 
small declines in sales of others 

Mere intentions to b iy, of course, aren't enough to keey cash 


registers jingh ; consumers have to be in good shape financially 


And the (hh survey shows that they can ip their dernands 
with cast 

Approximately three out of every ten consumer spending units 
expected their total 1950 incomes to be larger than in 1949 (The 
urvey defines a spending unit as a group of people living under 
the same roof and pooling their incomes for major expenses, ) 
Less thar vo units in ten expect smaller income 


AMERICA’S FINEST WASHER SINCE 1894 VIDEO PRODUCTION SOARS 


Television already has replaced radio as the chief product of 


und television manufacturer 


1949 television sales were responsible for about two-thirds 
dust . 


llar receipts, according to the Bureau 

} saies of ideo aceounted for almost $600 
ft the radio-television industry’s $850 million sales in 1949 
ig with January 1950, approximately two 
luced, compared with 6,000 sets total 


ors contributed to this meteoric rise ] 
ed during the war; (2) an existing 
dustry; (3) a fund of know-how to 
t t 1 bottlenecks in production; (4) improved 
AT THE sets nd dect ng prices ulting rom mass production 


SUMMER MARKET ® fall of 1949 when it became evident that allotment 
SPACE 14103 ~~ am | not occur for a year 
MERCHANDISE MART Simaltancos et production dropped during 1949 

tite Uclemm « ; nv 
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are addressed to 
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gas ranges... 


and who, we confidently predict, 


| sell... 
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~ Better Homes 


and Gardens 


plus 30 other 
big ads 


NM advertisements in a |} weeh period 


@ la Wa ldovt 


with our new fun-to-use | ‘September 


GAS RANGE 


You, too, will ENJOY cooking when you start 





using this favorite range of famous chefs! 


October 


Heat your home with Amence + 
Mos! Reeutityl Heater! 
‘That's right..the famou Maga Chef 
seal tue of Pomme tere 
Desttiend ow tank 
gan Proves stort at ebewt 668 O80 


November 


Wq2 


an Magic Chef than on any other range" 














———_—,-_ 
ates 
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Ads will associate .Magec Chef with 
the finest cooking in America 


What woman doesn't want to cook “a la Waldorf!’ And 
where is the woman who doesn’t prefer the kind of range 
the experts use? Yes, this campaign will sell thousands of 


Magic Chef ranges this fall! 


P . . ro f/f 
Ads will emphasize ease of, Magic Chef 
operation, exclusive features 


Many retailers believe the “‘gadgeteers”’ are frightening 
away range prospects with too many lights, controls, 
buttons. We agree! Women want to be cooks, not engi- 
neers. Magic Chef will promote IMPORTANT exclusive 
features, yes; but greatest stress will go on the Magic Chef 
SIMPLICITY of operation and cooking results 


Magic C he suggested retail prices 


will be heavily stressed 


Studies indicate many people have no idea of how inex 
pensively they can buy a Magic Chef. To overcome this 
and create thousands of additional prospects for Magic 
Chef dealers, all national advertising this Fall will display 
suggested retail selling prices. This in more than 68,000,000 


copies of magazines! 


Prospects will be directed to your 

: /Can’ 

store for the. Magic Chef Cap n Apron 
This premium has been a big item with many retailers 
without any promotion. It’s ideal for enticing prospects in 
for Magic Chef demonstrations. This fall it promises to be 
a real traffic builder. Be sure to have a supply of “Cap 'n 
Aprons” on hand before the big kick-off ad August 25th! 
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[’kotape 


The TAPE RECORDER 
with 





The EXOTAPE Pia-mote his better tone quality thon the 


Portable...Smart Appearance... rae odbascctg a waa dg dint nadead wa 
Excellent Tone Quality...Simple to Operate 


ee ee a ee Ue et ee) ee 


its light weight and small tize moke it easy to hondle 
The NEW EKOTAPE Pla-mate promises to be outstanding as a 
sales leader, for it has features and performance that are hard to beat. 


The 2%" per second tope speed and “ twin- track 
Priced right . . . with smart appearance and quality performance, it ing give two-hour playing time with o sever 


tope, one hour with o fiva inch reel of tope 
has real sales appeal. 


The response of this new I hotape exceeds 4000 eycles and provides 
The Ekotope Plo-mate is \designed ond 


accurate tone quality superior to the finest AM radio. It is easy to tab Sees Mid ehiedeiedh ot anatny teat 


rate: One central control selects tape speed and direction . . . fast Ekotape models first choice of profess 
forward, standard forward for recording and playback, and fast re- v 
wind. A separate control is provided for record-playback to eliminate 

any possibility of accidentally erasing a recording. The EKOTAPE Sncd tocword .: . shenderd ideward tors 


Pla-mate is inexpensive to operate as the $34" per second tape speed back, of fost rewind, A seporate re 


One central contre elects tape speed and 


om a ' P Gny possibility of ‘accidentally 
and “twin track” recording give two hours of playing time with a Te - 
seven-inch reel, or one hour of playing time with a five-inch reel of tape. 

Phe light weight and portable features make it easy to handle, 


The two-tone! oust y rrect >i 
, 
Be one of the first in your trade area to sell the FRKOTAPE Pla-mate. Os smort 01 © pigce of fine lupgoge. The hodmeddizing cor 
ee ee ee oe Oe ee) 


Exotepe Pla- mate as fine in bppeoronce os in performance 


fr, -_ 
v 
WEBSTER | ELECTRIC a a ee aoe 


th o microph md cotd ord tor connecting the re 
: corder to external speoker, radio tuner or record ployer 
Webster Electric Company, Racine, Wisconsin. Established 1909 ond one five-inch reel of tepe 


“Where Quality Is a Responsibility and Fair Dealing an Obligation” 
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© Order aw at 40% 
~ off for early 


fall profits! 





Be an Early Bird! Profit now! 
Place your order NOW! Get these Arvin Chairs FREE! 











One chair with order for 
12 heaters 
Two chairs with order for 


24 heaters 


What a premium! You receive one of these gaily colored, 
quick folding, high-styled durable yacht chairs FREE with 
an order for 12 heaters; two for an order of 24 heaters. Folds 
flat in a wink. Perfect for porch, lawn, picnics, camps or right 
in your own store. Here is an extra worth having! 


And Remember—We Pay the Freight! 


Freight is prepaid on any assortment of either 12 or 24 Arvin 
heaters provided 6 heaters of any one model are included. Yes! 
Here's still further reason why Arvin is tops in favor with dealers, 
coast to coast! Get in on this great deal—NOW! 

















SAFE-GUARD HEATER 
Fan-Forced— 1320 Watts 


$1295 


ARVIN MODEL 223 Delivers 42 cu. ft 
of warm air per minute. Handy toe 
awitch. Automatic Safe-Guard safety 
switch cuts current if unit is tilted or 
overturned. No radio interference. Beau 
tifully finished in tan enamel. Operates 
on AC only 


22 











JUNE 


SAFE-GUARD HEATER 
Fan-Forced—Glo-Light— 1320 Watts 


$1395 


ARVIN MODEL 223 A & B—A deluxe 
model with all the features of model 
223, plus red glow-light which shows 
when heater is on. Furnished in ivory 
or burgundy enamel finish. No radio 
interference. Operates on AC only. Size 
14” high, 10” wide, 7” deep. 
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* Get free Arvin chairs! 


—_________ ® Freight prepaid to your door! ——— 


© Offer good June Ist to September Ist! 


ee ee ee 
en ae 


Summer Electric Heater Deal 








Cool-R-Hot Fan-Heater New Low-Priced Fan-Forced Heater 5 


ARVIN MODEL 5000 — Cools in hot weather with 95 ARVIN MODEL 91A— 1320-watt unit; delivers 42 cu. 95 
600 C.F.M. of refreshing breeze. Heats in cold ft. of warm ~ minute. Compact in size, only 
an 


weather with 200 C.F.M. of warm air. 1320- 7 16"x7 14" x5". " baked-ename!l finish. Chrome 
watt heating element; 8-inch “air-scoop”’ fan. e plated guard and handle brackets. No radio inter- 
Automatic Safe-Guard Safety Switch. Choice ference. Perfect for a price leader. 

of 3 colors. Adjustable head. Can be used as 
floor circulator. AC only. 


ECONOMY Fan-Forced Heater t ? World's best Radiant Heater 
1320 Watts Egg ; Operates on AC or DC 


ARVIN MODEL 103—Same capacity / s ; ARVIN MODEL 52 — Heavy-duty, 

as No. 223. Green synthetic enamel Roe a 1320-watt heating unit, wound on 

finish. No radio interference. Oper- - porcelain. Brilliant corrugated re- 

ates on AC only. Rubber feet to i flector spreads heat over wide area. 

prevent marring floor. Size 10” high, Beautifully finished. Rubber feet 

934" wide, 614" deep. . pane d scratching. Size 18" wide, 
4” high. 





ALL ARVIN ELECTRIC HEATERS ARE UNDERWRITERS’ LISTED 
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Start getting 


more information..and § 


it-now! 
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Nothing like the National “Class 200” Cash 

Register has ever been offered at the price! 
This modern register serves as a “clearing 

house” for every dollar you and your salespeople 

handle. It gives you complete information 

and control over your cash sales, charge sales, 


money received on account, and money paid out. 


customer confidence and good will. 


You can use its built-in adding mechanism 
for any adding job at any time without 
disturbing your locked-in register total. 

This modern business machine provides 
a better, simpler, easier way of getting all the 
vital figures you need to control your daily 


The National “200” eliminates mistakes business. See it today at any National 5 i 
in addition by mechanically totaling Cash Register Company office. You'll be 
the items of a sale. It saves time, inspires astonished what it can do for you! “ . 








Stops Mistakes— Saves Time — indication shows price 
of each item and total. Mechanical addition prevents 
mistakes and speeds customer service. Records from I¢ to 
$999.99. Gives protective supervision over all prices 
charged and control of all money collected 


Sales Grouped Automatically — Classification keys 
automatically separate soles by departments, selling 
employees, services, commodities, or other classifications 


All Records Under Lock and Key —Five - position 
lock, controlled by proprietors key, protects records and 
accumulated total. 


Descriptive Keys—These keys can be used to identify 
selling employees, to print sales-slip numbers, or to show 
quantities, weights, sizes, brands, stock numbers, code 
numbers, etc. Especially valuable for inventory control. 


Extra-Large Cash Drawer —7 coin, 4 bill compoart- 
ments. Free-gliding roller-beoring construction prevents 
binding and sagging. Removable, plastic coin tray permits 
balancing cash in private. 
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CASH REGISTERS « ADDING MACHINES 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO «& 
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A parlor powerhouse — you'll find that phrase best describes 
Preway space heaters, the oil-burning circulators that outperform 
all others in the industry. That's strong language, but it’s factual 
— and it’s facts, demonstrable facts, that turn sales your way. 

From this approach — alert engineering — look at Preway’'s 
patent-applied for Air-Activated Burner with Thermo-Zone Burn- 
er Ring, Preway’s exclusive Heat Miser, Preway’s Weather 
Wizard forced air blower — sales gold that you can easily convert 
into business profits. Each one of these features leads the indus- 
try, beats the best that others offer — and you can show your 
customers the reasons why. 

With all of this, plus a price that competition must meet, the 
Preway line gives you a golden opportunity to put the heat on 
the booming space heater business in your town. Get behind this 
fast-moving line — made by the fastest-growing company in the 
space heater field — one of the big three. Write today for 
full information. 


PRENTISS WABERS PRODUCTS CO. 
9650 SECOND STREET, N., WISCONSIN RAPIDS, WIS. 
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26 million 
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4a 4a 
water heater ‘salesmen 


who Hu) Adu dy WL | 


Twenty-six million salesmen who never say 
anything? Can that be possible? It is—and 
many of them are working for you right now, 
in your territory. These 
26,000,000 electric clothes washers and dish 


“salesmen” are the 
washers now in use throughout the country 
Every one of these appliances bought by your 
customers becomes a silent salesman for Elec- 
tric Water Heaters, because it can do ts job 
properly only when there is plenty of hot 
water whenever it is needed 


The same principle holds true every time 
you sell an electric clothes dryer or electric 
range. True, they don’t need hot water like 
the other two appliances—but they, too, help 
to sell Electric Water Heaters. That's because 
when a home is wired for them, it’s easier and 
costs less to install the water heater. 

So when selling any of these other appliances, 
always be sure to ask what type and size of 
water heater your customer now has. You'll be 


surprised how easy it is to sell Electric Water 


Heaters this way, and how many actual installa- 
tions result from this approach. Try it, prove 
to yourself how successful it is. 

Even if you don't make the water heater sale 
immediately, put each customer who has an 
electric clothes washer or an electric dish- 
washer on your hot prospect list and follow up 
frequently. The job is made still easier by the 
fact that people want electric hot water. Indus- 
try figures and surveys show that. More people 
all the time are buying Electric Water Heaters. 





CLECTRIC WATER HEATER SECTION — Nationa! Electrica! Monvufecturers Association, 155 Best 44th Street, New York 17, N.Y 
ALLCRAFY - BAUER - BRADFORD - CRANE-LINE SELECTRIC 


They’re what people want! 


CROSLEY - DEEPFREEZE 


FAIRBANKS-MORSE 


op ors 


FOWLER 


FRIGIDAIRE . GENERAL ELECTRIC - HOTPOINT - HOTSTREAM - JOHN WOOD - KELVINATOR - LAWSON - MERTLAND - MONARCH 
NORGE « PEMCO « REX - RMEEM - SEPCO - A.O. SMITH . THERMOGRAY - TOASTMASTER - UNIVERSAL - WESIX - WESTINGHOUSE 
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MODEL 180C—CABINET IRONER 





A fully automatic ironer designed as a free standing 
appliance ofr as an integral unit in the Blackstone Com- 
bination Laundry. Counterbalanced bracket swings ironer 
into comfortable operating position and locks. Stainless 
steel shoe is equipped with selective thermostat adjust- 
able 0 to 500°. Both fingertip aad adjustable knee con- 
trols provided. Cabinet finished in white “Supernamel” 
with chrome trim and red plastic door knobs. Dimen- 
sions, 25x 18x36" high with ironer out-of-use position. 
Operates on 110 volt. 


On display at the June Furniture Market at Chicago. 


BLACKSTONE (omAiudlln LAUNDRY 


ees 
} ———— 
ee 


Nothing like it! Three matching, integrated units — 
Automatic Washer, Dryer and Ironer, Can be com- 
bined in any sequence or used as separate appliances — 
portable or permanently installed. All three only 72” 
wide. Dryer ia either electric or gas models. 





MODEL 290—GAS DRYER 


A fully automatic dryer designed for operation on natural, 
manufactured, mixed or bottled gas. Cabinet dimensions 
identical with electric dryer making this unit interchange- 
able in the Blackstone Combination Laundry. In opera- 
tion, this unit is comparable to the electric dryer since it 
has fully automatic controls for heat and power cutoff, 
with all necessary safety devices including pilot flame 
cutoff and automatic electric spark ignition. Requires 
only 110 volt 60 cycle AC and gas supply. All decorative 
trim polished chromium ...control knobs in red plastic. 


On display at the June Furniture Market at Chicago. 





awa BLACKSTONE 
PROFIT LINE® han 
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You can do it, too! 






a a P 3 
Here is a Cleaner and promotion 
so sound and tested so thoroughly 

7 . 











that results are guaranteed. No price 
cutting, full profit margins—and big 






sales volume 
Get in touch with us today for details of 







a apetial “Sin 1” promotion tor your store 


REMEMBER — RESULTS GUARANTEED! 






WONDER 
CLEANER 


ION 
(2) 3 











EVERYTHING YOU THE MOST EFFI- A POWER-DRIVEN 
| GET IN A TANK CIENT CLEANER FOR POLISHER FOR BARE 
| CLEANER RUGS AND CARPETS FLOORS 


SS < . 
Tretae All in ONE great cleaner at ONE price! 


2 | ° Write for detadls today! 


> EMRERR 


EUREKA WILLIAMS CORPORATION 
Bloomington, Illinois 
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Big head ! Big beam! 
for Big summer sales! 


(Flashlights shown actual size) 
FOR THE wide OPER SPACES non naturally wont 
@ big, sturdy, extra-powerful flashlight or searchlight. 
So summer's thé season to display and sell the 
RAY-O-VAC SPORTSMAN line witha 2-cell, a 
3-cell, and a 5-cell case that shoots a 4,000-foot 
beom. Best of all you'll sell batteries by the bogful 
for these extra-size lights as well as for “spares”. 


Older from your distributor today. 19a 
Pi 
ce! an etolls . . 
at 96. 3 sear 
115 Deeter Pkg 
2-coll fuman ° 
69. 4 gs ; - 
hd 
" a 4 Sad — 
f *, 
3 4 : 
. . 
Decter Pi 
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OIL AND GAS FLOOR FURNACES 


Installed in any home from above the floor! Adjusted and serviced from above 


the floor. Quaker’s new floor furnaces are honeys! Available with manual or 


conipletéthermostatic control. All servicing can be handled quickly and easily 


from inside the home. And you have your choice of floor or wall models. 








QUAKER’S SENSATIONAL GAS FLOOR FURNACE 


Just 26 inches deep! . .. QUAKER’s new gas floor furnace is all set for quick, 


one-trip installation. And it’s the easiest-to-service furnace made. The heat 


MJ exchanger is removable without tearing the furnace apart. Available for all 
Install and Service CQUAKER’S NEW OIL gases in regular and dual-wall models. 
FLOOR FURNACE FROM “ABOVE THE FLOOR”! 





Get the facts about QUAKER'S complete new 
“in-the-store” program that interests, con- 
vinces and sells your prospects on better 
home heating with QUAKER. 


1 the finest oil or furnace. Your 


| 


ith mechanical 


cncy 


realest jue FUN GS 


QUAKER MANUFACTURING COMPANY 


223 W. Erie St., Chicago 10, 1. © Export Agents: A. J. Alsdort Corp., Chicege 


QUAKER MANUFACTURING COMPANY 
223 W. ERIE STREET, CHICAGO 10, ILL. 


Rush full details on the Quaker program and send me the name of my 
Quaker distributor. I understand this places me under no obligation. 


eae 


STORE NAME 
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Top performance 


e i 
| or fou obs 

: a 
t 

Chev rolet P*L Truck performance consists of many things. There is 
Chevrolet design—brilliant and functional—design with a purpose. 
There is Chevrolet construction—sturdy and dependable—for lasting 


hsefulness. 


And there is Chevrolet power—power to deliver the goods—more 
power than Chevrolet trucks ever had before. Two great valve-in-head 
engines—the Load-Master 105 h.p. and the Thrift-Master 92 h.p.— 


make these the most powerful Chevrolet trucks ever built 


These new PeL models are far ahead in features, too; yet they cost sur- 
prisingly little to buy, to operate, to maintain. And that adds up to 
value—the kind of outstanding value that year after year makes Chev- 


rolet America’s fastest selling truck 


qnerve tl MOTOR DIVISION ‘ . vu ” I ROTI MICHIGAN 


LEADING WITH ALL THESE PLus FEATURES: 


e TWO GREAT VALVE-IN-HEAD ENGINES: the New 105-h.p. Load-Master and the 
improved 92-h.p. Thrift-Master—to give you greater power per gallon, lower cost 
per load « THE NEW POWER-JET CARBURETOR: smoother, quicker acceleration 
response « DIAPHRAGM SPRING CLUTCH for easy action engagement e SYN- 
CHRO-MESH TRANSMISSIONS for fast, smooth shifting e« HYPOID REAR AXLES 
— 5 times more durable than spiral bevel type « DOUBLE-ARTICULATED BRAKES 
~—for complete driver control e WIDE-BASE WHEELS for increased tire mileage 
e ADVANCE-DESIGN STYLING with the “Cab thet Breathes” ¢«¢ BALL-TYPE 
STEERING for easier handling e UNIT-DESIGN BODIES —precision built. 
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CHEVROLET 
P-L 
ADVANCE-DESIGN TRUCKS 
Popularity Leaders Chevrolet 


trucks outsell all others. In every postwar year 
truck users have bought more Chevrolets than 
any other make—proof of the owner satisfaction 
they have earned throughout the years. 


* * 
| a Loasleen The 


new Chevrolet Pel trucks give you high pulling 
power over a wide range of usable road 
speeds—and on the straightaway, high acceler- 
ation to cut down total trip time. 


* * 
Payload Leaders The rugged 
construction and all-cround economy of Chev- 
rolet PeL trucks cut operating and repair costs— 
let you deliver the goods with real reductions in 
cost per ton per mile. 


* * 
Price Leaders From low selling 
price to high resale value, you're money ahead 
with Chevrolet trucks. Chevrolet's rock-bottom 
initial cost—outstandingly low cost of operation 
and upkeep—and high trade-in value, all add 
up to the lowest price for you. 
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Your 
time payment 


PROFITS 


Depend on your 
time payment 


SERVICE 


Far more than you realize, perhaps, the success of your 
time payment selling is tied up solidly with the character 
and extent of the service rendered by your financing 
agency. 

It has to be a lot more than ordinary, because the very 
nature of the business of selling on “‘time’’ presents many 
out-of-the-ordinary problems. 


For example, some financing institutions may limit 


the area in which they will serve you. But customers Helps ‘Dealers Moke 


move around. Your service must be able to follow 


them. Mo 


re 
The complete package of service Commercial Credit SALES e PROFITS 


can give you is your best bet to increase your time 

sales and to keep your customers happy, with More 

resulting profits and good will. The alert co-operation SATISFI ED CUSTOMERS 
of trained experts in all phases of time payment 

financing is your best guarantee of smooth and 

profitable going. 


One of these trained experts, your local Commercial 
Credit representative, is practically at your elbow now 
ready to answer questions, cite cases, show results. Call 
him in and see what he can do for you. 


COMMERCIAL CREDIT CORPORATION 


A Subsidiary of 
Commercial Credit Company Baltimore, = Capital and Surplus Over $100,000,000 


MORE THAN 300 OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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BEAUTIFUL 
ECONOMICAL 
EFFICIENT 


THE D. W. W. 
GAS WATER HEATER 


is made in a complete 
range of sizes 
to fit any job 








D. W. WHITEHEAD MFG. CORP. 
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DWWHITEHEAD . 


WATER 


merchandising 
plans 


- Put more money in your cash register 


To help you sell more D. W. Whitehead Automatic Electric Water Heaters, we've 
worked out a set of smart selling ideas. These plans show you how easy it is to 
make permanent installations of a really superior water heater . and to put 

more money in your cash register 

D. W. Whitehead Automatic Electric Water Heaters feature everything your 
customer wants in an electric water heater: Plenty of clear hot water * Economy® 
Trouble-free performance * Advanced design * Precision engineering ° 
Gleaming enameled casing * Table-top models for extra work space, upright 
models to conserve floor space * Adjustable thermostats * Extra-thick Fiber- 
glas insulation * Underwriters’ approved heavy wiring * Double extra- 
heavy galvanized copper-bearing steel tank * Heat trap to prevent back 
circulation in piping * Heavy legs for sturdy support * Inlet and drain 
located to offer greatest installation convenience * Cathodic protection 
by magnesium rod * Easily removable porthole cover * Chromalox 
immersion heating unit * D. W. Whitehead also features an ex- 
clusive baffle at cold water inlet. This prevents mixing of hot 
water by incoming cold insuring consistently even water tem- 

perature and greater economy of operation. 
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ig Nationally Advertised 
LIBERAL 10 YEAR GUARANTEES 

; ON EXTRA-HEAVY COPPER-BEARING 

: GALVANIZED STEEL TANKS f 

WHEN ORDERED 

WITH CATHODIC ass 

















SEE THE D. W. WHITEHEAD DISPLAY — ROOM 1452, f Dw 
MERCHANDISE MART DURING SUMMER MARKET << 
A TYPE AND 
SIZE FOR 


EVERY PURPOSE 





607 West Ingham Ave., Trenton 8, N. J. 
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THIS MONTH isthe thw to 
aw MOTOROLA pvctatt 
fou fa, enay PROFITS 


THE NEW 1950 Mictiroln PORTABLES 


ARE BETTER THAN EVER! 





lL. tt'sa big gift season. Besides Christmas, 
this is your /argest gift season! For graduation gifts, 
Father's Day, Weddings . . . portables are perfect gifts 
for all! For men or women... young or old... a 
portable is a welcome gift of entertainment that 
goes everywhere! 


2. Vacations are on the way! Here's a 
power-packed portable selling feature . . . portables 
to take on vacations! Wherever your customers are 
going . . . beaches, cabins . . . city or country ... 
Motorola portables bring extra FUN. They operate on 
AC/DC house current, or their own long-life batteries. 
Like a piece of luggage, portables “GO-ALONG!” 








3. Motorola's big national promotion is 
in full-swing NOW! The biggest national 
portable gift promotion EVER .. . is going strong 
RIGHT NOW. Leading national magazines are pre- 
selling your customers on Motorola portables as gifts. 
Available to you are Ad Mats, Window and Counter 
Displays, Window Streamers, and individual Gift-Day 
Displays! You can’t afford to miss this golden oppor- 
tunity for profits . . . get in on the act NOW! 


Contact your MOTOROLA Distributor! 
TELEVISION 


MOTOROLA INC. © 4545 AUGUSTA BOULEVARD + CHICAGO 51, ILLINOIS 
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Chambers Radio & Appliance Co, 3546 N. Ashlond Ave, Chicago 





He used to lead a band. 
Now he sells appliances to 


the tune of $353,000 a year. 


When hard times hit the music 


business, Harold Chambers started 


from scratch for the second time... 


ryw TALK to Harold Chambers, who rang 
up a $353,000 volume last year in his 


store at 3546 N Ashland Ave Chi 
youd never suspect that lhe got mto the 


ago 


ippliane ¢ business as a last resort 


To see him demonstrate his sales ability 


and merchandising know-how would con 
vince you that Chambers is a born salesman 
But in 1931 led a band in some of 
‘ hc wos Swal k niaht clubs he wa recog 


nized for a different kind of talent 


w he i hie 


low he pushed his way up in a new busi 
ness when his first career crumbled is a story 
of perseverance offering ideas worthy of cor 
sideration by every apphance dealer 

Harold took to music in his high school 
days when a friend gave him an old saxo 
phone, He taught himself to play, and soon 
aet his sights on a new sax VW hen he earned 


enough money t get a new one, he un 
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knowingly established the pattern that his 
business efforts have followed to this day 
sound progress, a step at a time, built on 
his own initiative 

From a high school band in Keokuk, Lowa, 
known as ““Chambers’ Foot Warmers,” 
Harold graduated to a job with a jazz unit 
At the age of 18, 


he had been on the road with several outfits, 


on a Mississippi River boat 


improving himself with each job change 

When Harold came to Chicago in 1923, h 
was well on his way to the major leagues 
He played with many of the well known 
bands of that era, including the Benson 
orchestra of Chicago and the Seattle Har 
mony Kings 


lie was leading his own band at the 


famous Colosimo’s Cafe when the depression 


Harold. “I started looking around for another 
job. Outside of music, the only interest I'd 
ever had was a high school hobby of building 
radios. That helped me land a radio repair 
job at the Zenith factory.” 


A lean beginning 


Harold quickly adapted himself to his new 
line of work, and was surprised to find it 
interesting. “After a few years,” he said, “I 
began to get ideas about setting up a radio 
repair shop of my own. 

“In 1939 
parts on consignment, so I looked for a place 
to hang up my shingle. The best I could do 


I found out I could get some 


was a small basement at 1133 Addison. After 
I had $15 left 


for operating capital. My wife stayed in the 


I paid the first month's rent 


shop during the day while I held down the 
iob at Zenith. She would take in jobs for me, 
and I'd get them done after hours.” 

After three months, the shop began to get 
more work than Harold could handle. So he 
arranged for a leave of absence from his job 
in order to catch up 

I never went back to the factory,’ he 
said. “The repair shop was a shoestring 


operation for at least a year after it got 


began to chill the entertainment world started. But eventually, with a pretty fair 
That's when I had to face the facts,” said bunch of steady repair customers, I figured 
A deer eoment 
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I was in a good spot to lay in a stock of 
appliances and radios.” 

Once again, however, Harold was forced 
to change his plans. No sooner had he put in 
a few radio sets than war restrictions froze 
production.” Since I couldn't get anything 
to sell,” he said, “I decided to build up the 
repair business during the war and get a 
good prospect list for the day when I could 
get into real selling.” 

$y the end of 1944, Harold was ready to 
find larger quarters. So in January, 1945, he 
moved into his present location at 3546 N. 
Ashland Ave. “This is four blocks from the 
nearest shopping district,” he pointed out, 
“so one of the first things we did was to make 
arrangements to collect utility bills. That 
helped us attract neighborhood traffic, and 
exposed people to our services. 


Service pays off 

“Tn another year, the big free-for-all was on 
for appliance franchises, and we were right 
in the thick of it 
room began to fill up. When we got some- 


Before long, our display 


thing to sell, the solid service background we 
had built during the war began to pay off. 

“In acouple of years, I picked up a few ideas 
on selling and found myself at the head of 
an organization with ten employees. That 
experience proved to me that service is the 
foundation of the business.” 

Harold gives service credit for his success 
in television “People are more service con- 
scious with television than with radios or 
“Selling TV was a 
natural for us, because the customer is more 


appliances,” he said 


inclined to buy where he can get service.” 

With less than five years of selling experi- 
ence, Harold has seen his volume rise to 
$353,000 a year. This growth made it neces- 
sary to plan for expansion, and plans are 
now complete for a 50 by 80 foot addition 
to the building which soon will be con- 
structed on the vacant lot next to the store. 


“With our new building,” said Harold, 
“we'll have the room we need to really bear 
down on selling.” 


He makes his time count 


He uses every worthwhile idea to make his 
selling time count. “One of the best closers,” 
he said, “is the trade-in. A fair allowance on 
a customer's old appliance often means the 
difference between a sale and a lost cus- 
tomer. Young married couples are good 
prospects for used appliances, and they often 
become steady customers for new merchan- 
dise later on 

“I know from my own experience as a 
customer that high pressure selling makes 
the prospect draw back. So, even though we 
recognize the importance of closing a sale at 
the first visit, we stay clear of high pressure. 
Instead, we sell service. For instance, | often 
take a pencil and show a customer just how 
much, in dollars and cents, service means to 
him. By learning of a few actual cases, the 
average prospect sees that it’s a saving in 
time and trouble to buy from a store that's 
ready to go into action for him at a moment's 
notice.” 

A few years ago, Harold began experi- 
menting with various forms of advertising, 
“T found that direct mail is worthwhile, but 
costly,” he said. “I tried street-car cards for 
awhile, but dropped them when I couldn't 
see any results. Newspapers have always 
been my best advertising medium because 


they reach more people at less cost, and they 


are read more thoroughly. I tie in my dis- 
plays with the ads by pasting tear sheets in 
the windows along with displays of the 
advertised merchandise. 


Heavy schedule—low cost 


“Being sold on newspaper advertising any- 
way, | wasn't hard to convince when the 
Selective Area plan of the Chicago Tribune 
was first explained to me. This plan makes 


“| show a customer how much, in dollars and cents, service means to him," says Harold Chambers (right). 
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it possible for me to have big ads, usually 
full pages, over my name in Chicago's num- 
ber one newspaper. ‘The cost is so low that | 
can afford to hit my neighborhood with a 
heavy schedule. 

“There are a few other dealers’ names in 
my ads, too, but their stores are located so 
far away from me that it’s just as if the ad 
was all mine. The ads feature my name along 
with the name of a well-known manufac- 
turer, and the punch-line directs the custom- 
ers to my store.” 

In the past two years, the Chambers 
Appliance Co. has participated in 53 Selec- 
tive Area ads with manufacturers of eight 
different lines carried in the store. 

“I realize that the people who mention 
our ads when they come into the store make 
up a small fraction of the people who have 
actually read them,” Harold said, 


Consistency pays off 


“But it’s the over-all results that have sold 
me on the Selective Area plan. When we 
participate in a Motorola campaign, for 
example, our requests for Motorola mer- 
chandise increase immediately, 

“These Selective Area campaigns get most 
of our advertising money, and they seem to 
pull better all of the time—probably be- 
cause our consistency is beginning to pay 
dividends. When you're off the beaten track, 
as we are, it takes advertising to build sales, 
and as far as I can see, Selective Area ads 
will continue to do the job for us,” 


* . e 


VANUFACTURERS: Selective Area adver- 
lising is the kind of advertising your dealers 
understand. They sell your product with greater 
enthusiasm when they can see the effectiveness 
of your advertising in their own stores. 

Under the Chicago Tribune's Selective Area 
plan, dealers get relail-store-lype copy over 
their own names in Chicago's No. 1 medium. 
They gel promotion beamed directly al the 
prospects who can best trade with each outlet. 
The cost to the dealer ranges as low as one per 
cent of card rates. Yet the entire program is 
factory-controlled and agency-placed. 

So well does it fil the needs of dealer, dis- 
tribulor and manufacturer that already more 
than $1,000,000 has been spent under the 
Tribune's plan in the appliance field alone. 

Decide now to find out how this plan can 
help you build the consumer franchise you 
want in the important Chicago market. Your 
nearest Chicago Tribune representalive will 
welcome the opportunity lo give you complete 
information. 


Chicago Tribune 


THE WORLD'S GAELATEST NEWSPAPER 


CHICAGO TRIBUNE REPRESENTATIVES 


A. W. Dreier, 810 Tribune Tower, Chicago 11 

E. P. Struheacker, 220 BE. 42d &t.. New York City 17 

W. E. Bates, Penohecot Bldg., Detroit 26 

itapatrickh & (Chamberlin. 155 Montgomery St. San Francisco 4 
ales, 1127 Wilshire Bivd., Los Angeles 17 

MEMBER: FIRST 3 MARKETS GROUP AND 

METROPOLITAN BUNDAY NEWSPAPERS, INC 
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FRENCH FRYER 
BASKET 


Smooth, strong, easily cleaned 4 
aluminum. The shallow design 
permits complete immersion, 
prevents spatter. Scientific 
perforations of large diameter 

assure immediate access of fat 

to entire contents and allow 

fast, complete drainage. Rim- 

catch holds basket on the rim 

of Cooker while draining. 


BLANCHER BASKET 


Deep design allows maximum 
capacity. Numerous small- 
sized perforations make entire 





contents immediately available 

to boiling water or steam, while 

retaining small vegetables, such 

. as peas. Stable feet hold bas- 

@ These two baskets are brim-full of range sales, for the man who ‘ ket above floor of Cooker for 


knows and sells their advantages. steam-blanching, add useful- 


, ar or. 
Briefly, this is the story: The MIRRO Deep-Well French Fryer makes Re ness as colander or drainer 
cooking with deep fat a pleasure. The Deep-Well can't be tipped over 
amd the fat won't spatter out. This smooth, perforated-eluminum 


basket fries fast, drains dry, cleans casily. 


‘ 
The new Blancher Basket offers the casiest way to blanch or scald G wake it Ve b ettin 
fruits and vegetables, necessary before freezing or canning. It can be a¢ee 


used with either boiling water or scalding steam. Can't be beat as a 


spghetl or macerot conker. Alo makes grand colander MIRRO Deep-Well INSERT PANS 


These are the facts. They give your range, equipped with these baskets, 

an important edge over competition. Te// the story, get the edge, and These pans are an added “plus” with your 

you'll make the sale . . . easier, faster, and far more often. MIRRO Deep-Well Cooker. They allow 
cooking, without mingling, of up to three 

Don't Forget the Folks Who Already Have Deep-Well Cookers foods at one time... triple the utility of 

These two baskets are profitable accessory-sale items to customers who a deep-well element. Sell them as original 

already have MIRRO Deep-Well Cookers in their present ranges. Buy equipment or individually, as accessories. 

them from your Range Distributor for this extra-profit, good-will 

building business. 








ALUMINUM GOODS MANUFACTURING CO., MANITOWOC, WIS. THE FINEST ALUMINUM 
Fifth Aveuve Bidg, New York 10 Merchandise Mart, Chicago 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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the NAME folls knoudtmales prof. qrovr 


@ You might call this one of retailing’s oldest rules—'‘'It’s easiest 
to sell the most of the brand that’s known the best.’’ And never 
was that truer than it is of top-demand ‘‘Toastmaster’’ Toasters 


ELECTRICAL 


MERCHANDISING—JUNE, 


1950 


’ 


and ‘‘Toastmaster’’ '‘Hospitality’’* Sets. 

But that’s only part of the profit-picture. The ‘‘Toastmaster’’ 
Products you sell stay sold! They don’t come back to haunt you 
with service problems that slash profits, that sap hard-earned cus- 
tomer good will. 

Yes, and the ‘‘Toastmaster’’* name towers way up as a traffic- 
builder, too. Folks bent on buying this brand don’t shop—they 
buy! And in the process, they are customers for many another item 
in your store. 

It’s worth remembering that ‘‘The name folks know makes 
profits grow.’’ For our part, we'll continue to build the best prod- 
uct of its kind—and back it with the best-remembered promotion. 

Tossruasten” and “Moerrracit are tegistcred trademarts of Melicaw Electr 


| wast Toustmastes Electric Water Meatere, oad other 


or. 1050. Tosereseren Peootcrs Divimron, Meliraw Pieetiic 


ve Company 
Toastmastor Products 
Compeny, Pigin, 10 


PAGE 39 











NO QUESTION NOW AS TO WHO 
LEADS IN HOME FREEZER FIELD! 




















rT 

: FOOD FREEZERS move W- 
LARGER CAPACITY 
eh Ae ae aS 





NEW EXCLUSIVE FEATURES... 


Toke a look at almost any line of food freezers 






CU 


] FT 


CHL CHEST 
MODEL FF.150 
600 ibs 
Capacity 





— they look alike, but check their storage ca- 
pacity, cabinet size and features with Revco 
Chill Chests. Yes, You'll be amazed! Chill Chests 
are bigger inside to give you more food freezing 
a and storage capacity. The Chill Chest line of 8 
ai 15 and 23 ¢ Ft. Models compare both in price 
and outside dimensions with average 6, 12 and 


20 Cy. Fr. freezers of other makes 


Then look at features that keep a food freezer 





ticking Compore how fast the freezer pulls 
Gown f zer< eck cabinet construct n 
cu feotures that as e sate w-temperature over 
F T onger periods for most econom al performance 
Ch Chest's ex ve design and proven en 
CHILL CHEST 

) € ) thod ) yc many dist e 

MODEL FF-230 ‘“ 
920 Lbs advontoges like the chip ond rust-proof Alumi- 


Capacity num Fast-Freezing and F d Storage Comport 


“iSN'T iT > ment Frost-Free Seal Zone that 


provides the 


perfect lid seo Fasy-Lift Food Baskets with 
SEE THIS OUTSTANDING REVCO LINE plastic wrapped handles. Yes, dollar for dollar, 
JUNE 19 to 27 AT SUMMER MARKET a waite ce ee oe TT 
1454 MERCHANDISE MART, CHICAGO 


or write to 





ce wee: e DEERFIELD, MICHIGAN 
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Bright New Colors swe “Go” to saes 


Popular-priced portables gain new dynamic appeal through 
bright new tested color combinations. 

High polish plastic cases. 

Model 312P4—Mahogany Brown with ivory grille 

Model 313P4—Ivory with mahogany grille 

Model 314P4—Lipstick Red with ebony black grille 
Model 315P4—Ebony Black with lipstick red grille $298 


*Suggested list? prices, plus 
bofteries slightly higher 
in Sovth and on W est Coast 


i EE! 
nies Merchandiser- FR 
ES Cash in on Customer oe 

The hottest lithogr@P = 
merchandiser going Pe 
WwW estinghouse -— onan 
front” for trafic sates ene 
with three sets— IT" von 
ph of three. Quantity Ue 
or multiple use in 
unter and in 
c special- 


order 
restricted t« 
window, on CO 
sports and summe 


ues secuions 


: Town 
pe ° ut Home 

ibility in Yo : 

Poss v ‘T levision tie-19 pee 

. s. Described the 


lec ade, it may 
ll your Westing- 


Hot Promotion 
_«Champagt 


“ 
juct OpPe 
mmunit 


1e for ( aesar 


y in many cite 


rtunity 19 4 ¢ 
Ca 


ions are une 
sre- pros 
our CO 


mot 
best pict 
giny 
jistributor 


y soon 
openin 


house ¢ 


You CAN BE SURE...iF is 


Westinghouse 


} 
i 
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Westinghouse 
PORTABLES 


GrVLEV 


DESIGNED TO SELL RIGHT OFF 
YOUR COUNTERS... FAST! 


You know Westinghouse quality— 
but you have never before seen it 
backed up with style and buy appeal 
as it is in this brand new line. 
It's research-right. 
Your Westinghouse Television- 
Radio distributor can make delivery 
now. Get aboard the band wagon. 
Profit from liberal Westinghouse 
dividend discounts! 
All 3-Way AC-DC and battery 
plus instant play with long- 

life selenium rectifier. 

a 


“ 
Pedy 
thee... 


, 


4 


a 


— 


i 


(rite 


— [te 
: ee. hp 


ee 


— 
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; Arvin Automatic Toaster and 
Electrical Appliances 
Arvin troning Tables 
Arvin Lectric-Cook 
Arvin Portable Electric Heaters 
Arvin Toaster and Lazy Susan 


: Cadillac Vacuum Cleaners 

+ Caloric Gas Ranges 

; Casco Steam & Dry Iron and 

Casco Electric Heating Pad 

Club Coffeeware 
Cory Coffee Brewer 
Crane Bathroom Fixtures 

| Crane Sinks and Cabinets 

> Crosley Electric Range 
Crosley Electric Water Heaters 
Crosley Freezer 


Davis Ironing Cord 
Dexter Twin Tub 
Dexter Twin Tub and 
Single Tub Washers 
Dietz “Pioneer” Electric Lantern 
Doray Defrostor 


Easy Spindrier 
Electre Steem Room Humidifier 
Electre Steem Vaporizer 


Farberware Stainless Steel 
Cooking Ware 








simple as 


LADIES’ HOME 


These advertisers in Ladies’ Home Journal 
make your customers* want their merchandise 


Customers* come into your store pre-sold on the 
brands they see in the Journal, their favorite magazine 


Your profits grow when you stock— promote —display — 
advertise these Journal-advertised brands! 


FROM JULY, 1949, TO JUNE, 1950, YOUR BRAND HEADLINERS WERE 


Federal Enameled Ware 
Frigidaire Automatic Washers 
Frigidaire Electric Range 


Frigidaire Refrigerators 


G-E Automatic Toaster 

G-E£ Refngerator & Home 
Freezer 

G-E Refrigerator and Refriger 

ombination 

G-E Refrigerators 

G-E Triple-Whip Mixer 

Gibson Electric Range 

Gibson Electric Ranges and 
Refrigerators 

Gibson's Refrigerators 

Gilbert Food Fixer 

Gilbert Whirl Beater 


ator-Freezer ( 


Haeger Lamps and Pottery 

Hamilton Beach Mixer and 
Mixette 

Hardwick Gas Range 

Hoover Cleaners 

Hoover Iron 

Hotpoint Automatic Dishwasher 

Hotpoint Electric Ranges 


International Harvester 
Refrigerators 


| Johnson's Waxes and Wax 
Electric Polisher 


KitchenAid Mixer and Kitchen 
Aid Electric Coffee Mill 

KitchenAids 

K-M Liquidizer & K-M Products 

K-M Pop-Up Toaster and 
Electrical Appliances 

K-M Pop-Up Toaster and 
Waffle Baker 


L & H Lectro-Host 
Electric Range 
L & H Lectro-Host 
Home Freezers 
L & H Lectro-Host Refrigerator 
Lewyt Vacuum Cleaner 


Magic Chef Gas Ranges 

Maytag Washers and Gas Range 
Met-L-Top Ironing Table 
Mirro-Matic Electric Percolator 
Mirro-Matic Pressure Cooker 
Mirror Aluminum Utensils 
Monitor Aerator Washer 
Motorola Portable Radio 


| Motorola Table Radio 


Motorola Television-Radio 
Phonograph 


| Necchi Sewing Machines 


Nesco Electric Roaster and 
Kitchen Utensils and 
Containers 


Norge Gas Range 
Norge Refrigerator 
Norge Washer 
NuTone Door Chimes 


Perfection Electric Ranges 

Philco Refrigerator 

Philco Refrigerator and 
Electric Range 

Presto Cookers 

Proctor Household Servants 


Revere Ware 

Rid-Jid Ironing Tables 
and Ladders 

Rival Products 

Royal Vacuum Cleaner 


St. Charles Kitchens 
Sunbeam Coffeemaster 
Sunbeam |ronmaster 
Sunbeam Mixmaster 


| Tappan Gas Ranges 


Telechron Electric Clocks 


| Toastmaster Hospitality Set 


Toastmaster Pop-Up Toaster 
Toastmaster Toaster and 
Hospitality Set 
Toastmaster Waffle Service 
and Hospitality Set 
Toastwell Electric Toaster 
Tracy Customized Kitchens 


*Knearly half—47.2%—of 72,012 women shoppers interviewed in 642 retail stores of all kinds reported they read 


JSOURNAL 


Largest newsstand sale of ANY magazine, weekly or monthly 


JUNE, 1950 
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Universal Coffeematic 
Universal Electric Blanket 
Universal Mixer & Juicer and 

Universal Products 
Universal Stroke Sav.r tron 
Universal Toaster 


Verplex Lamps and Shades 


Wear-Ever Aluminum 

Cooking Utensils « ° 
Wear-Ever Aluminum 

Pressure Cooker 
West Bend Aluminum Gifts 

for the Home 
West Bend Electric Percolator 
Westinghouse Home Appliances 
Westinghouse Light Bulbs 
Westinghouse Refrigerators 
Whirlpool Automatic Dryer 
Whirlpool Automatic Washer 
White Sewing Machine 


| Youngstown Kitchens 


Zenith Clock-Radio 
Zenith Radio-Phonograph 


| Zenith Radio-Phonograph- 


Television and Radios 


| Zenith Television and Radios 


Zenith TV Radio-Phonographs 
Television Consoles 
and Radios 





MERCHANDISING 





Performance 
with a capital 


PACKARD 


fractional horsepower 


MOTORS 


There is no question about the outstanding 
performance record of Packard fractional 
horsepower motors—their proved ability 
to create customer good will and increase 
the value and trade acceptance of your 
products. 


Hundreds of thousands of Packard quality 
motors—all marked by rugged design, 
expert workmanship and finest materials— 
stand as evidence of this superiority. 


Packard specializes in the manufacture of 
fractional horsepower motors, Our resources 

. our experienced engineering and manu- 
facturing know-how in motor building 
have been concentrated for the past 34 





years in this one field. 


That's why Packard's reputation for plus- 
performance is described in capital letters 

why it will pay you to specify Packard 
fractional horsepower motors . . . for quick 
service, complete satisfaction and lasting 
dependability. 


Warren, Obie 


DEPENDABLE APPLIANCE MOTORS FOR THIRTY-FOUR YEARS 
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5 000 
PHILCO Dealers 


will assemble this month in 

Atlantic City in the greatest 
convention ever held in 

the industry... to hear the 


BIGGEST NEWS 
in TELEVISION and 
RADIO Histor VY ® 


developments of all-time... new values, achieve- 


Tes an event without equal in television and radio 


history —the biggest, most spectac ular convention 


ever held by a single manufacturer anyu here! 


And big as it is, the news to be announced 
there will be even BIGGER...yes, 5,000 Philco 
dealers at Atlantic City this month will see first- 


hand the most staggering array of sales-making 
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ments and engineering advances without equal 
in the industry. Never before has there been an 
occasion of such importance to America’s 
television and radio dealers! Clear the decks — 
be ready for the biggest news ever from Philco, 


the industry leader for 20 straight years ! 
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Mr.and My. 


A) 


re ready to listen | 


, 


f 


4 








| 


g 
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JELECTRIC WATER HEATER 


|| JOHN Y WOOD A 


























EASY repeats the most successful 


153900, 





Here's the kind of window that may 
win! Build yours any way you want 
. +. just soit features an Easy Spindrier 
and sells the idea that NOW is the 
time to get a Spindrier for those big- 


ger Summer washdays 






















prize $25 : | 
2nd $300, 
srores: Five big 
size $50Y> 2nd prize 
. pus THREE 
ae 4 $300, src $200 








2n 









$5 — ky / Get your Entry Blank and Oficial 
caine ¢ Riles! Plan your window NOW/ 
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summer washer promotion in history! 


> ASY dealer sales spurted last year! They'll do it again. Hasy's 
EF big window display promotion in June 1949, proved chat 
bigger Summer washdays mean bigger washer sales and profits 
for think-ahead dealers! The promotion is spearheaded by a big- 
time window display contest and powered by big-scale magazine 


and newspaper advertising! 


cs This page in the June 17th Sat. Eve. Post and other magazines will 


make women wantan Easy now! Make sure these prospects buy from you! 


ELECTRICAL MERCHANDISING—JUNE 1950 


The appeal is a natural. The average wash is doubled in Summer—so 
there's double the need for a speedy Easy Spindrier, the ome washer 
that does a Summer week's wash in less than an hour. 


HOW DO YOU CASH IN? It's simple. All you do is install an Easy 
window display for one week during the period June 12 through 
June 24. Build it around the theme-——"Tied Down By Big Summer 
Washdays?—Get Your EASY Now”. Take a picture and enter your 


window in Easy’s $15,500 Window Display Contest. Easy as that. 


LOOK WHAT YOU WIN! Sure you win extra Easy Spindrier sales at 
full profic! But you may also win as much as $800 in prize money 
in this great contest. Think of it! One hundred and six prizes, and 66 
of them are $100 or more. No prize less than $25. Plan your window 
tight now! Climb aboard this terrific Spindrier-selling promotion. 


FREE DISPLAY MATERIAL 


Get your 13-piece display, kit 
through your Easy representative. 


displays around the central theme 
“Tied Down By Big Summer Wash 
Get Your Easy NOW”. It 
includes ofhcial contest rules. 


It's free if you sign an entry blank days? 
It contains plenty of practical ideas 
for building original prize winning 
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Provece-DORMEYER GIVES 
YOUR CUSTOMERS MORE 
_ WALUE AT LESS COST 


More Values plus More Features Mean 
More Sales and More Profits for YOU 














DORMEYER’S RECORD BREAKER 











DORMEYER'S FINEST 
; WITH AUTOMATIC MOTOR CONTROL FOR VOLUME SALES 
3 
; 
t 
: 
5 Complete Food-Fixer Model 4200. Includes Comntee Mealmaker Mode! 5000. Includes 
: Electric Grinder at No Extra Cost. Grinder Electric Grinder at No Extra Cost. Grinder 
. Juicer, Mixer. $39.95.* Juicer, Mixer. $31.95.* 
| DORMEYER'S MIXER DORMEYER'S MODEL FOR NEW AUTOMATIC 
: FOR BUDGET-MINDED FAMILIES APARTMENTS AND SMALL HOMES ELECTRIC DEEP FRYER 
¥ TT . 
H 
q 
; 
t 
i 7 





Low Cost, Big Mixer Performance. Includes New “Dormey'’ Model 4900-D. Full Size New Fri-Well Mode! 5800. LARGER —+serves 


Stand anid All-Purpose Bow! Complete for all Makes Every Pot and Pan « Mixing Bow! six full portions. With Exclusive Drain-Away 
mixing tasks. $19.95 Light, easy to store. $14.95.! Faucet. $24.95 


Dormeyer’s the Jackpot for More Features 


Dormeyer's line of guaranteed mixers is easier to sell because Dormeyer gives you 
more features to sell. Dormeyer leads the field “hands down” with more of what your 
customers want. Stock the whole Dormeyer Line and make more sales to more 
ustomers throughout the year 
THE DORMEYER LINE IS THE JACKPOT FOR MORE SALES, PROFITS FOR YOU 
Call your jobber today. Order out the complete Dormeyer Line. Stock all the guar- 
anteed Dormeyer Models. There's one for every purse and purpose 
DORMEYER IS BACKED BY THE GREATEST ADVERTISING AND PROMOTION PUSH IN HISTORY 

Consistent 4-color ads in Lire, Post, Better HoMES AND GARDENS. Network ra- 
dio advertising. Major market newspapers. TV Broadcasts. High-power promo- 





tion. Display, advertise, promote, sell the complete Dormeyer Line. Hit the Dor- 


® 


meyer Jackpot. Write for FrEE Advertising, Display, and Promotion Kit today A 


ORMEYER The BUY-WORD in Appliances 


DORMEYER CORPORATION, 4300 NORTH KILPATRICK AVENUE, CHICAGO 41, ILLINOIS 
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here’s why... 


It has quality, design, eye-appeal, buy-appeal plus many exclusive sales-clinching 
features 


It has quick turnover with high profit margins. 


It’s the most complete line of home laundry equipment with sales power and 
step-up power ...a model for every customer, for every purse. 


It is promoted by the biggest advertising campaign in WHIRLPOOL history ... 
tremendous increase in national consumer magazines ... huge increase in dealer 
cooperative advertising fund ...expanded sales promotion material that works 
and sells for you. 


It is backed by a reputation of over 50 years in building the world’s finest home 
laundry equipment. 


Don’t settle for less... sell the best! Investigate the WHIRLPOOL franchise... 
mail coupon now. 


VISIT CUR NEW LOCATION, ROOM 546-D 
June 19 to 29 


FURNITURE MART, CHICAGO 


WHIRLPOOL DIVISION 
Nineteen Hundred Corporation, St. Joseph, Mich. 


i'm interested ... send me information on the complete line of WHIRLPOOL home 
leundry equipment. 


Firm Nome 


Address 


Individuel’s Nome 


WHIRLPOOL | 
pry sagen & agen ia NINETEEN HUNDRED CORPORATION, St. Joseph, Michigan 


For Over 50 Years Manufacturers of the World’s Finest Home Laundry Equipment 
IN CANADA, John Inglis, ltd Toronto, Ontario 
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Article reproduced fram March 
1950 tesue of Better Homes & Cardens 
















44] 
« e e 
: 
. . 
; 
; PLENTY of big-circulation magazines go That’s why this one magazine, Better Homes : ‘ 
| into homes. & Gardens, is “America’s Ist Point of Sale” 


for electrical merchandise. Why it stimu- 


But of all magazines in the three-million-up 
lates so many purchases every month in 


class, only one is invited into homes pri- 
| over 3,400,000 homes with better-than- 


marily as a buying aid. : : 
average incomes and brisker buying habits. 


Only one is read entirely for its LOO% serv- = 
No wonder it’s easier for you to move the 
ice content, which stirs up desires for new 
brands that are advertised in Better Homes 


& Gardens! 


America's 4 Paint of Sle— & - 


and better things. 
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These brands will be invited into 
more than 3,400,000 select homes 


—through Better Homes & Gardens 


APPLIANCES 

Coffee Makers 

Cory 

Empire Aristocrat 

Mirro-Matix 

Sunbeam 

West Bend 

Defroster» 

Doray 

D-Frost-O- Matic 

Paragon 

Dishwashers 

Apex 

General Electrix 

Gerity -Michigan 

Disposers 

Apex 

Calcinator 

( rosley 

General Electric 

In-Sink -Erator 

Youngstown Kitchens Food 
Waste Disposer 

Driers 

American (as Asan 

Hamilton 

Whirlpool 

Floor Polishers 

Johnson's 

Old English 

Regina 

Home Freezers 

Amana 

Coolerator 

Crosley 

Deepfreeze 

Frigidaire 

General Electric 

Gibson 

Kelvinator 

Tyler Harder-Freez 

Irons & lroners 

General Mills Iron 

General Mills Steam Ironing 
Attachment 

Tronrite 

Whirlpool 

Mixers 

Dorme yer 

Gilbert 

Hamilton Beach 

Kitchen Aid 

Sunbeam 

Radios & Television 

Crosley 

General EFlectri« 

Motorola 

Zenith 

Ranges 

American (,as Assn 


Caloric 
Coolerator 
Crosley 
Deepfreeze 
Frigidaire 
General Eleciric 
Gibson 
Hardwick 
Hotpoint 
Kelvinator 
Magic Chef 
Mayta 

Norge Brcctrie 
Norge Gas 
Tappan 
Universal 
Westinghouse 


Refrigerators 
Admiral 
Coolerator 
Crosley 
Deepfreeze 
Frigidaire 
General Electric 
Gibson 
Hotpoint 
International Harvester 
Kelvinator 

orge 
Phileo 
Servel 
Westinghouse 


Roasters 
Neasco 
Westinghouse 


Timepieces 
Seth Thomas 
Delechron 
Westclox 


Toasters 

Empire Aristocrat 
General Mills 
Knapp-Monarch 


Toastmaster 


Vacuums & Sweepers 
Bissell 

Cadillac 

Hoov er 

Lewyt 

Singer 

Westinghouse 


Waffle Bakers 
Empire Aristocrat 
Knapp-Monarch 


Doastmaster 


Washers 
Bendix 
Dexter 

I ary 





Lowell Pressure W ringer 
Maytag 
Norge 


Appliances, Miscellancous 

Cory Electric Kaife Sharpener 

Empire Aristocrat Sandwich 
Toaster 

Fiberglas Appliance Insulation 

KitchenAid Coffee Mill 

West Bend Bean Pot 

Fans 

Aeropel 

Arvin 

Dearborn 

Emerson 

Gilbert 

Kitchen-Aire 

Palmer Sno-Breeze 

Torrington 

VentAhooD 

Vornado 

Westinghouse 


HOUSEHOLD SUPPLIES 
AND UTENSILS 

Aristo-Mats 

Artheck Surface Oven 

Borden's Cascorez Glue 

Buckeye Picnic Kit 

Can-Well Canner 

Club Aluminum 

Dazey Utensils 

DeLuxe Mop Wringer Pail 

Dulane Fryryte 

DuPont Pro-Tek 

Everedy Bacon Egger 

Everedy Tater Baker 

Farberware 

Foley Food Mill 

Foley Sifter 

Freez-Tainers 

Inland lee Cube Trays 

Johnson's Paste & Liquid Wax 

Kanteen Container 

Karrvyall Picnic Kit 

Kerr Jars & Cape 

Lily Nestrite Containers 

Met-L-Top Lroning Table 


Mirro-Matic Pressure Pan 

Mirro Utensils 

Nesco Kitchen Containers 

Nesoo Utensils 

Nichols Aluminum Clothesline 

(YCedar Polish 

(Y Cedar $ Me 

Old Kimglish Wenes by 

Oneo 

Pacitic Silver Cloth 

Perma -broom 

Perma -broomette 

Perma-scrub 

Presto Pressure Cooker 

Priscilla Ware 

Revere Ware 

Reynolds Metals Aluminum 
om, 

Rey nokds ¥ rap 

Ritz Cloths 

Royledge Shelf Paper 

Rubbermaid Houseware 

Seotch Tape 

Scot Towels 

Sealright Containers 

Simons Floor Polish 

3-In-Ome Oil 

Toastmaster Hospitality Set 

Toastmaster Wa Service 

Wagner Skillet 

W hack off W hisk Broom 

Wright's Silver Cream 

Zim Can Opener 


KITCHENS 
American 
American-Standard 
Crane 

Crosley 

Curtis 

Elgin 

General Electric 
Geneva 

Jamestown 
Kitchen-Kraft 
Kitchen Maid 

Lyon 

Morton 

Mutechler Porta-Bilt 
Shirley 

Thombert 
Universal-Rundle Sink Cabinets 


Youngstown Kitchens 
by Mullins 
WATER HEATERS 
American Gas Asan. 
Bryant 
CE Heatmaster 
Coleman 
Frigndaire 
General Electric 
Hotpoint 
John Wood 
Rheem 
Rood 
Smithway 
ayne 
Westinghouse 
White 
WIRING, LIGHTING & 
TELEPHONE 
Bell System 
Cutler-Hammer Multi-Breaker 
Delia Lanterns 
Faraday Kitchen Cord 
GE Lam 
Kirlin System Lighting 
Liberty Door ¢ — 
Lightolier Fixtures 
Sele ania Bulbs 


MISCELLANEOUS 
Aroo Saw 
Deming Pumpe 
Detroit Certihed Controls 
Dremel Sender 
Erick Tools 
Fairbanks-Morse Pumps 
Flint & Walling Pumps 
Goulds Pumps 
Home Utility Toole by 

Black & Decker 
Honeywell Controls 
Mall Tools 
Myers Pum 
Penberthy Sump Pump 
Permutit Water Softener 
Robertshaw -Fulion Controls 
Power Tools, Ine. 
Skil Home Tools 
peed Sprayer 

ayne Pumps 
Wayne Water Softener 
Zephyr Spraymester 








A Screened Market 
of more than 3.400.000 < 
Better Homes 
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get set for a FARADE of prospects 
TH Portable Radios a 


1g FINEST PORTABLES 


























Outdoor Activities Open New 
The Sensational Sales Opportunities FOR YOU! 
ZENITH UNIVERSAL’... Summer's outdoor, away-from-home, on-the-go activi- 


: A Universal Favorite! 


(iwnerm rave about the | nive 


: can where many partabies fa = $4995 your biggest selling season. So cash in by tieing-in with 





ties call for Zenith Portable Radios and promise you 





70 conaitive a a — roe com clus *Was . Zenith’s big Portable promotion. Talk, show, dem- 
magnet*, At in r batter or | ome Hatterion . 
styled buffalo-grained ease Black. ' its wt onstrate and sell Zenith Portables! 
World Famous and A Real Money - Maker! 
Werld’s Finest! ZENITH 
ZENITH TRANS-OCEANIC TIP-TOP HOLIDAY* * 
Eatra- if « Stu g. streamlined 
! “ nmi a : 
i I ant er’ Lad 
plu en 
Wa til Re 
ton P pla 
{i ty-P H 
fm ! HI 
\ | \ LM 





». Pat. OF. (Suggested retold price. West Coast and for So ices vlightly bigher Prices subject to change without notice 








This New Permanent Display 
Will Sell Even More Sets 






a TELEVISION 












ZENITH RADIO CORPORATION 
6001 DICKENS AVENUE + CHICAGO 39, ILLINOIS 
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Here’s Why 

it Pays You 

to Read 

the Advertising 


The advertising is a rich source of valuable information. In this 
magazine it offers you ideas and products that may well apply 
advantageously to your business. 


Every issue is a catalog of goods, materials, and services — quickly 
available to you — just for the reading. 


Leaders in business and industry turn to the advertising because 
they've discovered it helps them run their businesses more profitably. 


When you read all the ads in this magazine, the chances are good 
that you'll get a lead that will materially help you do a better job. 
For example, you may find a specific piece of equipment that will be 
a profitable time-saver. Or a tool that will increase worker efficiency. 
That's why it pays to read the advertising. It’s good business. 
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Magic Chef — America's greatest name in ranges . . 











Abdowe: Ol. No. 137-501 «+ GAS No. 1137-500 


You get FULL MARK-UP on all models— 
Consoles begin at only 








_. introduces 


7 5 bd fs 
America’s most beautiful space heaters +5 
CT 
There’s money for you in this new line! Magic Chef, the most 
recognized, most wanted trade name in its field now goes to work to 
help you sell space heaters. It’s your answer to faster, easier space 
heater volume. Magic Chef is famous for performance, dependability 
and real value ...a name that has been nationally advertised, con- 
sistently, for more than 30 years. This fall alone this new line will be 
advertised in Magic Chef ads in more than 68 million copies of national magazines! 


Magic Chef Space Heaters are radically new ... modern to the minute in every 
detail . . . help sell themselves with their “living-room” looks. 


Most important, you’re in line for a full mark-up on every heater, and the entire 
line is priced for really competitive selling! Now you can sell space heaters in 
volume—at a profit—by selling Magic Chef... America’s most beautiful 
space heaters. Mail the coupon today! 


Complete line in both Gas and Oil Look at these Magic Chef space heater features: 
Console and Hi-boy models! e Beautiful Cordovan baked enamel finish, Suntan radiant screen 
=o ow and stunning Turquoise ornamental door. ¢ Console models have 
| large front radiant screen for increased heating comfort .. . large top 
screen for greater heat circulating area... large ornamental front 


e ~ 

a4 ! door which opens for quick radiant action. e All models offer fuel 

} sees saving three-way heat flow: Circulation through top, radiant action 
\ all 





through front... pressurized air delivery for greater floor level heat 
diffusion. « Balanced heating performance. « Scientific flue gas 
travel for improved heating efficiency. e Electrically welded com 
bustion chamber. « Gas heaters offer universal raised port cast iron 
burner for all gases, minimizing change-over costs for special gases 

large side access door for easy lighting and servicing making ali 
service adjustments visible and concentrated within side door area 


No. 7437-501 No 3207-501 





more women Because Magic Chef is 
the best known name in 
cook on the stove business, your 
sales job will be easier, 
your turn-over faster, 
your profits greater with 
Magic Chef. Send in the 
than on any coupon now for com- 
plete information! No 
other range obligation 


*eeereeneeeeeeeeneeeeeeeeeeeeaene 


mall this coupon now to— 

AMERICAN STOVE COMPANY 

1641 Sevth Kingshighwey, 51. Levis 16, Me. 

Please furnish us complete information about your 


new line of Magic Chef Space Heaters. We're especially 
interested in 


OC) Magic Chef OIL Heaters O Magic Chef GAS Heaters 
Store 

Individual 

Street Address 


City ; State 
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Before Any Other 
Consideration 


Slegrily of Circula 


F THE several factors that enter into the use 
() of published media, the distribution of the ad- 

vertisers’ sales messages, as governed by the 
selection of media, can of itself decide the success or 
failure of the advertising investment. That is why in- 
tegrity of circulation is the first consideration with ex- 
perienced space buyers. 


The emblem shown above stands for the FACTS 
that make it possible for advertisers to select the right 
media and to know what they get for their money 
when they invest in publication advertising. It is the 
emblem of membership in the Audit Bureau of Circu- 
lations, a cooperative and nonprofit association of 
3300 advertisers, agencies and publishers. 


Working together, these buyers and sellers of ad- 
vertising have established standards for circulation 





@ 


values and a definition for paid circulation, just as 
there are standards of weight and measure for pur- 
chasing agents to use in selecting merchandise and 
equipment. In other words, A.B.C. is a bureau of 
standards for the advertising and publishing industry. 


A.B.C. maintains a staff of specially trained aud- 
itors who make annual audits of the circulations of 
the publisher members. Information thus obtained is 
issued in A.B.C. reports for use in buying and selling 
space. All advertising in printed media should be bought 
on the basis of facts in these reports. 





This business paper is a member of the Audit Bu- 
reau of Circulations because we want our advertisers 
to know what they get for their money when they ad- 
vertise in these pages. Our A.B.C. report gives the 
facts. Ask for a copy and then study it. 










SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 
Paid subscriptions and renewals, 


as defined by A.B.C. standards, 
indicate a reader audience that 









has responded to a publication's 
editorial appeal. With the interests 
of readers thus identified, it be- 
comes possible to reach specialized 
groups effectively with specialized 









or business. 






advertising appeals 






MCGRAW-HILL 


A.8.C. REPORTS — FACTS AS THE BASIC MEASURE CF ADVERTISING VALUE 


SOME OF THE AUDITED INFORMATION | 
RTS 


IN A.B.C. BUSINESS PAPER REPO 


How much paid circulation. 

How mach unpaid circulation. 
Prices paid by subscribers. 

How the circulation was obtained. 


Whether or not premiums were used as 
circulation inducements. 


Where the circulation goes. 
A breakdown of subscribers by occupation 


How many subscribers renewed. 
How many are in arrears. 
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on the outside NEW 


“DULUX’” 


rela ial inside 





You'll see a knowing look in the eyes of your prospects 
when you point to the DULUX Enamel seal. Millions know 
the name Du Pont. And they know that a DULUX-finished 
exterior is good for years of service . . . rigidly pre-tested 
for color retention, washability and mar-resistance. Fa- Show your customers the DULUX Food Compartment 
mous DULUX has helped sell over 20,000,000 refrigerators Enamel Seal to make your sales story doubly effective. 
as well as thousands and thousands of other home appli- New DULUX Food Compartment Enamel for refrigerator 
ances. So point to the DULUX Seal . . . and when you interiors is another example of Du Pont research that has 
open the refrigerator door--- proved itself both in laboratory tests and in home use. . . 

provides gleaming protection for years. More and more 

brand-name cabinets are finished both inside and outside 

with DULUX. Look for both identifying seals .. . and 


Us ee 10 C1OSE Your DE4y sen se ro 
E 


“DULUX” IS AMERICA’S LEADING 
HOME-APPLIANCE FINISH 





























DULUX Refrigerator Finishes. 
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Nation’s Homemakers Get 
Easier, Faster, Better Meals 
By Just Pushing a Button 


fo 
| 
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Just select the speed you wont and push a button 7 exact 
speeds from fast high to low simmer offer the utmost cooking 
flexibility. Coolerator Push Button controls ore up in the cool 


tone —safely ov! of the reach of small children 



























NEW COOLERATOR PUSH BUTTON 
ELECTRIC RANGE ENDS GUESSWORK +::::2-m20--co oc: 


DOWN — it's a thrifty deepweil cooker. Extra lorge unit enables 


Results are always the seme — always good 35% more surface cooking area is provided Yo" '© brown oF braise meat—do genvine deep fat frying 
when you cook with accurately contre'!led by Coolerator’s Magic Well-E-Vator which Well-E-Vator can be automatically controlled 











ond measured electric heat. Coolerator’s Push glides up and down like an elevator to give you 
Hutton method gives you not 5— but 7—exact ' giant extra surface unit or a thrifty deep 
heats from fast high to low simmer for the well cooker 

: utmost in finger-tip cooking flexibility. There's Every day can be a holiday with a Cooler 

f nothing new to learn and much leas work to do itor Automatic Push Button Range in your 
Push Butten Controls are easier to use. kitchen. Slip an entire meal in either oven or 
There's no stooping, no peering to read a amall in the Magic Well-E.-Vator— set the automatx 
numeral or eymbot You're always sure which controls and be on your way. Your dinner will 
unt 4 on’ and the speed with which you're be ready, deliciously done, the minute you 
cooking want to serve it 


Push Button Electric Cooking is fast bec niin See a demonstration at your Coolerator 
a) 


f the heat is forced into the food. You dealer today. Compare the new Coolerator 





wave exact epeeds from “high’’ that brings with other electric ranges. See why Push But 
stows ft s boul in minutes—to “low ton Cooking is easier, faster, better. Get all 
which will cook through a sheet of cellophane the details on the new trade-in plan on your 
without even seorching it. There in no flame old range. See how easy it ia to own and enjoy King-Size Oven 16 = 16 = 20 inches. Preheats in 6 minutes 
to heat the kitchen or leave a film of ugly soot all the advantages of Push Button Automatk bokes ond roasts everything to perfection. Flovor-Saver Seo! 
© utensils, walls or furnishings electric cooking with the new Coolerator keeps notural goodness in the food. Auxiliary Baker-Broiler 


Oven 9 « 16 « 20 inches bokes, roosts, broils. Either oven fully 


THE COOLERATOR COMPANY automatic Range ilustrcted « the Double Oven imperial 


Model HD92_ Six other ranges offer a complete selection 
Duluth 1, Minnesota 9 


NOW A PUSH BUTTON ELECTRIC RANGE Only °2892° 


lhe world’s most wanted features at a price that’s right for modest 
budgets. That's the combination which makes the Push-Button Regal 
Automatic the Aottest range in the industry. The finger-tip flexibility 
f 7-Heat Push Button Cooking is only one of the self-apparent fea- 
tures which get sales action. The Regal has the Magic Well-E-Vator 
which increases surface cooking by over 30%, vet retains all the 
economy and convenience of the Thrifty Deepwell Cooker. King-Size 
oven pre-heats automatically. These and a score of other new features 
make the Regal a pleasure to demonstrate and sell. 

Seven great new Coolerators in both Push Button and Rotary 
Switch models, ranging from low-priced Space Thrifty models for 
small homes to the double-oven Imperial, offer a complete selection 
and a natural step-up for extra profit sales. See these brilliant new 
Coolerators at your Coolerator Distributor now. 
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SALESMEN 


c R O M ] i Ie REAL SELLING comes eosy to successful groduotes. Normo Wertman, who be 


came a full-time employee of Ohio Public Service after school and part-time train 


ing, can tell this prospect all she'll ever want to know about soops, detergents 
Distributive Education classes in 724 communities are 























a 


hard and soft water, and proper laundering procedures 


turning out 30,000 well-trained salesmen a year. 
They're available at low rates for part-time work dur- 


ing the school year, for full-time jobs after graduation. 
Here’s how appliance dealers can take advantage of 
‘ a neglected opportunity to get proven sales talent 


’ By EDWARD J. HEGARTY 


Director of Sales Training 
Electric Appliance Division 
Westinghouse Electric Corp 


WORKING PART-TIME for OPS, Sue Bennett has reached the point where she 
can sell small appliances. OPS records show that such students usually sell $400 
worth the first month, $600 to $700 the second, $1,000 the third, and more 
when they ore able to sell major applionces 





WHAT IS DISTRIBUTIVE EDUCATION 


Reruhen : dieidean tt 4 land Distributive Education is training in retailing and 
Mliance pr it distributive related phases of distribution offered through our 
“ld sale schools to interested students. It has been available 

oe ree since 1937, when the George-Dean act became opera- 
he ‘ ant tive. The act provides Federal aid and helps local 
pany hired tw schools put on courses for the training in part time 
ing ladies. One of them, Norma and evening schools for workers employed in the dis- 

. recauere: 8 . Wert a ore a rk for the utility tribution of goods and services. The courses are fi- 
Fev hremey: Sean | ae nanced and handled like the vocational courses 
which aid industry in training employees for shop work. 
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They Learn Selling in School... 


EVERYBODY LEARNS ot distributive educot 


te Some 30,000 students 


ion classes held in 724 communi 


P GOOD TEACHERS like Mansfield High's John C. Stout get students off to the 
like th yw mstiel< Hy learn yec 
aiihinae Manstield, O ao Gvery yo right start on such subjects os product display 





PRESENTATION AIDS ore used | ma » @ sales pitch. Con PRODUCT FACTS 
tests ore hw! to see wr ’ tucdernts 1 moke be . ; 


presentation 


sre emphasized as the first essential to 


young y more good use of 


good selling This 


Jescriptive tog to explain iron feotures 


SALESMEN FROM THE HIGH SCHOOLS (continued) 


the 

hat the first month 

uls wil run about $400: the 
1 $600-70U; and the third 


pe | it “iit st ird, about 

nee ich as refrigerator $1,000, This is made up of small ap 
DEMONSTRATION PROCEDURES i. studied—they're tried ‘ips ar re small pliances and lamps. When the future 
future reta:lers This “‘solestacy ; prospect to try the juicer lay ' r ' 1 1 


well enough 
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... And on Real Jobs 


HIRED PART-TIME by Ohio Public Service, student Richard Smith first got 
instruction in company procedures from Ray Semmier, then worked a week 
m the service department, two doys in credit, another week in the office 


FIRST CHANCE at selling—small appliances only—come after a month 
of training which included learning the location and prices of items, night 
study of specification sheets. During school he worked three hours a day 


- SEVERAL MONTHS of 
meetings 


appliances 


small appliance selling, attendance ot all sales 
instruction on the floor, prepared Smith for major 
f his youth, Smith had to know more thon most salesmen 


HARD WORK wos part of his training. When he wasn't actually selling 


or learning to sell, Smith had to set up displays, supplementing the practical 
education he received during school hours 


and schools 


Because 
allowed to sell major appliances, When told about this program, 
many retailers ask, “How can I get 
in?” Here are some suggestions: 

First, check to see if your town is 
overed by the distributive education 
program. Telephone the local high 
school principal 


the total saies 1s 


W. M 


ym manager 


higher 
LaSalle, Ashland divi- 
has this to say about 
with the distributive 
“We, in Ashland, 
! two girls 
instructor. Due 
interest in sales work it 
tor us to train visor or 
It is our opinion hi 
to work with 
because it 


Mls experience 


education activity 


Second, if you find such an activity 
in your town, call on the local super- 
have him call on you. Ask 
about the possibility of taking one 
of the youngsters to place at the start 
vf the next school year. 


easier 


tunity to observe 
ol : saith ‘ » definite 
loyees without any definite 
t hem while they are 


period.’ 


Third, if you have no local program, 
check your local retail merchants as 


iation and ask why. Usually, 


have to do 
He has to pay 
student t 
fansheld has been 
This varies 


retailer 
plan ? 


usual rate 
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yurses are started through coopera 
m of the school board and the retail 
erchants association. In the Depart 
ment of Education of your state there 
is a Supervisor of Distributive Edu 

ion who will be glad to help you 


Mar 
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FULL-TIME EMPLOYMENT ot Ohio Public Service came after graduation 


omith began with outside selling, became 


ossistorit 


to 


store 


supervisor 
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Are These Customers 
Talking About You? 


A dozen frank housewives tell what happened when 
they went out to buy appliances. For some of their 
experiences you can pat yourself on the back. Others 


call for administering the pat harder and lower 


Customer No. 1: r, but at least 
“He Didn't Know to send $- ' 
His Appliances” ay For Westen pr 


ip Customer No. 2 
“The Dealer's Wife Used It’ 


PAGE 62 
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Customer No. 3 
“They Never Checked Up” 


When my 


et trom 


ses in town, my wife and | 
vent over to his first TV party pr: 


aired to buy one from the same store 
ve liked the performance of his set 
But it was “lousy What seems t 
appened was that the salesma 

aded him to buy a built-in ar 

na type, which for some reasor 

! erate right in his apartment 

He got e kind of signal, but cer 
us who watched tl 

hat evening vould want one 


’ 





by the foct thot (the 


ese appliances her 


brother-in-law bought :« 


one of the better 
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A Year Profit 
From Trade-Ins 


Full profits from his new refrigerator 
sales, plus $5,000 yearly profit from 


the sales of the trade-ins is an appli- 


ance success story and merchandis- 
ing example from M. H. Merrill, Salt 
Lake City, Utah 


By HOWARD J. EMERSON 


ntair 


Uy len 


ar | brought 


TWise 
ELectTricaL MERCHANDISIN« 


itra-n 


Double Profit Deals 


BEHIND this successful 
repair 


i w repal 
ning of each trade-in Merrill's spent 
15.00 in materials, labor, and other 


profit of $37.70 on each 


ming and sales efforts 


as provided a way for 
fit from each new Frigidaire 


many dealers had to ear- 


selling 
| orter 
his full 


having 


retrigeratot 
i d na 
ntrary, Merrill show 
it the area-wide reputation that he has built 
ugh his sales of guaranteed reconditioned 


frigerators greatly strengthening his sales of 
v Frigidaires. Not only is it bringing him busi- 
s and profits from the many families who can- 
not afford the price of a new retrigerator, but it 

bringing bargain-seekers h nd 


up buying 


ultra-modern applience store of M. H. Merrill, Salt Lake City, Utah, is o refrigerator 


reconditioning and sales operation that is netting $5,000 on the traded-in refrigerators and giving 
Merrill full profit from the new refrigerator sales 


perience that had shown him there was a market 
or quality, guaranteed used merchandise. He had 
learned that there are enough families who will pay 
1 good price for reconditioned merchandise if the 
lealer can give them their money's worth. So he 
developed his organization to turn out the recon- 
ditioned merchandise that, while higher than the 
market average, would be more than worth the 
price to the prospect. This writer witnessed a 
situation in which a customer thought Merrill's 


price too high 


1, decided to look around the neigh 
vorhood, and returned that evening to buy a re 
frigerator because “the other dealers’ prices were 
cheaper, but their used refrigerators were junk,” 


Years of Selling 


Merrill maintains a consistent program of classi 
hed advertising to build a market for his recon- 
ditioned trade-ins. Although he believes in outside 


he carries no sales 


elling, force because there is 
a general lack of salesman matvrial in the mountain 
tates area. But his own background stems from 
the toughest kind of appliance selling. As an $35 
1 month school teacher, he started selling appli- 
unces for extra money in 1933—-working without 
floor time. When his after-school plugging began 
to produce more money than his school teaching 
1¢ became a full time salesman. Then in 1937 he 
won a Frigidaire national award as a top sales- 
nan. It encouraged him in 1940 to go into busi- 
for himself, with a Frigidaire franchise which 
1¢ has continued to hold. In 1948 he remodeled 
is Store at a cost of $32,000 to obtain one of the 
most beautiful and functional appliance stores in 
the western states. That he has been able to pay 
off the cost of the remodeling in the two years 
nce then ts indication that his atterition to the 
ecomlitioning and resale of trade-ins has been a 
und approach to profitable appliance merchan- 
ising 


For a picture story of how Merrill profits from trade-ins, turn page 
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A Year Profit 
From Trade-Ins 


RECONDITIONING MAKES 
TRADE-INS PROFITABLE 


PREPARATION for leansing and painting « 


next Vid rubber is removed 


wne 
Encrusted dirt 
ond grease are scraped off Metal broke in bock 
ground is used when necessary to form steel! for re 


plocement panels on damaged retrigerators 


1 TEST RUN puts the ( Cspot through its poces 

mechanically, with both temperature and cycle 
test on tine with ther reconditioned refrigerators 
lerome oils open unit model which is being given 
rum to check noisiness 


1 FULL PROFIT on this $279.50 ML-9 Frig daire 

will be reolized by M. H. Merrill right rear after 
he reconditions ond selis the 1938 Coldspot, left, for 
which he gave Mrs. Hanna, Highland Drive, Salt Lake 
City $27 75 allowonce 


CLEANING yoap and water, plus fine emery 

paper are most effective cleaner, Merrill's has 
found. These parts are being prepored for painting 
but many trode-ins are ready for resole after this 
eaning process 


1 ONTO THE FLOOR. | 938 Coldspot gleams with 

other reconditioned refrigerators in rear section 
f Merrill's store These ore disployed separately 
from Merrill's modern showing of new Frigidaires and 
the rest of his full appliance line 


APPRAISAL of reconditioning work is made in 

Merrill service department by service monager 
partner Clyde Jerome, Jr. Sealed unit is dead, gasket 
under his hond is repaired with adhesive tape, shelf 
is bent, drawer handle broken, etc 


MASKING prepores the major parts for the spray 

room. A\ll this work in reconditioning trade-ins 
is done by Merrill's service staff between regular 
service, maintenance and installation calls, using 
therwise spore time 


SCRUBBING of al! removable interior parts is 
1 left for the floor where solesiady Darlene Merr 
hew uses Dutch Cleanser ond scouring pads on them 
nm the store's mode! kitchen All new appliances in 
Merrill's are connected 
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FIRST STEP. unit is removed. Sealed unit 
will go out to specialist, be repaired and guaron- 
teed for one year, for $25.00 cost to Merrill’s Open 
nits are repaired by Merrill's own staff, carry 90-day 
ntee 


ld refrigerator comes in 
ats of Dulux 


everal refrigerators 


THE NEW LOOK f 
Merr Oroy r 


: 


He built sprayer 


POLISHED DAILY, er litioned refrigera 
Merr se their eye-appec! 
ture steady use 


5 regular ftiow f 
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HARDWARE comes off. Broken door hinge and 

gaskets will be replaced from Secr’s Los Angeles 
stock. Tight fitting doors, smooth working hinges 
and door handles are essential in getting customer 
occeptance for reconditioned refrigerators 


1 REASSEMBLING shows effect of Merrill's recon 

ditioning system. Jerome, right, installs hand 
formed chrome strip to replace lost door trim. Gene 
Jones checks on use of standard kitchen cabinet hoard 


> humid drawer pull 


1 DEMONSTRATION impresses prospects Like 

new appearance and condition, written guoran 
2s brond new ice-cube 
which Mrs. Merrihew is showing, and wide 


such soles gimmicks” 


variety of models and price, build profitable sales 


1950 


DISMANTLING may be necessary on older models 

to get at hinges ond other parts. Door, top, skirt 
and other removable ports ore prepored seporately 
for painting. Only basic service shop tools ore needed 
in this reconditioning operation 


1 FINAL TOUCHES give 1938 Coldspot “‘like 

new’ appecronce Jerome finishes work on 
door which now has new hinge and new gaskets. All 
chrome has been cleaned, ond Jones starts first polish 
to protect new finish 


1 SOLD AT $139.95, the reconditioned 1938 

Coldspot finds a new and welcome home. While 
Jerome polishes “delivery marks’, Merrill exploins 
one-year guorantee on sealed unit, 30-dey guorantee 


on rest. He averages $37.70 profit on these boxes 


— 


RE! S > oe 
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How 

One TV Rental 
Starts 

A Sales Cycle 


? THE REACTION of the Bigley’s was one of satisfaction. Guests, like the 


e lady with Mrs. Bigley, also were pleased, got interested in the plan 


TV HOME TRIALS 


What's the best way to sell TV-——free trials, meter 


plans, rentals? For the Arizona Appliance Mart the 
1 THE DECISIO 


f Arizona Appliance t's ods offering sets for 25 cent jay last is best because it returns a profit even if the 


Pz: 


Better Satistaction 


Sets Rent at 5% of Value 
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THE SALE wos closed aot the end of the month when Mrs. Bigley signed a 


THE CHECKUP during the first month's rental by dealer Ed R. Cosgrove 
e g time-payment contract. With Cosgrove is Rene L'Arrive, Crosley distributor 


ured satisfoction, also brought the name of the interested friend 


AT THE CUSTOMER'S EXPENSE = “six. 


prospect doesn’t buy, one month’s rental approxi- 
mates a down payment, and long trials firmly estab- 


lish sets in homes and lead to new prospects 





TELEVISIO 


hy DS 


Service Without Service Department pg 
were 
ve 
sae a Revie 
mS Whee ne 
on 
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atti. TRLeN ies 
fom toed : Creek we ven. 
TUR OR Sele keene: mee 
— 
Oe DON) Saterdainmaed pp 
Nets Piahé tte 


wee 


e dea, visited the store to choose the set she wanted to try in her own home 


A THE NEW RENTAL cycle begon when Mrs. Bigley’s friend, sold on the 
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© <n “te 


* LIGHTS 


APPLIANCES *:; 
3000 E.WASH. 


ENTRANCE 
N JEFI 





‘ 


“rete 


wey 


EMPLOYEES AND THEIR FAMILIES drow attention to the truck bearing the store's new oddress in this 
picture which was the highlight of an ad announcing the store's new location 


THE WOOQS Ant 


FULL OF TRADE-IN 


H. N. Light’s unorthodox advertising established his store in 


SN a OR SRR HBO) NOt AAR HY) UA AME OPN RS ne SN ONTO LE NN IDET RENIN, 


South Bend, helped it survive a forced move to a suburban 


location after losing lease on familiar downtown spot 


“HE Light C 1¢ public util i paign which Light has used to publicize his new 
South Bend, Ind. It’s a healthy appliance location has been so distinctive and carried such 
business which H. N ight has around a an impact that the apparent catastrophe of being 
surname peculiarly appr ate fo retailer of forced to moye has been turned into a merchan 
electrical products. In the years he has been in dising asset. 
business no one has ever sed Light of being The firm’s new address was first plugged in a 
particularly orthodox or i] in his campaign large ad built around the informal picture (above) 
to build his firm’s name of Light employees and their families gathered 
Through the years South Bend residents have around one of the firm’s trucks, 
yme to know The Light Co. through a series of Light really capitalized on his suburban location 
listinctive ads built around 5 jevices as a this spring with a full page ad headlined “C 
C Light’s” tag line. Each employee’s car now Light's trade-ins on Whirlpool—our woods are full 
es the same slogan on a huge bumper } 4f them.” The “country” angle was too good for 
with the characteristic “C” bu from scotch Light to abandon so quickly and he added an in 
light letters vitation to “bring the kids, bring your lunch—-stay 
have come to agree thot “Light ads ore different.’ South Bend people e fairly | prepared as long as you like—come out and enjoy our home- 
The unorthodox Mr. Light sits happily in the middle then, for what happened wi ight lost the lease like atmosphere, the beautiful woods.” 


f the trade-in wilderness he has created n his familiar downtown lo } he ad cam 8) acres to park on,” added Light End 
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Setting the Pace with Water Heaters 


Electric water heaters prove the advantages of electrical living, se Bell Electric, Knoxville, uses them te open doors to other sales 


By A. 8. WINDHAM 


2 or? 


; 


Package Deul Popular 


} 


CROWDS STOPPED 


- » dunn, 


Free Installetion Helps 


reading a mag 
nachine chugged 


ent t her dirt dishes, dramatiz 


Other Fields Tapped 


wmotion 

Electric man 
tw stores in operation, 

$200,000 worth of business a 


ells a lot of water heaters 


End 


They Attract Prospects with Effective Promotions 


STOOD DUMMY in display as i-fasmioned housewife chained to chores while 


ern worm eloxes shwosher does ofter-dinner dirty work 
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One-Stop Service .. . Wide Range of Sizes . . . 


NO INSTALLATION WORRIES, claims Bell, because the company tokes core 
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BECAUSE THEY STOCK ail sizes of heaters, immediote delivery can be made, 
everything—from writing the order to hiring plumber to connect the pipes Bell tells customers——o good argument with doctors and other professional men 


22.5%. 
OOP 


Lv Bd 


Satety ... Economy .. . 
HOLDING A lighted match, Bs Salesman argues t 
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prospect that with elec WATER AND POWER BILLS ore used by Bell salesman to convince prospects ~ 
woter heoter r tlame will increase hazards of kitchen thot electric woter heating is cheop £ 
r 


ELECTRICAL MERCHANDISING—JUNE, 1950 PAGE 71 














































J. M. RUSHTON 


teens trom « toth 












before the Edison Electric institute Soles 


: Conterence held in Chicage, April 5-4, 1950 
ET’S review the fact ated ¢ LP Ga 
competition to deter r w ft ar 
. 4 affect ng us and where we stand t Ay 
We are all familiar wit the apid growth 
the se of LP Gas but perhaps a brief review of 
@r nt statistics will serve to focus the ler 
a iarply 
| LPG CONSUMPTION (Thousands of Gollons 
; 1948° 2,736,801 
; 1947 2,209,797 
5 1946 1,704,262 
3 1945 1.276.766 
: 1944 1,060,156 
1943 675.233 
f 1942 585,440 
, 1941 468,852 
1940 313,456 
1939 223,580 
(*) 1224") Increase Over 1999 
Source: U.S. Bureau of Mines 
: he il a synt ib 
be ave ci arg t rts 
LPs ‘ cing ped t a t MA 
init pla Rg ga Many 
kK | as we i 
N g LPG for standby pur; al ik av 
P ff ha it mig ut the 
t ’ espensible 1 ¢ gz wit 
\ctually e¢ use of LPG } urpo 
growing ata ¢ rapid rate ant 
: Ow vy the ‘ 
PRINCIPAL USES LPG 
IN PERCENT OF TOTAL 
1940 1948 
Domestic 42.7 53.8 
Chemicals 1.1 17.9 
Synthetic Rubber 8.3 
Industria! 22.3 18 
Gas. Mig 65 8.7 
Int. Comb. Engines 17.2 34 
All other ».2 0.1 
Tota! 100.0 100.0 
Source: U.S. Bureau of Mines 


The Threat of LPG 


With close to 4,000,000 range, water heater 
and refrigerator installations, bottled gas 


is formidable competition to electric sales 


By J. M. RUSHTON 


Manager, Major Dealer Division, Frigrdaire Division, General Motors 


RELATION OF LPG USE 
TO ELECTRIFIED FARMS AND RURAL HOMES 


Percent Percent 
Total U. 5. Tow! U.S "Percent 
Meters Electified Tots! U.S 
fom & Form & 
Avee Rewdentel Rural Homes 
#1 40.7 35.9 16.7 
#2 9 38.0 31.2 
43 97 12.8 37.3 
+4 23 3.1 2.7 
#5 11.4 10.2 12.1 
Total 100.0 100.0 100.0 
Source: * Electrical Merchandising 


** U.S. Bureau of Mines 


Next year voped we shall have a break 

wn by state 

so far the facts related concern the quantities 
i LPG sold rather than the end use of fuel in 
lomestic appliances. An examination of some 

rent statistics related to this are of extreme 


‘ 
terest. For example 


COMPARISON LPG ws ELECTRIC RANGE SALES” 


Retio 
Electic ve LPG 


LL? Ges Electric 
Yeo Range Seles Range Seles Range Seles 
1949 463,000** 1,050,000 2.28 
1948 675,000 1,600,000 2.37 
1947 620,000 1,200,000 1.95 
1946 360 000 577,000 1.60 
Total 2,118,000 4,443,000 2.10 
43-44-45 550,000°° 
Total 2,668 000 4,443,000 1.67 
(*) Sources: Gas Applience Mirs. Assn 
Nat'l Electrical Mfrs. Assn 
Electrical Merchandising 
(**) Estimated 
l i t LPG ange has 
ving ea ve i here still much lost 
' 1 ! i r j yy ft wa 
wher ¢ product t ts ranges was dis 
v ndustry was allowed 
uild 2,200,000 gas ranges. (Source: Bureau 
nsu W there are no statistics avail 
le t w er rea ible to assume that 25 
nd its way to LPG 
1 1 the rate for the period 
m Ja ary M4 e 3 1949, be 
: f very LP Ga 1 
Gas Ranges Are Selling to Farmers 
H vev le 4 i are 
t g t w 
i 43 t 
ay i € ‘ c anges 
. rv cred 
i i it iY 
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LPG vs ELECTRIC WATER HEATER SALES* 


Ratio 
Electric vs LPG 


LPG Woeter Electric Weter Water Heate 
Year Hester Seles Heater Seles Sales 
1949 173,000** 695,000 4.01 
1948 184,000 1,040,000 5.65 
1947 370,000 1,100,000 2.97 
1946 130,000 488,000 3.75 
Total 857,000 3,323,000 3.88 


(*) Sources: Gas Appliance Mfrs. Assn 
Nat'l Electrical Mfrs. Assn 
“Electrical Merchandising” 
(**) Estimated 


The LP Gas refrigerator doesn’t seem to meet 
with the same degree of acceptance as the range 
and water heater as shown by the following. 


LPG vs ELECTRIC REFRIGERATOR SALES* 





Ret: 
LPG** Electric Electric vs LPG 
Rebrigeretor Retiqeretor Rebigeretor 
Your Sales Seles Sales 
1949 40,000 4,450,000 111 
1948 62,000 4,766,000 77 
1947 58,000 3,400,000 59 
1946 52,000 2,100,000 40 
Total 212,000 14,716,000 70 
(*) Sources: Nat'l Electrical Mire. Assn 
Electrica Merchandising 
(**) Estimated 
A review of tatistics regarding 
the sale LPG a LPG appliances seems to 
ead to but one n and that is, regardless 
at the status of LPG prewar, the industry has 
grown to be a f dable mpetitor Perhaps 
this fact will mea e Ww translated into 
terms of revenue st to the electric industry 
ESTIMATED ANNUAL REVENUE LOST BY 


UTILITIES TO LPG INDUSTRY ON APPLIANCES 
SOLD SINCE 1-1-43 





Annue! 
Ave. Revenue 

KWH. Rete Per Tote! 

Number Per Per Ace Annu! 

Applience Sold Year KWH. ance Revenue 
Range 2,668,000 1100 25¢ $27.50 $73,370,000 
Water Heater 857,000 4200 1.14 4620 39,593,400 
Reh geretor 212,00 1x 4.5¢ 13.50 2,862,000 
Tote! 3,737,00 $115,825,400 

(*) Estimated 

The sum involved electric revenue is tre 
nendous, a i terms of the average 

utility, is equiva bout $3.00 per meter 
So it would ¢ almost every utility 
executive must face t fact. Regardless of the 
y served ntirely urban, Li’G is or 
will be ¢ as mpetitor in the small 
town, rural and fa areas piped gas is in the 
cities except, if anything, the competition will 
be ne iggt E nd 
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The Promise of the Dryer 


$20 a year revenue to the utility, 
profit for the dealer create a new sales 


N opportunity and a challenge is 
presented the electrical indus 
try in the form of the fastest 

growing new appliance on the market 
the electric clothes dryer It’s an 
opportunity for manufacturers, dis- 
tributors, and dealers, because it’s a 
new $200 a 





pliance that spells sub- 
its. It’s an opportumsty for 
the utility because it’s a great new 


Dp 
' 
t 
' 


ctant prof 


revenue producer of $20 a year per 


But it's a challenge, because our 
competition, the gas ir lustry, want 
this load, too. The dryer is likely to 
become the focal point the batt! 
tor ¢t rec g revenue produce! 

the range 1¢ water heater and the 
dryer. And, yes, in all justice, we 
must add the refrigerator and make 
t a big four. These big four mean 
$90 a year to the elect utility. S 
the challenge mes in the fact that 
$90 is at stake. What happens in the 
drve Geld : 1 lot t da wit 

‘ the ele 
; rr r ; | 
" lly 
, a { e +} 
¢ ‘ tha uking it 
ct ? ‘ 

I j ] t 4 
+ ‘ it ‘ V ‘ 5] 

—_ I ‘ ‘ P 
p ¢ g re 
t tw off 

, T % 

i t tT Tew 
ur ware 
i ¢ urt 

; } the 

a tae ‘ volume 





wt irve. Pub eptance 

$s < g wit a rust The electr 
irver ready react g maturity 
‘ ’ 
\V this VW es the ant + 

’ ryer defying the old specialty 
S art nad rolling ur wh nnn 
4 4 iz ip 5 po j 
lar s rt such a short ¢ e? 

Y ® + 

Ir ‘Fr re re three rea 

First the ased attention « 


opportunity in the major appliance field 


By ROGER H. BOLIN 


Assistant to Vice-President, Westinghouse Electric Corp. 





me ¢ nor t home planner mag- 
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azine editors and the public in gen 
eral to the home laundry. Actually, the 
biggest change that has been made in 
the home since the war has been in 
the laundry room. From an efficiency 
standpoint it used to be the most 
neglected room in the house 

The second reason for quick public 
acceptance of the automatic dryer is 
the wave of popularity of the auto- 
atic washer. It has revolutionized the 
washing of clothes at home. It has 
revolutionized the washing machine 
ndustry. Last year, 1949, there were 
860,000 automatic washers sold. Thir- 
teen manufacturers are in the field and 

re on their way. This appliance has 
1 brilliant future, and is going a long 
way to make the sale of its companion 
appliance—the automatic clothes dryer 
easier and easier. 

But the third and greatest reason 
or the amazing growth of acceptance 

he clothes dryer is the appliance 


f and what it does for the house 
wife. Here is where your imagination 
in run away with itself. Imagine an 

ippliance that turns on the sun any 
¢ you want it in the laundry. Imag- 
ne an appliance that does away with 
that backbreaking job of carrying 
eavy baskets of wet clothes from the 
vasher, up the stairs and out to the 
ne. Imagine an appliance that does 
away with that ancient invention—the 

, 


mon clothes pin 


Utility Outlook 


Here an appl ince that a new- 
mer in major appliances. The public 
want t. They're going to have it 
What does all this mean to a utility? 
It means simply this. Here is a great 
builder. In the opinion of 








ities it’s a load that’s a fine 
balance for the load 
The use of electric dryer is 





d out over seven days of the 





week. Monday is still the favorite dry- 
ng day. Friday is the next preferred 
day—then Tuesday, Wednesday, 
Thursday, Saturday and Sunday 
Forty-eight percent use it in the morn- 
gy, 17 percent in the afternoon, while 
percent say they use it either in the 
1ing or afternoon or both. Quite 

lly the dryer load follows the 
rmal use of the automatic washer, 








natura 


which is 3.2 times a week 








1950 


































U held in 





Excerpts from a tetk before the Edison Electric | 


Chicege, April 5-4, 1950 


18 an opportunity 
your residential load from 900 to 1000 
annually per uses j 
cen shooting at an annual kw 


s an added revenue of ar 
And the public evidently 
loesn’t mind the $20. One utility that 
18,000 dryers on its lines 


in a fairly short time we can achieve 
a saturation of 10 percent 
general was curtaile 
An average revenue of $20 per Speaking of promotion, everyone is 
agreed on one thing 
revenue to the industry of $74,000,000 


would help reduce the cost per 


Best of all, it’s a reasonable 


have w igeca aggressive 
the past year. Their 
For example, in 1949 


’ 


in Chicogo 

Detroit 

* Pittsburgh 

Sen Froncisco 
Cleveland 

Seattle 

Minneapolis St. Poul 
Portland 

’ Philodelphio 


Already there are 17 electric dryers 
market, and promotional 


; 


efforts are growing. My own company 


mh promoting and ad 


vertising dryers last year, in a year 
when electric appliance advertising in 





You sell dryers, 


washers—bv demon- 


Demonstrations built the 


| 


machine ndaustry demon 


store and demonstra 


in the home 
(Continued on page 160) 
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APPLIANCES 
On the Mortgage 


MOMES WITH APPLIANCES ore advertised by Dobbins & Sons in their six Birmingham subdivisions and, although the appliances are optional, over 1,000 units hove 


been sold They 4c mly $) to $2 a month to mx rtgage poyments 


A Birmingham, Ala., builder 
makes electrical living pos- 
sible for tight-budgeted 
veterans by including appli- 
ances on the mortgage 














HOME BUYERS ore welcon p st ’ f t SHE BOUGHT BOTH. Veteron purchasers 


ye, refrigerator or both to go in their 
they may be te . esn " the tribut handles installation. service 
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Planning This Season's FAN CAMPAIGN 


LAST YEAR'S FAN VOLUME FOR ONE DEPARTMENT STI 
Brand ; 
No. 1 
Neo. 2 


g 
ff 
i 
f 
i 
: 


The mistakes he made in - 
495 113 
9.95 
11.95 
14.95 
15.95 
16.95 
21.95 
22.95 


24.95 
14.95 
17.95 
22.50 
26.98 . 
27.95 
29.95 
35.95 


sie 


1949, says one department 


¥ FF 
e282 


—~—Oon~ Caneouwes 


store buyer, are not going to 


be repeated this summer, be- 


cause he has analyzed his 


sales and is going to make 


F FFFF 


sure he stocks the right 


items at the right time 


FF FF FFF 


i. . » » 


- 
peotwesisss Saueseset 


~<a ONWenN OUNn OO Ww 


eewnw-- 
SBertBssrseussses 


FFF F TFET EE 


aunnrt-—Ge 


48.65 
52.77 
55.65 
49.37 
12.68 


leexcte coltixueawt ut $eBSGi Seo Sesssne 
| #5 
wue-wnn ehwaavcul cocokucttot SoSSUEHEXS 


~~osaus & 


FFF FFE 
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Totals 48s 


THEIR ESTIMATE OF THIS YEAR'S SALES 


Retail 
- 288 
12.95 
13.95 
14.95 
15.95 
22.95 
21.95 
22.95 
29.95 
39.95 
39.95 
39.95 
39.95 
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SO en 


The Old Customers 
Keep Coming Back 





For 41 years L. Dubrow & Sons, Philadelphia, has been growing and chang- 
ing with its clientele. So well have the changes been made that the bulk 
of this year’s $600,000-pius in appliance sales will come from the descend- 


ants of its original immigrant customers 


7 
yuu ALT PhILA it ' } it Dubow’'s advert ng hasten 
tt Ny retuse utt a! licy change writ Decal 

- 











Awt peddle xe as the South St. melting pot fin 
' raucous with the crise a ed its job. Most of Dubrow’s cus 
‘ wit eal and tot t were now fully Amer anize 
ing t nt not t at I I peaking gon laughters and 
west deal , f k t « Ap grand lren f the orig ial me gh 
iy i¢ ap ‘ pat 
S But in 1947 L. Dubrow & Sons, In e store switched its advertising 
‘ een located it t beng anguage ewspapert 
y years, put $330,000 into a new found that it w reat g both it 
litioned, three-story building istomers at ny new ones 
vy August, when Dubrow’'s fi l i year it w pou © 312.0 
e tners Harry and Buddy tit wt ney to newspaper ad 
) ' ex ave ld hetwe ‘ it e $a e ce ned du 
DOO 000 and SH50.000 w th of apy yw the war it rt ‘ . Six 
nee acd 1 teley ) yut of " € were busy “w z ie ad 
otal neluding fu mtacting prospects and old cust 
‘ $?.n \ nef ti \ g no 
¢ 
: Holt and Molt , w. a 
; I bat ail it i ; ‘ va eaned ea y m tire ale 
‘ et what Du vw, for lack t t-w ' these 1 
better 1 . \ the vorking cla 1 Ha . \ We 
peopl ! t g lik I t : now 
peopl gene rhe | expect t ‘ t of our 
strata w ) ¥ i t ! w! h 
€ lavore € tot our 
Hist ’ the working , ! ¢ t 
have wen the ack? ry . ale is 
bu And equally : 
the { hes taken adve ° ; Every Selesmen a Credit Manager 
locat ever nce va la at ts I demand 
‘ house WO | 1) ‘ e and it ce 
Dubrow I arly South St. ve t " t t profitably 
Dubrow’s wa sn ‘ n the center g « y sa an 
of a large area toreign-languag ‘ l I ap 
speaking immigrant . mn 1913 i rad ale unager, pi k 
started to deal nogra " 1 salesme *ferably those 
records foreign inguage record t s following and tra s them to 
At one time it tafft spoke 26 foreigr ¢ ynize wood and bad redit risks 
languages, Almost up to World Wa: gh conversation and observation 
II the firm concentrated its advertis Sir they get 15-25 calls a week for 
ing on foreign language broadcasts e demonstrations « 
foreign language newspapers and de get a good opportunity 
pended on 15 versatile outside sales f ect’s home and 
men for a large share of its sales ource 
Supplement the expanding oxt 
Now They Speak English : °9 A are 
: e¢ are 12 inside men who 
The coming of the war and the se! ng, work full days and 
death of the big foreign language {| a weck. One of the reas- 
radio station which had « arried the why business the Se tember 
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' 
: 
inuary pe 1 was 25 percent ahead 
ntns iast year say 
’ ve tore tavs pe 
mtil nine My 
Friday tur 
€ say i | y 
i t I . i j 
Chese the Old Customers 
Bu . keeps coming, deciare 
Harry Dubrow, because the store has 
two prime assets: (1) an established 
putation develope over 4) years 
al 2) an endles t of customers. 
Paid stomers, especially, are a 
i ads f stu sales lo . 
ea D } ys | two 
¥ } ’ ol . , t¢ 
. ; " : : bs i in Gil t ; re FAMILY STORE. As this view through 
. 2 a 4 a the show window indicates, Dubrow P 
are likely ) ect 10 
\ At any ‘ that t 
* to persuasion, their name 
are turned over to a salesman w TELEPHONE CALLS 
tele , an ement at 
follow with a h ca 
( i t er ul wit 
c ul yt Recent! ex 
, ibrow’s use 1 t ail t 
vite t and 
Ip one sale ate 2th 
at ¥ sar with t h \) ZAan 
ve } t ght t K 
} ) 1 tre giit 
ta oT Ca 
4 ' ase Du ng that 
week this one ile ’ wrote $10.00 
vort I ss and has b f " 
: ever since 
Change with Them 
for ma gs 
Again they 
¢ lebrate” 
Over a ve 
s changed 
tomers have changed and, claims 
Harry Dubrow, its customers have TELEPHONE CONTACTS with old 
te uunt on Dubrow’s. Without customers are maintained by two 
amy i Dubrow’s counts on it girls employed by Dubrow’s 
na 
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ACTIVE SELLING. Every one of Dubrow’s 50 or more TV sets is hooked up 
and operating so salesmen like manoger Tom Torch can demonstrate effectively 


which is one reason the store stays open four nights a BIG ADVERTISING. Co-owner Harry Dubrow and appliance sales manoger 
‘ re carried to appeal to mony needs and purses Tom Torch go over ad proofs which account for part of $12,000 annual outgo 


FOLLOWUP for an appointment is immedicte if the HOME CALLS on customers provide a large share of Dubrow’s sales, make telephone contacts poy 
old, paid-up customer indicates any cossit at ff. Store hos thousand f names in its files, six salesmen to work outside and keep the old cus 
she might be interested in something new tomers coming bock 
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This 1 THE FACTORY "saa =="S2 THAT CUSTOM-MAKES 






TELEVISION PICTURE TUBES -{ ) ~<@] THAT CARRY 
THE NAME OF Stefdion. THIS IS HOW WE WASH es, ; 
QUR GLASS BLANKS. THIS IS WHERE WE PHOSPHOR-COAT 





BASE & FINAL TEST EM re Bh TO MAKE SURE THAT EVERY 


Sheldon TUBE GIVES THE FINEST POSSIBLE T-V PICTURES. 


Write for the NEW “General Characteristics and Dimensions” chart 
Sheldon Just off the press! 


Pictu Te meas 7 “pecpersenyy co. 


8 Col in icdngpen 1, N. J. 
ouses: CHICAGO 7, ILL., 426 $. Clinton . LOS ANGELES 26, CAL., 1755 Glendale Bivd. 
vor 


SHELDON TELEVISION PICTURE TUBES + CATHODE BAY TUBES as tSCEN aver . nd 
PHOTOFLOOD & PHOTOSPOT LAMPS + «6SPRING-ACTION PLUGS + TAPMASTER EXTENSION CORD SETS & CUBE TAPS + RECTIFIER BULBS 
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HE SELLS DISPOSERS 
In a Septic Tank Suburb 


The almost universal use of septic tanks in his Louis- 





ville, Ky., suburb is no handicap to Charles Vanetti's 
disposer and dishwasher operation. Thorough study 
of the problem, good demonstrations, using the user, 


and consistent advertising maintain a $150,000 volume 





FACTS AND FIGURES gained from disposer installations in his own home, the 


) ' aa 9 tn store, the homes of salesmen and customers enoble Charles Vanetti to tell ao 
cwart Wasiit . Arh) n : 








Fi ¢ P  - P T . convincing story on hooking up disposers to septic tank Sewage systerns 
| ' the VY are n | i 
vy by t " 
. 1 Ar | ently 
1 il tvp 
| t ‘ hooked 
i tr 1 
= } ; ' 
i 4 ve if es are 
Selling Begins at Home , 2 Vanet 
ga ‘ ik i 
, ‘ xplana 
i “ d y t tf ' 
t M Vanetti ce 
i I } {f wa 
bY te { t} 
vA 
i | kitch 
\ l y t M \ 
st fins 
" 
P 
x ‘ te 
System is Tailor-Made to get ‘ , senha, tie 
us . 
\ thi 
Free Trial Pays Off 
vi V anett W, 7 
v thie machine operates DISHWASHER SALES often occompany or follow disposer sales. Leonard Ander 
policy of getting the prospective (Contmued on page 168) son, Store manager, does much of demonstrating; owner Vanetti sells in the field 
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ONE DISTRIBUTOR’S IDEA OF A GOOD RETAIL STOCK OF ELECTRIC HOUSEWARES 


IRONS 
Brand 
Brand 2 
Brand 3 
Brand 4 


STEAM IRONS 
Brand 1 
Brand 2? (steam attachment 


Brand 3 


COFFEE-MAKERS 
Brand 1 
Brand 2 
Brand 3 (Percolator) 


Brand 4 (Coffee urns 


CHIMES 
Brand 1 
Brand 2 


trend 3} 


BLANKETS 
Brand 1 
Brand 2 


ROASTERS 
Brand 1 


Brand 9 


FANS 
Brand 1 
vtiend lar 
Brand 9 


Appros 
Dealer 
Billing 


$50 
600 
45 
60 


Unit 


Quan- 


Item tity 
TOASTERS. 
Brand 1 24 
Brand 2 24 
Brand 3 
Brand 4 


MIXERS end JUICERS 
Brand 1 
Brand 2 
Brand 3 


HEATERS 
Brand 1 
Brand 2 
Brand 3 
Brand 4 


LAMPS: 
Brand 1 (Bed lamps) 
Brand 2 (Desk & Floor lamps 
Brand 2 (Sun lamps) 
Brand 3 (Pin-up lamps) 
Brand 4 (Desk lamps) 
Brand 4 (Pin-up lamps) 


TABLE STOVES 
Brand 1 
Brand 2 (Hot plete) 


CLOCKS 
Brand 1 (Westminster 
Brand 2 


Brand 2 (Commercial clocks 


Approx. 
Dealer 
Billing 


270 
360 


For a firm doing monthly business of $15,000 at dealer cost 


Item 
VACUUM CLEANERS: 


Brand 1 (Hand cleaners). ... 


Brand 1 (Uprights) 
Brand 1 (Tank cleaners). 


SHAVERS: 
Brand 1 
Brand 2 


WAFFLE IRONS: 
Brand 1 
Brand 2 (Waffle-qrill 


RANGES: 
Brand 1 (Rangette) 
Brand 2 (miniature-bentam 


MISCELLANEOUS 
Knife Sharpeners 
Humidifiers 
Clock Chimes 
Floor Polishers 
lroning Pads 
Hedge Trimmers 
Pressure Cookers 
Carpet Sweepers 
Com Poppers 


Liquefiers: Brand 1 








figured the ratio of monthly sales, set up a retail inven- 


How Much Housewares Volume Can You 


One wholesaler, who thought his dealers could do more, 


Do? 


tory standard and runs monthly campaigns which carry 
extra incentives, and help meet the dealers’ quota 


roing all year 
t. The second 


s distribut 


| the dealer that 


Help on Inventory 
Traftic 


Month Radio Appliances & Clocks not know what 
Jenuory 58 60° 14 46% . . ns : tocxs ft it ar VT volur 
Februory 54 90 10 50 t | 
March 56 1} 17 53 
Aprit 45 10.2 7 $3 
Mey M4 97 135 64 
June 36 65 283 64 
July 5.0 48 33.1 52 
August 104 5.0 98 7.1 
September 13.6 7) 86 Pp listribution patt 
October 15.0 95 99 irry % rs budget trafi n the territory a new guide to stock 
November 122 82 W7 pia nd { bilit 
Decembe: 185 129 245 » 3 | campaigns merit and get Each distributor’s man was 
xtr rt of supplier present uaded t mplete catalog of 


n page 175) 


Vecuum 


Cleaners Fans 


It gave dealers 


per- 


100.0% 100 0° 100.0% 
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Room 533 Furnitur 


Room 145 





e Mart 


® 
6 Merchandise Mart 


° 
in and see 


to come : 
¢ full line 


Be sure , 
the new Hotpoln 


very progressive electric appli- 
ance dealer —large or small— wants to 
avoid peaks and valleys in sales and 


profits if he can. To wind up the year 


with profits, he knows every month must 
produce a profit. 


The country’s leading home appliance 
merchandisers are big because of the value 
they place on steady, constant turnover... 
at a profit. And that’s where Hotpoint’s 
dynamic, new profit program enters the 
picture ... it provides a full line of products 
to produce consistent, regular, month-after- 
month sales for an entire year of profits. 

Thousands of home appliance dealers 
are now patterning their merchandising 
program on this same premise. They have 
switched to Hotpoint and are enjoying 
year ‘round profits. 









if you are not already stocking, display- 
ing and demonstrating the bigger, more 
complete Hotpoint line—if you are not cash- 
ing in on Hotpoint's leadership and nation- 
wide reputation —if you are not taking 
advantage of the more modern, faster- 
selling type of appliance franchise — the 
HOTPOINT franchise—you are undoubtedly 
losing sales that should be yours. 


Get on the right track NOW! Follow the 
course rapidly being set by the smartest 
merchandisers in the field including many 
of America’s biggest and most successful 
stores—make the SWITCH to HOTPOINT 
and enjoy year ‘round profits. No matter 
what size or type store you operate, 
Hotpoint’s year ‘round profit program will 
fit your requirements. For full details, see 
the Hotpoint distributor in your territory. 











Food Freezers 
Hotpoint’: vacuum-sealed Thriftmaster unit with 
avtomotic temperature control, rust proof inte 


rior, freezer alarm signal, interior light, spo- 


Electric Ranges 





cious storage compartment, pressure tested oll 
stee! cobinet and special handles make Hotpomt 

Pushbutton cooking witt Food Freezers o real food storage center and 

— rv ved-heot tage your store a Food Freezer Sales Center. There 

mit cooking capacity " ‘ of any reavirem 

proved aod” heating units, ne is @ site for ony ’ - 

oven vent, tuning clock and 

clusive features put Hotpomt 


Super-Stor Combination Refrigerators 

ovt in front in eve and ° 
World's Most Convenent Refrigerator! Out in 
front with everything 72% of all storage 
space at finger tip reoch. A real food freezer, 
@ deluxe no-defrost refrigerator, door shelves 


und 4Y othe ales-making advancements 


® 
i 


a Automatic Clothes Washer 
——— Fluid Drive to minimize vibration ond weer, 
convenient top opening, WOND-R-DIAL contro 
Automatic Dishwashers agitator-action THRIFTIVATOR, deep over- 


flow rinse, sediment ejector, white porcelain 
Hotpomt Avtomatn« D . ep . x . 
binetions are 


Wonde:! 
tory tw 


table ' 


SIE TTI 


spin tub, and complete flexibility of action puts 
the Hotpoint Automatic Clothes Washer out 


¢ tin the soles pcrode 


eaerareentre 


om 


and 
e the 


rapidly 


a 


Hotpoint’s Full-line Franchise... complete line of 


: ‘ . Automatic Electric Water Heaters 
electric appliances for kitchen and home laundry... A 
: 2 Equipped with “Magic Circle” Pressurized Con- 
revolutionary new product design and styling duction Calrod unit, Magic Heat Control, 
. ’ . Fiberglass’ Blanket Insulation, new built-in hot 
... put you out in front for year ‘round profits. Geter. iis teed cath wchon ean: eee 
he toemnl ng! _ , with beautiful boked-on white Calgloss, the 
lint screen, interior fiehe end large o. ’ mine Hotpoint Automatic Electric Water Heater is o 


beovty to behold and easy to be sold 
:Npanion 
for the Hotpoint Automatic Clothes Washer in Rotary lroners 


With full 26-inch lroner Roll, Folding 
Leap Board, Knee Control, Thermostat, 
Foot Rest, Master Switch ond En 
losed Motor, it is easy to see how 
this Hotpoint lroner does such a 
beautiful, professional job of ironing 
and attracting customers Its high 
quolity ot low price is a real soles 
Kitchen and Laundry Cabinets odvemage 
Hotpoint Custom Matched Cabinet Hotpoint Disposall® Garbage Disposer 


for kitchen, home lound 


Clothes Dryer 


The famous Calrod Heating Unit 


selecto time control 
the Hotpoint Clothes Dryer a fitting « 


building bolanced soles, for year nd profit 


ry and a ae “ The truly modern way of food refuse disposal 
mn—provide storoge ipace Fits any stondord sink. Just scrape food refuse 
into drain opening, turn on the Disposoll 
flush with cold water and Disposall reduces the 
refuse to a fluid pulp ond sends it down the 


y sewer. A reol revenve builder for any electric 


with modem oappecronce, greate 
convemence, cleanness and d ab 
ity and wind ovt your applonce 
department for greate sles eve 


month of the yeor 2ppliance deale 








ites 








~ Ole 


“—~ 


. 


LOADING UP ot his Erie store, Jerry Salsbury (left) and salesman-driver John 


Jay's calls upon rural customers who will buy everything 


Range prepore for 


trom Bendixe t 


r 


f 





ON THE ROAD, the “Hardware on Wheels” vehicle encounters oll kinds of 


weather, visits about 600 forms every two weeks 


Many customers call the 


store in advance of o trip and ask thot merchandise be delivered on a regular coll, 


DEALER on WHEELS 


Traveling the rural roads of western Pennsylvania with a truck- 


load of appliances has given Jerry Salsbury regular customer 


contact, less competition, easier collections, and more sales 


PAYMENT for merchandise often takes the form 
of vegetables or livestock. Barter trade averages 
$30 to $40 a week, actually results in more profit 
than ao cash sale, soys Salsbury. Truck corries 
$2500 inventcry, often cutgrosses main store 


SMALL APPLIANCES ore disployed on o shelf just 
inside door of vehicle where they are sure to be 
noticed by form housewives ond where they ore 


ELECTRICAL 


MERCHANDISING 


traveling sales- 


ked away in 
1 for about five 
right opportunity 
to light. About four months 
cided the time was ripe 
e that it’s good business for 
to keep them ‘down on the farm,’ ” 
erry, “if I can get their 
appliance dollars. The 
leave the farm and come 
shop, the more they are 
might put it, to the 
my competitors 


-JUNE, 1950 


easy for a sclesman to push 


Four refrigerators 


can be displayed in center of truck 


* answer 

t just that,” he continued 
bought a ‘49 Ford cab-over-engine de 
livery truck, standard in its field in 
We built ordins 
shelving into it, and stocked it up.” 

As it worked out, a kind of “gen- 
eral store” atmosphere was created by 
the needs of the customers when they 
became acquainted with Jerry's “Hard- 
ware on Wheels,” as he first called the 
When he first hit the road, 
he carried stock hardware items— 
saws, bolts, screws, galvanized tubs, 


general features 


vehicle 


hamd tools in great variety,—and a 
election of table appliances such as 
electric toasters, mixing machines, 
electric irons and small radios. 

But soon the housewives began to 
denuand, if softly, that he bring along 
such items as Kleenex, thread and soap 
chips. 

“It’s a good will gesture, to be 
sure,” laughs Jerry, “and since it 
helps business so much, we add the 
iteins, which are unusual to hardware 
retailing and make us think more of 
the general store.” 

(Continued on page 176) 
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Rustic waffle booth on utility floor was thronged with happy, waffle 
munching prospects when company first used it in 1925, helped to boost 
sales of this appliance 380 percent 


and service 























Elect Housewares Sell All Year Long 
; at Northern States Power 
Sales by Months 

Product 1 ; { ( ~ 9 10 1} 12 
Blankets 1 0 0 oO 1 { ; OF 12 419 
Clocks l 123 85 154 83 154 182 ¢€ 2117 123 261 
Coffe 10 0 2? 4) ?1 13 9 20 26 46 
Makers 
Cooker: . 2 9 2? 18 ~ > 15 26 18 
Food 10 5 5 ; 5 ; } 8s 6 6410¢~=«C«G2 156 
Mixers 
Grills iS x 14 10 + 28 7 
Heater 19 0 ] ; } ; 6 14 1 9 1 
Room 
Heating ( { 8 12 14 18 19 4€ 6 1 
Pads 
Irons 122 127 136 130 142 115 62 80 84132 121 22 
Roasters fal 19 18 ' 6 11 l ) 2 14 13 30 
Lamps 10 0 9 14 13 14 19 14 23 49 36 79 
Wall 
Shavers 16 11 30 10 12 10 6 7 16 6 67 
Toasters 110 78 1 23126 63 66 35 36 99 39 260 
Waffle 26 #15 #15 0 15 Ss we ae CO aa 22 60 
Irons 
Pans 0 15 137 60 36 6 2 0 2 3 0 3 
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The Sart ¥ ise we reuse MOST 
Wher tf appears 5) us as Toast 


WONDER BREAD 


SIO 6B 


TOA‘ 








Toast-making demonstrations in three stores at once kept Min 
neapolis bakeries hopping in 1925, and also kept toaster production 
lines moving when the promotion caught on 


| The Qld Promotions 


After 30 years of electric housewares campaign experience, Northern States Power Co. 
knows the comparative value of floor demonstrations, trade-ins, tie-ins, premiums, price, 


which is why some of its oldest ideas still click. 


a tel yf la t Bag t 
e of t st w lerful 


The Old Deals Still Work 
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This Beautiful 
GOLDEN GLOW 


Flanders Poppy Leesan. 8-paoce 


WAFFLE SET 





In Famous LIMOGES CHINA 


Seils regulerly ot retail for 


$7.50 PER SET 
Scventusts sey the besetiful soft tone arunium yellow ef this 
vet is a mental stumuletor and hes « tun effect and drives awey 
melancholy, deprmsion and the blees end showkd be im every 
hore 











The ad copy wasn’t as smooth, but this promotional 
offer of “famous Limoges china” as a premium to 


waffle iron purchasers is a good idea even today. Northern States Power Co 


Still Work 


By TOM F. BLACKBURN 


t and’ 4s-] i 
} ) I KAg A it Wa ‘ : 
¢ N r N they were ffered wit 
H ack and basket 
} } t s hel pe 
: : | ve " p 
x y 
5 | ‘ ve 
waffl i 
‘ Choice of Experience 
. ‘ pe 
' ve iw 
1 
id iys M B 
‘ " | 4 
i te wa 4 - t 
and ‘ | ect 
‘ are la 1 trier vee nr 
‘ W til ike co ba 
i i. t od ul k ! 
yy 313 N the t ir power ston 5 © 
: g and < t pay their bill 
ff a pe Past expe ¢ has shown th é , 
2 Kag ] any ¢ : g the best pr 1 ’ ¢ ‘ 
, yiect which are nm use 4 i ‘ 
: wit ken. Free te were su H 
erat é pre the 
Kage, « rt te x the < tinually at t M othe 
‘ tractive da 
S5R 75 Elect sec ware } need not ss “4 4 moe 
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Ironing demonstrations on the utility floor or on the dealer floor still 
throw away their old irons, are still common. 


lec a —— distin 





one 


rea ea 











Selling is the art of persuading people to buy 
what they need, says Harriet Baglien, head 
cf the small appliance department of North 





make women want to 
This was one of the carly campaigns initiated by 


ern States Power. 
e rest the yea i ‘ i pecial p 
\ vice e, e pom eeery e pro tional 
‘ ‘ rd Sale than they usually get 
the pan tay be i lea to atch your trace 
14 pe ith im all vrhe t va t k ng in term of the 
the ye luly j luct yo ive { yifer,” she say 
te wey nay go \ sugge iften enough: even a 
December they y post urd w rng a big group ! 
) t xe ell « yrder 
wh t vear. Clock Because working wore in Mi 
htable yea ind Baglien’s view, provide the best pro 
pects bor Automat i electric house 
w gilt wares, the utility stresses time payment 
x overlooked, she cau les, makes no service charge when 
Day, Dad's Day, Val payments are mace within three 
waffle irons), Easter nonths. In brief, they keep electric 
Halloween (corn pop usewares in the public eye and make 
k’s Day, and Thanks t easy for that public to buy End 
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REVOLVING DISPLAY CATCHES PASSERSBY Major ipphonces revoive severo CEILING OUTLETS AVOID CLUTTERING: | group radios, etc 


time ite om this turntable constructed by N. A. Yunkers, service monoger ywoy from the usual convenient wall outlets irte ces. Franklin, Pa 


Reliot Erie, Pa., who made it from spare service parts A heavy-duty has an onswer Mount an outlet “bus > midwoa jown the room ceiling and 


three refrigerators, has sen rune ) sar without fault ; 1 cluttering your floor with trailing w 


DISPLAY ELECTRIC HOUSEWARES: Resort rs on electr COLORED WASHERS INTO WHITE: A Denver dealer had a good opportunity to 
housewores, dishes, lamps ond gifts if they ore oadequotel lisployed That's sell some of his used washers—if they were white They weren't Well, why 
the opinion of Charles MF ' rietowr ten Electric, Geneva, Ohio not moke them white? he the ughnt He got Johnny Heflin (above) to sproy 
@ resort town of some 4 p m) used vir rom grocery store them with a high-grade white enamel, then sold them with the guarantee 
to hold hundreds of items and | sbstoa plywood disploy ands to hold thot if the enamel should pee! off within six months, the buyer could trode 
still more merchandise bock the washer (less o reasonable rental) for any new one in stock 


JUNE 19S5O0—ELECTRICAL MERCHANDISING 





ELECTRICAL 


MERCHANDISING—JUNE, 














1950 


Urban, suburban, or farm... 


These room interiors are appropriate to fine homes, and 
well-to-do families anywhere ... But they happen to be rooms 
in farm homes, as presented in full color in Suocessrut Farmine 

see any late issue! They aren’t freak exhibits, exceptional 
instances, are multiplying by thousands each month. And in 
showing such rooms, SuccessruL FARMING is not going beyond 
but merely keeping up with its reader families! 

In the 15 Heart states alone, a million farm subscribers to 
SuccessruUL FARMING carn an average income that is easily 50% 
above the US farm average... These SF families have started a 
revolution in farm living that represents the largest quality 
market in the world today for manufacturers and merchants... 
an electrical merchandise market with the needs, the desire, 


and the means... and all within a single medium! 


Sell to this super farm market... with Successrut 
FARMING alone assuring maximum potential and minimum 
waste because of its concentration and selectivity among the 
country’s best farmers! And remember that there is no 
substitute for SuccessruL Farmina! Any “national” list of 
general media merely fringes this top market... only SF covers 
it—thoroughly, intensely, effectively ... after forty years of 
service that helped to bring its present prosperity...To best allot 
your appliance advertising effort, get the facts about today’s 
farm market—ask any SF office... Des Moines, New York, 
Chicago, Cleveland, Detroit, Atlanta, San Francisco, Los Angeles, 


SUCCESSFUL (4c FARMING 


ym 
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of the Portables 


> :> . died 
RCA VICTOR BAS 
Here's the perfect set for customers who 
want peak performance, stunning beauty, 
unmatched convenience—all wrapped in 
one. Three-way powered, “Golden Throat” 


tone system, 





RCA VICTOR BAO 


A atriking new version of the famous 3-way 


“Globe Trotter.” Weatherized lightweight 





aluminum case. “Golden Throat” tone system. 





fnd yvour price leader 
ROA VICTOR BASS 


Your lowest priced postwar RCA Victor 
}-way portable. The tone of the “Golden 


Throat” will sell the set for you. 


JUNE 19SO—ELECTRICAL MERCHANDISING 





Frolt-Ma 


CY HOM 


i oe bal —_ 


~~ 


~ RCAVICTOR 


VA The Pick of the Portable Advertising 


POW ER-PACKED MAGAZINE ADS 


Your chance to fill the Summer sales gap .. . push 
RCA Victor, the Pick of the Portables. Now youcan team 
up with hard-hitting RCA Victor magazine advertising 

put it to work for you! It’s a nation-wide drive that 


is flooding your own area. 


Look at the heavy ad schedule that'll be sending 


portable customers your way: 


LIFE—May 29 
CORONET—June » 
EBONY-—-June . Featuring B\55, BXO, BX5S7 
EX TENSION— June . Featuring BX55, BXG6, BXS7 
SATURDAY EVENING POST—June 3 . 
LIFE—June 26 
CORONET—July 
EBONY -- July 
SATURDAY EVENING POST—July 1 . 


Featuring BX55 
. Featuring BX6 


Featuring BX5S5 
Featuring BX55, BX6, BX57 
Featuring BX55 
Featuring BX55 
Featuring BX55, 
BX6, BX57 
Featuring BX55 
. Featuring BX55, BX6, BX57 
Featuring BX55, BX6, BX57 


LOOK — July 4 
ARMED FORCE—July 3 . 
EBONY -- August 


ONLY RCA VICTOR 
HAS THE “GOLDEN 
THROAT” 


YOUR OWN NEWSPAPER CAMPAIGN 


lie in with RCA Victor magazine ads . . . make the 
most of RCA Victor window and counter displays. Ask 
your distributor for brand-new RCA Victor newspaper 
ad mats. He has a whole set of them. These co-op 
ads are specially designed to generate portable sales 
for you! They're your ads. Start “em running in your 
newspapers nou start customers running your way, too! 


A NATURAL PROFIT LINE 


This year’s RCA Victor line is designed for biggest 
sell-up profits—fits the bill for all your portable pros- 
pects. Customers will clamor for the smart functional 
styling . . . smooth “big set” tone and volume... 
lightweight construction that makes RCA Victor port- 
ables a treat to take anywhere. Cash in on portables 
this Summer! Stock and push RCA Victor. 


KKK KKK KKK KKK KKK 


For satisfied customers 
push RCA long-life batteries 





LCA 


“Victrola” TA. Reg. Ud. ret. OF, 


ICTOR Ad 


eo AeTERS Concer 


ONLY BCA VICTOR MAKES THE “VICTROLA” 


DIVISION OF RADIO CORPORATION OF AMERICA 
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The 
Governor 
Clinton 
Pattern 


of 
Syracuse 
China 


“Our findings say it’s CHAT 
for Syracuse China... 


0 Oe SACRE a 


We are proud of Syracuse China. We want its 
owners to get long years of enjoyment from its 
possession. Based on our own extensive research 


fully supported by that of independent authorities 
we recommend the use of CHAT in automatic dish 
We know that CHAT leaves no minera 


deposits to dim the lustre of fine tableware 


Onondaga Pottery Compeny, Syracuse, N.Y. 


,.-leaves no mineral deposits to 
dim the lustre of fine tableware” 


neeierialaeeedh meee enema ee 


0 Chat contait Dry-A-Pon—the revolutionary vw Antara 
‘ tant that makes the water drain off in smooth sheets, instead 
yplet Ww u meat quite simple No CCOSSIV 
f mir deposits, building up to hide the lo tt 
ft tir tableware 
{ ! wal piast 
rm ind sparkling 
( old rt i it 
‘ ' esp , 
f l | Fa 
k A ( 
5 \ P , ‘ 
; ' j vi 
< e Ch 
\W Dep vent 


ANTARA» PRODUCTS 


ENERAL 
fan & FILM CORPORATION 





444 MADISON AVENUE + NEW YORK 22. NEW YORK 
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COLOR PROMOTES MIXERS: Try putting a couple of tablespoons of soap powder 


and a little hot woter in a mixer Beot it until it is smooth as cream, then 


add food coloring. When it turns it mokes an effective display The “‘food”’ 


looks appetizing, does not spoil, and cleans the mixing bow! 


“Simulated Statement” Insures 
High Direct Mail Readership 








i t Mau Fisher, windowed envel ype vith a precan 
DD v ta t If I end elled stamp Maybe the prospect 
il kind of direct mail would be a little sore at first, knowing 
neve be read—well that he adn’t bought anything from . e 
He pondered. What Fisher’s, but a courteous letter insid 
t that wouldn't be to fix that 
‘ to the wastebasket tried it. The result has been a 
\\ ‘ person doesn't toss es] P f 20) pe ent or n . 
vt » that ks like a f ther kinds of direct mail are 
\ [ tio uterial lucky ring five pe t return 
ted n resembling a bill Pe C ratulate | his 
t ial 4 glassine ge ity I vy b t 





GAME PROMOTES ELECTRICAL LIVING: over 4800 Kansans played “‘Key-To 
at the Kansas Gas and Electric Co.'s booth at the recent Wichita Home Show 
Key-T is ployed like Bingo, with floor plans instead of cards, and appliance 
plugs instead of corn The winner's last plug shows him the ‘‘Key-To”’ better 
When two victors of each gome picked up prizes, they were 


living electrical! 


given ao sales presentation on electric ranges 


y 
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You're Jn yiled 


1 ket, june 19-29 
‘cago Furniture Mar 
Chicago NORGE DISPLAYS! 
Furniture Mart —Sth 


Daplay “** 
Howe Centoal Bo 4 eo 
Merchandise Mart— 


COME SEE WHY “ 


1, 
NOKGE the Originator and 
Worlds Largest Producer of am 
Automatic Rettigeration £ 
is BLASTING SALES 
RECORDS ——— 


This is a Norge year! — Sales prove it. The demand for automatic refrig- 
eration, as introduced by Norge in 1941, is sweeping the country. 








See for yourself. See the big ... the profitable ... Norge line. Two 
full-line displays for your convenience — Furniture Mart, Sth Floor 
...and Norge office and showrooms — Merchandise Mart, 2nd Floor. 


REFRIGERATORS + GAS RANGES + HOME FREEZERS 
WASHERS + ELECTRIC RANGES + HOME HEATERS 
ELECTRIC WATER HEATERS » WATER COOLER 





Merchandised from the Retailers’ Point of View 


NORGE DIVISION, Borg-Warner Corporation, Merchandise Mart, Chicago 54, Illinois 
(in Canada: Addison Industries, Lid., Toronto) 
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Make this Universal Cool-Cooking Foursome the 
center of your summer appliance program 
and watch sales soar. Universal supplies the answer 
to every woman's desire for relief from steamy 
kitchens and an easier, more pleasant way 


to prepare hot-weather meals. 


©) =] 


st i ae 


A 








Wi Qblend coivenats speed nice 


puts new variety in summer foods and cooling 
drinks. The big 32-ounce glass container ts ideal 
for satisfying milk shake lovers and the whole fam 

ily will enjoy the hundreds of delicious fresh friait 
drinks, cold soups and purees that can be prepared 
in an instant. Summer menus will prove easier and 
so delightful with Universal's helpful Mixablend. 
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Cottcematic 


yi ICED-COFFEE SERVICE 
J 


— 


Only $29.95 during June, July and August 


bal 


it will be the headliner of your summer 
— sales because every woman will surely 


want this fascinating Coffeematic combination. 


Beautiful Serving Tray ~ Light but large, 14” x 20° 
serving area. Surface of summery green Masonite with 
a charming fruit and leaf center pattern. Rich ma- 
hoga‘y finish trim and handles. 


Eight Richly Decorated kced-Coffee Glasses — Spat 
jware, full 12 ounces with chip-resistant 
eighted bases, designed for iced- 

ifully hand-painted io pattern of 


Universal Coffeematic — Beautiful chrome finish with 
exclusive Fl assures clear, strong brew 
so importan iced- _ Completely @ i 
no watching, 9° waiting! Redi-Lite signals when cof- 
fee is ready to pour over ice. 
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See your U 
See LOOK Magazine, Au NIVERSAL Distrib 
, August Ist issue Get th ributor now : 
on the newsstands July 18 em Out of the Kitchen.. ren te how to 
t ur Store! 





Selling Universal Cool-Cooki 
to 18,453,000 readers of 


== {UNIVERSAL 


LANDERS, F 
, FRARY & CLAR 
K, NEW BRITA 
[og IN, CONN. 
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With the center-by-center Capitol way, 
mn | you sell a center at a time or all at once— 
> to suit the budget of the housewife. It's 
as simple as this... 


1—~SINK CENTER. Every housewife is 
attracted to a modern sink center, where 
she spends most of her kitchen time. She 
can select a sink that best suits her taste 
and needs. An exclusive Capitol one-piece 
wall cabinet completes this distinctive 
center, 





2—COOKING CENTER. Capitol’s exclu- 
sive one-piece wall cabinet with unique 
open shelf makes a useful, attractive and 
uniform unit above any range. An addi- 
tional Capitol wall and base cabinet give 
convenient, efficient work space and com- 
plete the Cooking Center 








3—REFRIGERATION CENTER. Now, to 
———— complete a beautiful, work-saving kitchen, 
the housewife can choose from the wide 








: selection of sizes available, the base and 
\ wall cabinets and perhaps a broom or 
linen cabinet, for convenient arrange 
ment around her refrigerator 

Thus, this center-by center approach su 
Po rolatne ‘ ir sellis rn florts and si plifie . 
\* ; the housewife s kitchen planning And 
- tol steel I t bonderized 


has a si s-white baked enamel 


finish. and is tested andapproved 
by the Steel Kitchen Cabinet Ir 
} , a stitute 
thf ] 
j/ 


LINE 


“A Kitchen of the Future 


HMUBENY BROTHERS, INC., 618 E. First Avenue, Roselle, N. J. 
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SOUNDING OFF 


Quotable excerpts from recent speeches 





“The unvarnished truth is that American busi 
ness still needs to eut the costs of distribution 
to help offset the rise in taxes, wages, and what 
might be termed the social costs that business 
today is called upon to bear. Progress is being 
made in the factory in the form of higher out- 
put per man hour, costs have been cut 50 
percent in the last 20 years. Distribution costs 
are practically unchanged over that period 
Some progress has been made in advertising, 
but more is needed. The room for progress in 





other functions of selling is even greater. 


JAMES J. NANCE, president of Hotpoint, Inc, in oa 
speech to the Assn. of Notional Advertisers 


“The more television sets you sell, the more can 
be sold. You can’t judge the market by count 
ing the number of families that don’t have sets. 
That’s the usual way of measuring a market, 
but it doesn’t work in television. We find that 
every set sold, especially among lower-income 
families, creates three new prospects. Every 
body tried to measure the market by the met! 
ods used for automobiles and refrigerators 
They figured that when the people in the higher 
income brackets had bought sets, the demand 
would begin to slow down. Actually, the boom 
didn't begin until the low-income families began 
to buy, and now the principal demand is in 
the working man’s home.” 





JOHN MECK, president of John Meck Industries, Inc 
in a statement to the press in late April 


“There is much talk these days about security 

and recently it seems that the idea has spread 
to security for salesmer t may be that sales 
men—-one of these days—wili have standard 
hours and standard rates of pay. This may be 
all right for the weak man-——but certainly is 
no incentive for master salesmen In our bus 
ness, as in yours, I’m afraid that progress 
would be slowed down to a walk. If we in 
terpret security as 9:00 to 5:00 hours—earn 


ings not based on accomplishment—the result 


can only mean a standstill of the creative 
selling that has made the appliance business 
» billion dollar industry. In our economy we 


have the privilege of risking to gain—-and the 
gain should be more than just security. Our 


niimucd on page 1)) 











YOU MEAN NOBODY HAS ANY NICKELS? I'M STARVING’ 
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Glamour Heaters of 1950! 
The all-new Coleman Golden 
Anniversary Oil Heater Models 


They're new! Revolutionary! Never before a line 
of oil heaters with so much sales appeal. They're 
the heaters dealers have dreamed about! Coleman's 
new Anniversary line has 13 models—with new 
designs, new finishes and new features. A model 
for every purpose with a price range to suit every 
purse —as low as $29.95. They put Coleman out 
front as the style leader 


And look at all the features you have to sell 
The amazing and exclusive new AUTOMATIC FUEL- 
AIR CONTROL saves up to 25% on fuel. And other 
plus features exclusively Coleman are DrIREcTion- 
AIRE BLOWER, Low Drart BURNER, OVERSIZE HEAT 
EXCHANGER, NEW FUNCTIONAL AiR FLow Design 
Line up with the leading oil heater line of 1950! 
If you don’t know the name of the Coleman dis- 
tributor for your area, write us for details. The 
Coleman Company, Inc., Wichita 1, Kansas 


MODEL 873 -— Coleman's new style leader with breath- 
taking beauty. Made in two sizes—ij0,000 and 55,000 BTU 
output per hour—and two finishes—-shadowed mahogany, 
blond mahogany with front panel in beautiful matching 
wood-grain enameled finish. Its hish design appeals to 
women, its practical economy to men 


1 eat A UOT et OnE EE MOE I NN SE REIT ICM NRE KEIO A TB 


MODEL 8708 —- The “Hot Special”! 
Big heater features and perform- 
ances at a popular price. 60,000 
per hour BTU capacity. Circulates 

radiates! Punctional air flow 
design 


ee 

MODEL 871 -America’s fastest- 
selling oil heater. Small in size 
but a giant in heat production 
32,000 per hour BTU capacity. A 
popular fast-selling model at a 
popular price 





Comfort costs so little 
with a 


MODEL 869A — The elegant Console with enormous 
heating power. Has 55,000 per hour BTU capacity, pro- 
duces 3-way heat. A quick seller that guarantees satis- 


faction. Also in shadowed and blond mahogany finish WORLD'S LARGEST MANUFACTURER OF HOME HEATING EQUIPMENT 
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“We switched to lronrite 


Henry E. Hefty, owner of Hefty Sales Corp., Madison, Wisconsin, 


tells how his firm switched to the lronrite franchise and the lron- 
rite way of selling .. . and sales zoomed. There may be a jackpot 


YWITCHING to the lronrite line and [ronrite sales 
~ plans was one of the smartest moves we ever 
made,” says Mr. Hefty. “We upped our ironer sales 
10 to 1, 


“Back in 1947 and the first 8 months of 1948, we 
handled a competitive make of ironer of the con- 


o> ventional type. In those 20 months, we 
or were able to sell only 9 units. Then in 


September of 1948, we got our lronrite 
franchise. 


\ v 
<r 


ing 4 months, we sold a total of 28 Ironrite Lroners. 


“What a change! During the remain- 


And since then we've kept up the pace, selling 67 
in 1949, and 21 in the first 3 months of this vear! 


“Using lronrite’s ‘Decatur Plan’ of selling, with the 


help of our lronrite distributor, we had a top month 


not long ago of 22 sales. Currently, we make a point 













waiting for you, too, in lronrite! 


of keeping at least 3 Lronrites out on 10- 
day free home trials at all times, and 
average 7 sales a month. 

“Everyone in our store is an lronrite 
booster. Besides our salesmen, who qualified for the 
lronrite S-X Club by learning to iron a shirt, we have 
2 trained lronrite instructors, one of whom devotes 
her full time to demonstrations. Having trained 
personnel makes profitable promotions possible 
frequently. 

“Ironrite is one of the last franchises we'd give up! 

Since lronrite profits are clean, without trade-ins, 

price cutting or discounts, it's a money-maker!” 
* * * * * 

Why don't you, too, take a long look at the » 


lronrite profit picture? Read what the Ironrite 
distributor in this area has to say about it . 


' ) 


nv” 
DEMONSTRATIONS are the hevnote 


carry on a well-balanced program of store 


tions to Lronrite purchasers bor 
on how to set up vour program, see lronrite 


book let Plans That Sell Lronrites 
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lronrite selling, and at Hefty Sales Corporation 


they are a must Two full-time demonstrator- 


home demonstrations plus free ironing instru 


information 





sta Profit 





...upped our sales 10 to I 


“There's nothing like real teamwork between “Mr. Taylor (J. A. Taylor, President) and I are 
distributor and dealer to produce volume Lronrite proud of the service we can give our dealers, both qualified not only to instruct dealers’ personnel, 
sales,” save O. ( urt) Williams, Jr., Sales Manager on a day-to-day basis and on special promotions. but to organize complete demonstration plans 
for Taylor Electric Company, Milwaukee, Wiscon- We're all set up to move in and help put over a selling Whether a dealer wants to run group demonstrations 
sin, lronrite distributor for the area. “This Hefty drive within a few days after a dealer asks for a hand. or field-plan a home program, the Home Service 
Sales story is but one of many examples we could cite. Take our Home Service Advisors, for example . Advisor will take a big load off his shoulders 


“Each one carefully trained, these experts are 


| 


“There are plenty of Ilronrite-produced selling “The Taylor Electric Company is always glad “There's plenty of profit for everybody in lron- 
helps for both dealers and distributors, from one end to wee one of its dealers get the Lronrite bug. A dealer rite. Dig down into your copy of the all-new dealer 


of the vear to the other displays, sales plans, who spends “ys selling effort on Lronrite Lroners book, “Plans That 


Sell lronrites at a Profit, and 
literature and all good. Take a group of aggres- is in for clear, « 


ean profits, with no deals, discounts find how easy it is to sell on a volume scale, These 
or trade-ins to cut down his net. Just note what plans are backed by our 30 years’ experience in the 
Hal Biddle, lronrite’s General Sales Manager, saya.” field. Check your distributor for details.” 


sive dealers who are ready to use them (as we have), 


add distributor support, and you're in business! 


Ironrite Lite -Site 
Lamp. An lronrite 


\ 
extra for extra . 


_— 
dealer profit 


lronrite Health Chair. Model 80. Open-model Model 85. Fast-sell- Mode! 88. Smart Iron. 
He sure to use it with lronrite. All the famous ing, closed4op lronrite. rite Cabinette that sells 
rial-model lronrites. lronrite selling features White-ename! finish. as fine furniture. 


. \—~)—... er ‘ eA 
NY ' ON 
5 ely, a\c . 


IRONRITE INC, 
Exclusive manufacturers of ironers since 1931 


MT. CLEMIENS, MICHIGAN 
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CO ESSE P 
SOLD ONLY THROUGH WHOLESALE JORBERS EVERYWHERE 


Srarcsner Products, Tue. 


PORT CHESTER, N. Y. 


Alse Manutacturers ef Lanterns and Brass Fixtures 
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ALEX M. LEWYT, president 


speech to the New York Hotel Sales Man agement A 
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J. H. JEWELL, vice-president in charge of sales, Westin 


use Electric Corp 


JAY D. RUNKLE, 
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wech ft utheastern Electr 
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SOME DOPE SAYS HERE THAT 73 PERCENT OF AMERICAN FAMILIES EMPLOY l/APROPER 


READING LIGHT 
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today s fastest-rising 
power in all the 


appliance industry? 
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The Idea: To build a top-of-the line refrigerator with 
all the ‘‘most-wanted”’ conveniences (‘'No Detrosting,’’ 84 lb., 
20-below-zero freezer, huge Moist-Cold area) and still pro- 
vide a terrific amount of space for the money! 


The Record: Tough assignment? Not too tough 
for Admiral planners, designers, engineers, production men! 
Lights shone far into the night for many nights but by 1950 
the trade was rocking with the news. Admiral had succeeded 
in bringing out a Dual-Temp that was better than ever before 
—with all the ‘most wanted’’ conveniences and then some— 
but featuring 50° more space at no additional cost! The 
world’s finest refrigerator now provides 10.6 cu. ft. of storage 
for only $399.95! Admiral Corporation, 3800 W. Cortland 
St., Chicago. 


: 


Admiral 


“FIRST IN '50” 


REFRIGERATORS © RANGES © TELEVISION © RADIOS * PHONOGRAPHS 


THIS IS THE YEAR OF DECISION... better decide to join Admiral—NOW! 
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LIFE promotion helps Warren’s 
to greater sales volume! 


he oldest store in Braintree, Mass., had been a regular user 
T: uwdvertised-in-LIFE displays. These individual tie-ins 
worked so well that they believed a store-wide promotion 
it was! 


would be a good way to highlight their LIFE lines 


The week of the promotion was one of the best in Warren’s 


history. That was in November, 1949. Though the promo- 


tion was featured for a week, people of Braintree didn’t forget! 
For the following month, December, was by far the best in 
the founder's 36 vears in business. 
Even in January, normally a slow season, Warren’s set a 
new dollar-volume record that was far ahead of pre Christmas, 


1948, proving LIFE promotions pay off, and keep on paying off! 


THIS AD IS LATE. Reason: During November, December and January, Warren's were so busy 


selling merchandise that no one could take time to report the results of the promotion until March. 


June 


June 


Vane 


MAJOR APPLIANCES HOME FURNISHINGS 


SA a) Re craton age, COLT June § Allen Rubber-Lox 
kK Re ston Ta Lane Cedar Che 
' K ine Simmons Be . M 
I Ww < ive 
{ ( K Wy purge, ¢ Pepperell! Shee 
Pa KR spread Perm-A-1 I ‘ 
( K c of I ek w ‘ 
\“ I & June 12 Dan R Shex 
( es Drve R I Ss « 
Hi ( ape { June 19 ¢ Shee wwe 
9<¢,t R cad 7 Wels et C 4 i 
\ jas Ranex June 26 P ex Pillow " 
N Re < i <y ¢ sare ofr 
Wes by \ cs — Page Oste M css yes 
et ure I kK c 
te stencanl SMALLER APPLIANCES 
ype pore oi AND HOUSEWARES 


June 5§ Sunbeam Toaster page color 


yy pare, color 


G-E Sandwich G Waffle Iron Sno-Breze Air Coolers—\% page 
ly page June 26 ( an De Moust 4 page 
I berw are V4 page Knox-Out Insecticide—42 lines 
K 4 Play Po 4 
cecrvaaet chet RADIOS, TV 
Rohe Rion Sevlehtee4h ane AND INSTRUMENTS 
M or Plastaron re . June § G-E Portable Radios—! 2? page 
June 12 SWP Houser . = June 12 Motorola Portable Radios 
K x4) Insex 4 , a . 
ester unos—'/4 page 
june 19 ; ' F . : : Zenith Radio—l4 page 
June 19 Du M Television— page 
P ' RCA Home Instruments—page 
t 2 ps5 June 26 RCA Home Instruments— page 
SWP HH sepaint ige, colo 
Pes er —page JEWELRY, CLOCKS AND 
Vornado Air Circulators—page WATCHES 
Dormeyer Mixer—') page June 5 Swank Men's Jewelry & Accessories 
{ ersal I 2 *c, COlOT 
Krispy Ka Lg page Artcarved Diamond & Wedding 
Kanteen & Karrya Vy page Rings page 
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Finally, Conlan E. Warren, Executive Vice-president, wrote a report. In it, 


he said, “A day doesn’t go by without some of our customers mentioning 
a product that is advertised in LIFE 
think of Warren's wheneve 


thev ve seen in LIF ‘ty 


The LIFE promotion has made peopl 


r they want hardware or electrical item 


They Can Help You Make Sales History! 


Airguide Field Glasses—4 page 
Safety Standards For Sun Glasses 
4 page 
Graflex Camera—% page 
tt Savers—% page 
ud Land Camera—190 lines 
ann Solarex Sun Classes 
28 lines 
June 12 Eastman Kodak Camera 
SILVERWARE page, color 
Holmes & Edwards S f Nu Ace Mounting Corners 
28 lines 


Bachms 


28 lines 


ann Solarex Sun Glasses 


Ansco page 
Kodak 
Graflex Camera 
Sight Savers 
Bachmann 
28 lines 
June 26 Eastman Kodak —page, color 


Eastman 4 page, color 
& page 

Ym page 
CAMERAS AND 
OPTICAL GOODS 


June 5 Ansco Filin—page, color 


Solarex Sun Glasses— 
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LIFE’S volume-building promotion at Warren's is over, but it will long 
be remembered by the 


of Mr 


than ever 


people of Braintree, as evidenced by another part 


Warren's letter, written four months later, * business is better 
I believe that the LIFE promotion has had a great deal to do 


with our progress!’ 


Houze Convex Sun Glass Lens— Skyway Luggage—42 lines 

page June 19 White Star Luggage 
Ray-Ban Sun Glasses— 4 page, ¢ June 26 Spalding Golf Balls 
Bachmann Solarex Sun Glasses Val-A-Pak Luggage 


page color 
4 page, « 
“ page 
STATIONERY REQUISITES 


June 12 Nu Ace Mounting Corners 
28 lines 


ADVERTISED IN 


28 lines 


SMOKING REQUISITES 
June 5 ASR Lighter—page, color 
Ronson Lighter 
Zippo Lighter 
Bowers Lighter —28 lines 
June 12 Dunhill De-Nicotea Holder 
4 page 
Ronson Lighter Fluid 


page, color 


4 page, color 


Ym page 
LEATHER GOODS, TOYS AND 
SPORTING EQUIPMENT 
June 5 American Character Dolls—page 


Buxtori Billfolds—'4 page, color 
Craftsrnan Billfolds—% page 
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9 Rockefeller Plaza, New York 20, N. Y. 
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Mw RRAY 





brings you today’s 


biggest kitchen profit news! 


MURRAY 


MATCHED STEEL KITCHENS built to 


last a lifetione Beautiful, welded con- 


struction, silent action! The drawers on 
Murray cabinets clide on silent, strong 
brase runners. All cabinet doors are 
eound-inseulated... have emooth rounded 
corners, No protruding handles on wall 


cabinets; doors sewing bac k flat on «mall 


MU KH 


ELECTRIC RANGES feature welded 
construction, Monotube heating unit« 
giant ovens! Model RA-74 
is the leader of the line, Features 6-quart 
Dee P BW «ll Cooker that can be lifted out 
allowing heating coil to be raised and 


shown right 


used as fourth surface unit, Included are 


fluorescent range lamp, automatic pre 


Nw HR 


GAS RANGES with seamless burne: 
bowls," Waterfall” top, extra large ovens! 
Owen, 18°. 15% 20”, ie fully porcelain. 
enameled with rounded, easily -cleaned 
corners and concealed drip tray. The 


Murray GA-44 
viant broiler with smokeless pan and grid 


shown right) features 


that slides out as door is opened Full 


control backguard contains 20-watt flue- 


reacent lamp, International electric clock 


with interval timer that gives three min 





RAY 


RAY 


chromium-plated hinges. All wall cabi- 
nets have provision for fluorescent light. 
ing! Murray base cabinets have Vinyl- 
covered tops—wear-proof, stain-resistant, 
erack-proof 

Cabinets coated with hi-baked enamel: 
sinks are acid- and stain-resistant porce- 


lain-enameled 





heat oven thermostat, with bake. broil, 
and top unit pilot lamps Smokeless 
broiler pan with grid, coacealed oven 
vents, food-warming and storage drawers 
17x 18x 20” oven with air-sealed clear- 
vue window! Oven, Deep Well and con- 
venient appliance outlet are all auto- 
matically timed, 





utes to four hours of accurate timing! 
Range top is of one picce — no separat 
burner bowls with seams to catch grease 
along front top of range 

“Waterfall” design takes care of 
Beautiful 


appointments. Oven door has 


ne crevice 
Murray 
that! Big storage drawers 
chrome 
clear-vue, air-sealed, double-glass win- 
dow that is non-steaming. Only Titanium 
porcelain enamel coats Murray ranges! 


Always sparkling white! 


NEU RRA WY 


sales features are unsurpassed! Your customers will 


marvel at the Murray kitchen’s new beauty, 


performance, new 


vase of cleaning 


new 


new 


er’ 


: : : 
conveniences, new usefulness! 


Mw HRRAY 


urges you to get full particulars now! Send convenient 


coupon. Meanwhile, watch for further announcements! 
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Ultra-modern 
Steel Kitchens! 





Ultra-modern cabinet sinks, matching wall and base cabinets. 
The big 66” kitchen cabinet sink above is the super deluxe model in 
the Murray line. In addition there's the deluxe 54” and standard 
54”; the single drainboord 42”. Cabinets of almost any size and 
shape to suit every need 





High-speed 
Electric Ranges! 





The Murray EA-74 (above) is one of five electric ranges that com- 
plete this great, new line. There are three 40” ranges, as well as a 
36” unit and compact 20” range for small homes and apartments 





Streamlined 
Gas Ranges! 





The Murray GA-44 (above) is the leader of the line of five out- 
standing gas ranges. All five feature seamless burner bowls and 
easy-to<lean “Waterfall” tops. Range sizes include three 40 
ranges, and a 36” and 20” with double-sea!l oven doors 


Visit Murray space Room 1124 
at Chicago Merchandise Mart. 


If you are a wholesaler, kindly write on your letterhead. 
If you are an appliance dealer, kindly forward coupon. 








Prema seeonne 
' Wen cenenawanmamacee 
! The Murray Co it 
rporation of A 
; Home Appliance Division — mse 
| Scranton, Pa. 1 
! CG 
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expanded 


The Furniture Mart. | 


] 


ELECTRICAL 


ne brightest ol pre 


Summer Markets in History, June 19-29 


Earlier dates, cooler weather, good business 
should combine to draw crowd of over 18,000; 
TV expected to be one of centers of interest 


he mair cag with a capacity of 40 per 
reservation eons each, will be made at the west 
n enlarged and din of the Mart at a cost of $200 

facilities have been set up to This brings to seven the num 
take care fi the crowd i new elevators mstalled 
One apparent trend at the Furni ast 18 months 


ture Mart is the tendency of manu Norge ranks ! 


as the largest ap 
acturers to maintain year-around pliance newcomer to the Mart, hav 
fhees. Over 200 exhibitors in all pie leased about one-hith of the 
nes follow this arrangement now second floor for weneral offees and 
The Merchandise Mart. Anothe: showrooms. Other tenants new to 
30,000 sq. ft. of the Merchandise the building include Air King Prod 
Mar ili have been air-conditioned vcts, Kewaskum Utensil Co. Sen 
’ } 


% ‘ 


“ ime, making a total of tine Television Sales and Temeco, 
60 percent of the rentable area thus In 
proved Installation of four of Additions to the Merchandise 


gest passenger elevators in Ma successful Good Design 


Pointing with Pride 


icularly 
oming appli 
his year have 


anulacturer wil 


outtes j 
»D ce lir 
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HARRY RESTOFSKI, sales manager of the West Penn Power Co. and chairmon 

of the EE! commercial division's general committee, picks out the name of a 

representative of his company who hod one of eight owords in the residential 

section of the 1949 General Electric Planned Lighting competition. The win- 

f af ners (including 24 more in commercial and industrial lighting classifications) 

radio will be were announced at the EE! annual soles conference in Chicago im April. £. D 
the 17th floor Stryker of G-E looks on 
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exhibition will be announced at a 
luncheon on June 22 Following 
the luncheon the augmented ex- 
hibit will be open to buyers, and 
eventually to the general 

The usual press conter 
the Home Fashions League program 
and luncheon are among the activ 
ties scheduled for the first week ot 
the markets 

The Hotels. It's hardly news 
that all Loop hotels are booked 
olidly for the first week of the 
market, when three-quarters of the 
visitors jam the town for an early 
look at what's new. Those visiting 
the showings during the second 
week will have better luck with 
hotel reservations The city has 
a total of IMSS hotels with a capa 
ty of 225,000 guests, and though 
some visitors will have to be con 
tent with accommodations outside 
of the dowstown area, indications 
are that no one will be left without 
a room 

What's Going On. On the busi 
ness side of the picture, the Na 
tional Appliance and Radio Dealers 
Assn, will hold their annual mid 
year meeting during the second 
market week The meetings will 


open on June 25 and close on June 


29, the final day of market activity 

On the recreational side, Chicago 
will again have a lakefront fair, 
the successor to last year's Railroad 
Fair The new one includes a 
pageant, “Frontiers of Freedom” 
First performance for the pageant 
is set for June 24 

Baseball schedules bring the 
Chicago Cubs home to Wrigley 
Field on June 27, 28 and 29. The 
St. Louis Cardinals will furnish 
the opposition. The White Sox on 
the South Side have a fatter mar 
ket-time schedule, opening with 
toston on June 20, 21 and 22, fol 
lowing with Philadelphia on June 
23 and 25 and finishing with St. 
Louis on June 

The horses are running at Lin 
coln Fields up to June 17. Action 
begins at Arlington Park on June 
19, and both Fairmount Park and 
Maywood Park have racing through 
June. Auto races at Soldiers’ Field 
evenings of June 18, 21, 25 and 29 
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Nou 0A, ailardt {/ on all HONEYWELL Conifoit Thermostats 


The advantages ot TM—Thermostat Magic—are now available 
on all Honeywell Comfort Thermostats—at no increase in price! 
This new TM principle provides better heating, more even 


inside temperatures, regardless of outside weather conditions. 





Rapid changes outside won't affect these new TM thermostats, 
because they work with the weather. Your customers all will 


want the magic of TM. Order your supply NOW 
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IM Merers the (lear 
j vi Tested and Approved Controlled frequency of burner operation pro- 


vides aneven flow of heat under allconditions, Thermostat 
Magic means more than thermostat accuracy-—it means 
maximum heating comfort and efficrency-—at no increase 
in heating cost, 


300,000 TM thermostats now in use—many 
for three heating seasons—-have demonstrated the com- 
fort advantages of the Honeywell TM principle. Home 
Owners are enjoying a new standard of heating comfort 
—made possible by Honeywell scientific research. 


IM Whermoster Maga means: 
No More Waiting for Heat 
No More Chilly Floors 
No More Overheating 
No More Fuel Used—s"¥e¢ 


More Comfort For Your Heating Dollar 


* 
Attention .. 
ELECTRICAL DEALERS & JOBBERS! 
@ 


All over America the Electrical Trade is finding the 
Honeywell line of controls an additional source of 
profit. Call your Honeywell branch office for com 
plete details how you, too, can “Sell Honeywell 


IM Acre 
SCORES 
Serrer Heating- 
Always 


Honeywell 


SS). - i Se, fore wiT kR O lS 
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Partial List of Chicago Summer Market Exhibitors 


FURNITURE MART 


A 4) 


Admual ( orporation 


Mig. Co 


A qicole Furnace ( 
Allen Mig. Co, lnx 


Altortes 


Bros. Co 


American Stove Co 


Apes R 


otaresr Comp 


Applience Mig. ( 


Avmitrong Products Co 


Arcrest 


Awmociated Stove Mirs 


Athens 


Mly Comp 


Stove Works 


Automatic Washer ‘ 


Auto % 


Berton ‘ 


Bendis Home A pplienc 


Inc 


Bendix Redio Div 


Aviat 
Ben bur 
Black sto 
Boston ‘ 


Calon 


Mach 


hatten 


te Pte 


oroeue 


nbben 


rown 





ove Works 


tp 


ion Cory 
Mfg. « 


ne Con 


Bendi« 


ywove f pundry 


Stove Cor 


me ‘ 


aa Implement & 
Mie Co 
lements Mig ( 


vt Blast Mie 


oleman ( Inve 


bteater (org 
& Sexton ( 


Stove Works 


Dearborn Stove 

Detroit Vapor Stove Div 
‘ 

Borg-Warner Corp 


Dixie Foundry ( 
Dormmeyer Lorn 
Duo-Therm Div 

Wheel ( orp 
Eagle Foundry ‘ 
Empire Appliance | 
Estate Stove ( 
Evens Products 

* LEC 


effort te 


some 
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pared these pertia! listings from 
provided by the monegements of the furniture 
end Merchandise Marts end has 
include off comes of 
epplesce and clectrice! howsewores industries 
bul tehes ae reaponeibility fer errers oF emis 





Champion Dishwashing 


( 


omstock C avtle Stove ( 
mlon- Moore Corp 


Inc 


Motor 
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548 
526-27 
»48 
$10 8 
141 42 
18 

17 90 93 
KIO A 
17 63 
330-331 
546-4 
6724 
503 
S46 A 


S49 A 
5ID A 


17.0 


17 68 
17,73-74 
546 8B 
$04 
17M 
S38.A 
531 


17 68 
630 31 


504 


2953 
517 


S47 A 
17 33 


541 8 


pre 
iatermetion 


mode every 
saterest to the 


Fowler Mig. Co 

Fresh 'nd- Aire Co 

rigidaive Div, General 
Motors Corp 


yeneral Ais ( onditioning 
Com 
yeneral Electric Co 


ribson Refrigerator Co 


wand Home Applience 
° 


way & Dudley Co 


bHallicralters Co 
Hamilton Miq. Co 
Hardwick Stove Co 
Hollend-Rieger Div 
Apex Rotarex Corp 
hoover Co 
Horton Miq. ( 
Hotpoint, Inc 


ice Cooling Appliance 
Cor 
Ideal Steel Products Co 


International Hervester ( 
International Oil Burner 
{ °o 
lroner Div, Speed Queen 
Cor 
lrommte lroner Co 


ackson Industrie 


Kalamaroo Stove & 
Furnace ¢ 

Kay Way Corg 

Kelvinator Div, Nash 
Kelvinator Corp 

King Refriqerator Corp 

Knox Stove Works 


Landers, Frary & Clark 

Leonard Div., Nash 
Kelvinator Corp 

Lindemann, A. | & 
Hoverson C« 

Lewyt Cor 

Locke Stove Co 


Lonerean Mig ( 


Lonergen, Vincent j 


Maine Mig. Co 
Majestic Mig¢. Co 
Marquette Appliances 


Inc 
Marvel Metal Products ¢ 


MERCHANDISE MART 


17,1 
17/105 
508-09 A 


17,64 


535 %6 
IT-A 
537 3886 
17.)-31 


515-8 


17/51-53 
1420 
1530-31 
1798-99 


54486 
511-A 


15 B 
810 


17 ©.116 
117 
SIO-A 

SIZ A 


17. 86-87 


513-14 
1S-A 
17 32 
513-8 


547-8 
513-14 
15-A 
17Pa 
42-43 
i7 K 
17,54 
S4A 
5148 
2953 
17 37-38 
17 66-67 
17, 78-80 


17,89 








FURNITURE MART 


Menge Co., Cabinet Div. 17/83 & 
104 
Modern Refrigerator Co 17/100 
101 
Monitor Equipment Com. 17/77 
Motorola Inc 505-06 
07 
Mercury Record Corp 17/106A 
Noblitt-Sperks Industries, 441-42 
Inc 
Norge Div., Borg-Warner 521-22 
Corp 
Oakland Foundry Co 546 © 
Odin Stove Mig. Co 1438 
One Minute Washer Co. 17/94-95 
Palley Mig. Co 17/84-85 
Perfection Stove Co 17/110 
Acorm-Oriole Div 113 
Philco Corp 128 
Phillips & Buttorff Miq. Co. 1769-70 
Plastray Corp 17 48 
Premier Stove Co 513-8 
Prentiss-Wabers Products 549-A 
Co 
Presteline Div., Leeson 447-48 
Stee! Products Inc 
Quaker Mfg. Co 516-8 
Queen Stove Works, Inc 17/75-76 
Rainier Company 17 34-36 
RCA Victor Div., Radio 232-364 
Corp. of America 540-A 
Regina Corp 2146 
Roper, George D., Corp. 529 
Royal Vacuum Cleaner 17/102 
Co 103 
Samuel Stamping & 548 
Enameling Co 
Sanitary Refrigerator Co 528 
Scheirich, H. J. Co 1007 
Sellers, G. |. & Sons Co 1536 
Sparton Radio-Television 509-8 
Div., The Sparks 
Withington Co 
Speed Queen Corp 530 
Spicer's Gas Heaters, Inc. 547-A 
Stiglitz Furnace & Foundry 17/61-62 
Lo 
Sunray Stove Co 17/44-45 
Sutton, O. A. Corp 17/55-56 
Vornadolan Div 
Tappan Stove Co 539-40 -8 
Tennessee Stove Works 825 
Thor Corporation 508 8 
Toastswel!l Company 2953 
United States Stove Co 17/57 
JUNE, 


United Stove Co 
Victor Oil Burner Co 


Wanng Products Corp 

Welbilt Stove Co, Inc 

Welch, W. W., Company 

West Bend Aluminum Co 

Westinghouse Electric 
Com 

Whirlpool Corp 

Winsted Hardware & Mi¢ 
Co 


549-B 
548 


2953 
520 
17/41 
17/65! 
501-03 & 
542-43 8 
546-D 
27953 


MERCHANDISE 


MART 


A. B. Stoves Div., Detroit 
Michigan Stove Co 

Air King Products Co., 
Inc 

Aluminum Goods Mfe 
Co 

Aluminum Speciality Co 

American Central Div., 
Avco Mfg. Corp 

American Gas Machine 
Co 

American Thermo Appl 
Co 

Apex Rotarex Corp 

Associated Projects Co 


Bendix Radio Div., Bendix 
Aviation Corp 

Berger, T. W. Co., Inc. 

Bersted Mig. Co 

Brach, L. S., Mfg. Co 

Buckeye Aluminum Co., 
Inc 

Buxbaum Co 


Carrier Corp 

Casco Products Corp 

Chimes & Signals, Inc 

Coolerator Co 

Crosley Div 
Co 


Avco Mig 


Dazey Corp 

Deepfreeze Appliance 
Div., Motor Products 
Corp 

Detroit Michigan Stove 
Co 

Dexter Co 

Dixie Foundry Co., Inc 

Dominion Electric Mfg 
Co 

Dorby Co 

Dortch Stove Works, Inc 


Easy Washing Machine 
Corp 

Eldredge Sewing Machine 
Co 

Elgin Stee! Kitchens 

Estate Heatrola Div 
Nome Electric Corp 

Eureka Williams Corp 
Eureka Vacuum Cleaner 
Div 


Everedy Co 


Farber, S. W. Inc 

Fasco Industries, Inc 

Florence Stove Co 

Free Sewing Machine Co 

Free Westinghouse 
Sewing Machine Co 


General Electric Co., Air 
Cond. Dept 

General Electric Co 
Electronics Dept 


nitnucd n pa 


1128 
1454 
1129 


1170 
1476 


14-101 


1472 
1433-A 


1174 


1454 
1467 
14-107 
11-110 


11-112 


1186 
1175 
1451 
11-107 
1132 


14-104 
1447 


1128 
14-103 
14-101 
1422 


1106-A 
1111 


1464 
1468 


1454 
1418 


1161 


1419-A 
1422 
1458-9 
1450 
1450 
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Accelerate Vour Washer Salee 


WITH THE NEW MQAZOMD GIANT-TUB FULL-SKIRTED WASHER 


if STEALS THE SHOW 
1M ANY WASHER LINE-UP 


BIGe IMPRESSIVE 
GREATER VALUE 


NO OTHER LIKE IT AT THIS FAST-SELLING PRICE 


BIG GIANT TUB — 23-inch — 
Capacity, 25 galions of water, 10 ibs. dry clothes. 








rn FULL-S KIRTED, big impressive appearance. 








EXTENDED TOP LOVELL WRINGER 


with push-bar safety release and full-length reset lever, 
balloon rolls. 


DRAIN HOSE —no vaive mechanisms, just lower 


hose to drain. 


. SUPERIOR Barton construction. 











e LIFETIME Replacement Warranty. 








Known for 23 years as the “Profit Line”, Barton has done it 
again with a new line of full-skirted giant-tub washers. 
Besides the Model $2, the new Barton line includes low 
priced promotional models as well as deluxe washers which 
have such incomparable features as the Water Deflector 
Tub, Double-Duty Agitator, and Controla-Speed. 
To accelerate your washer sales and profits, write, wire, 


Fil Ia and Wal 
or phone at once. 


This Coupon “Joday 
THE BARTON CORPORATION, West Bend, Wisconsin 


Peres e wawe — a eae ae ee 


SEE THE NEW BARTONS ON DISPLAY AT 
THE AMERICAN FURNITURE MART—SPACE 549A 
Summer Market—Jun2 19 to 29 


SLOAN BETTER WASHERS 
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THE BARTON CORPORATION 
West Bend, Wisconsin 


Please send full information on Barton Washers 


Firm Name 
Address 


City 


——<—n ewe e ne oe we 


Buyer's name 








The name that built an industry 
builds store traffic for YOU! 





People go for headliners — in home appli- 
ances as in any other field. That’s why 
prospects are attracted to the store that 
proudly and profitably displays the name, 
Deepfreeze 

Now this famous manufacturer pro- 
duces three more product lines in the 
Deepfreeze Home Freezer tradition, in- 
creasing dealer profit opportunities to an 
all-time high! 

Deepfreeze pays off in quick profits to 
the dealers who sell its home freezers, 
refrigerators, electric ranges and electric 
water heaters. Advertising has created 
an enthusiastic “public’’ for the many 
advantages of Deepfreeze famous name 
appliances 

Set up your business to sell this great 
name! Ask your Deepfreeze distributor 
for details about the Deepfreeze franchise 
today! This franchise offers more to give 
you greater profits! 





ee 








++. @nd the name that built these 


refri 
eirigerator EXCLUSIVES builds store traffic! 


The ONLY Refrigerator with 


the Genuine Deepfreeze 
Freezer Compartment! 


MOOEL F } MODEL W.11 


MODEL F.9 
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Stop them with the Name... Sell them with the Product 


bo Bir me Nu -Beepireeze 





TRADE MARK REG.U S PAT. OFF, 


HOME FREEZERS * REFRIGERATORS + ELECTRIC RANGES + ELECTRIC WATER HEATERS 


6 Models! New Features! 


The Famous AA AAA 


Home Freezer! 


} home freezer buy 








— ioe 





| 
_—— ; 


| 








wer fp 


The Deeplreeze 


Electric Water Heater! 
14 All-New Models! New Features! 


Sell your customers with Deepfreeze “Biack Heat” 
—the dependebie feature that avoids formation of 
“i ae oa rust or scale, assuring « constent supply ef clean, 
_seeaiuaaas. pure hot weter. Special magnesium protector rod 


reterds corrosion end contribytes te the 
long life of ali Deeptreere Electric Weter 
Heotors. 

Offer your customers losting satishection 
with 10-year liberal protection policy. Wt 
includes @ standard one-year operating 
werranty plus edditional policy egeinst 
tenk failure! 

Pramote Deepfreeze Elecwric Water Heat- 
ers displey them, sell them fer extra 
epplience business. Many hemes with 
modern appliances now hove inadequate 
het woter supplies. Your prospects are 
noturels for Deepfreeze Electric Water 
Heater sales while they're in the mood te 
modernize with other Deepfreeze appli- 
ences. Here's an ever increasing market 
for you. Ge after it with the finest elec- 
tric woeter heoters you con sell! 
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4 All-New Models! New Features! 
the Deeplreeze Electric Range! 


? 


cA 


aN; 


\ 


vi — 
See what the Franchise with a 
Future will do for you today! 


Find out what Deepfreeze will do right now to 
help you sell. Proof of Deepfreeze profits is in its 
powerful franchise. Have your Deepfreeze Dis- 
tributor explain its details. Ask him about the 
national advertising program and the many prac- 
tical selling aids available to Deepfreeze dealers. 
You can sell these four great products by the car- 
load for a handsome profit! Don’t delay—see 
your distributor —or write direct for details about 
America’s Number 1 home appliance franchise. 
Deepfreeze Appliance Division, Motor Products 
Corporation, North Chicago, Illinois. 
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SENSATIONAL in performance! 
Strikingly beautiful in gleaming gold and rich 
browns! Revere Magnetic Tape Recorders iit 

hand-in-glove into your present sales picture as 

a new source of healthy profits. Now, for the first 
time, you can offer high fidelity, professional 
quality sound reproduction to your customers 

at a price well within their reach. Only Revere—a 
name synonomous with excellence 
and value—offers so potent a selling 
combination. There’s a wide-open 
market for Revere Tape Recorders 

in homes, schools, churches, and 
clubs of your community. Let your 
customers hear true-as-life playbacks 
of their own voices on a Revere 
Recorder, and you'll make quick 
sales! Write for complete information. 


REVERE CAMERA COMPANY © CHICAGO 16, ILLINOIS 


Revere “tg Recorders 









++» maker of fine 


ciné equipment brings you a 








Visit us in Booths 19-20 
THE 1950 MUSIC INDUSTRY TRADE SHOW 

Paimer House, Chicago 
July 10-13 











REVERE RECORDER-RADIO COMBINATION 


REVERE RECORDER 





Perfect audi: enjoyment in one fine portable package! This versatile unit 
combines the superlative quality and features of the Revere Tape Recorder 
with the brilliance of a glorious-toned radio. May be played individually or 


together. Recordings of any radio prograra can be made direct from the 
built-in radi by mere turn of « ewitch—no terminal points to connect 
Powerful ciroult with amazing volume. Adjustable tone control. Built-in 


antenna. Plugs in anywhere 


Medel TR.200 Complete with microphone, rodio afta, Sent cord, $ 50 
2 reels lincteding one with tupe), and handsome corrying case. ] 


Records every voice and tone with life-like clarity and fidelity. Recordings 
of children’s voices, parties, family gatherings and other events can be kept 
for a lifetime. Or tape may be erased automatically and used over again. 
Simplified controls make operation very easy. Twin track, full hour recording 
on every reel. Constant speed motor assures tone perfection—no flutter or 
wow. Instantaneous starts and stops. Fast rewind and fast forward speeds 
Time and footage indicator, Powerful 5x7 inch elliptical speaker. 


Medel 1-100 Complete with microphone, radio attochment cord, $ 50 
2 reels including one with tape), ond handsome carrying cose. 159 


FOOT CONTROL stort: ond stops tape iastontly withou!l monvel operotion. TF.400................ $17.50 


EAR PHONE (not shown) permits private pleybocts. TE. <0! 


No Other Recorder—Wire, Disc or Tape—Offers So Many Advantages at Such Low Prices 
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CHICAGO EXHIBITORS Continued) 


Genera! Electric Co., Tube 
Div 

o 

Venere! Mills, In Home 
Appi. Dept 

Geuder, Paeschke & Frey 


Glescock Bros. Mie. Co 


Hobert Mig 
Kitchen Aid Div 
Hotpoint, Inc 


Johnson, S & Son, Inc 
Jordan Refrigerator Co 


Kewaskum Utensil Co 

Kise o Co 

Kitchen Aid Div., Hobart 
Mla Co 

Knapp-Monarch ( 

Kordite Corre 


L. & H. Mfg. Co 
Landers, Frary & Clark 
LaSalle Lighting Prod 
ucts, In Heater Di 
Liberty Electric ( 


Manning, Bowman 
Martin Cc 
McGraw Electric ‘ 
Toastmaster < 
Metal Ware Coro 
Met-L-Top Tables, Inc 
Meyer, W. F. & Sons 
Midwest Mie. Cc 
Mirro Aluminum 
Mullins Mfq. Core 
Murray fA 
Mutschier Brothers ( 


National Enameling & 
Stamping ( 

National Enameling & 
Stamping Co., Elec. Div 

National Sewing Machine 
Lo 

New Home Sewing 
Machine Co 

Nicro Steel Products Inc 

Noma Electric Corp 

Norge Div., Borg-Warner 
Corr 

Northern Electric ¢ 

Nutone, Inc 


Peerless Mfg. Core 
Perfection Stove Co 
Ph nix Table Mat Co 


r Electric Co 


1492 
1454 


1492 


1456-57 


1158 
14-101 


11-111 
14-104 
1492 


1483 
1178 


1482 
1479 
1492 


1492 


1466 
14-104 
1455 


1411-A 
1492 
1494 
1189 
1129 
1119 
1124 
1125 


1166 
1422 
1468 
1450 
1498 
1418 


234 


11-114 
1451 


1485 
1475 
11-104 
1473 


There's Bad News Tonight 


Rasmussen, |. H. & Co 

Rauland Corp 

Revco, Inc 

Revere Clock Co 

Revere Copper & Brass 
Inc., Rome Mfg. Co 
Div 

Rittenhouse Co 

Rivel Mig. Co 

Robinson Heaters, Inc 

Rutenber Electric Co 


S. K. Co 

Samson United Corp 

Scovill Mfg. Co 

Seal-Sac, Inc 

Sentinel Television Sales 

Sessions Clock Co 

Silex Co 

Smith, F. A. Mig. Co 

Son-Chief Electrics, Inc 

Sparks-Withington Co 

Sparton Co 

Steinmetz & Kelly 

Sunroc Co 

Superior Electric Products 
Corp 

Swartzbeugh Mfg. Co 

Swing-A-Way Mfg. Co 


Taylor Corp 

Taylor Instruments Cos 

Telechron, Inc 

Temco, Inc 

Testor Chemical Co 

Toastmaster Products Div., 
McGraw Electric Co 

Tracy Mfg. Co 


Victor Electric Products 
Inc 
Vischer Products 


Washburn Co 

Welmaid Products, Inc 

Westinghouse Electric 
Supply Co 

White Products Corp 

Whitehead, D. W. Mfg 
Co 

Wiley Joseph H 
Organization, Inc 

Williams Oil-O-Matic Div 
Eureka-Williams Corp 


Youngstown Kitchens by 
Mullins 


Zenith Machine Co 














HOLLYWOOD STARS Virginia Grey, Wally Cassell and Steve Cochran are 
obviously upset over the newscast picked up by their RCA Victor portable in 
the forthcoming Warner Bros. picture “The Two Million Dollar Bank Robbery 


AT THE SUMMER MARKET 
SPACE 14103 
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» | Exclusively styled 
— surf-green bowl -- 
. a holds generous supply 


of batter 


..all for the price of the 


Think what you can do with this special 
for brides, birthdays, anniversaries and 
many other occasions when your customers 
are looking for something really outstand- 
ing! You have here a distinct price advan- 
tage over any comparable combination. 

Dominion’s “Grid-O-Matic” already en- 
joys unusually fine acceptance. It repre- 
sents a “best buy” even without the waffle 
set. Only one set of reversible grids bakes 
waffles large enough to serve four people. 
Or, quickly reverse the grids and you have 
two large cooking surfaces for grilling 
chops, bacon, eggs, toasting sandwiches, ete. 


See the full Dominion 
line at National House- “SN 
wares Show - Atlantic ne 


City - July 10. 24 


Ueminions 
BEAUTIFUL COMBINATION WAFFLE SET 
INA 


pitcher 





& 
Yleaf lift FOR ALL OCCASIONS 


handle 





SLIGHTLY HIGHER IN THE WEST - - 
THIS SPECIAL OFFER FOR 


A LIMITED TIME 


DOMINION APPLIANCES 
— Available through 
reputable distributors 
across the nation. 


DOMINION ELECTRIC CORPORATION .- - MANSFIELD, OHIO 


114 
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Sas ean es ee 





- 
12 oz. Chrome plated 
ladie with match- 
handsomely styled. 2 ing design on 


"Grid-O- Matic” alone 





JUNE 1950 












Scheduled Meetings 


CANADIAN INT'L TRADE FAIR 
Exhibrtion Grounds 

Toronto, Ontario 

May 29-June 9 


RADIO MFRS. ASSN 
Convention 
Stevens Hotel, Chicago 
June 5-8 


EDISON ELECTRIC INSTITUTE 
Annual convention 
Atlontic City, N. J 

June 5-7 

NAED CONVENTION 

Not’! Assn. of Electrical Distributors 
Convention Hall, Ationtic City, N. J 
June 12-16 





STOKER MFRS. ASSN. 
Annual Meeting 
LaSalle Hotel, Chicogo 
June 15 
CANADIAN ELECTRICAL ASSN. 
Convention 
Murray Bay, Ontario 
June 15-19 
CANADIAN RADIO MFRS. ASSN. 
Annual Convention 
General Brock Hotel, 
Niagoro Falls, Ont 
June 16 


INT'L HOME FURNISHINGS 
MARKETS 


Merchandise and Furniture Marts 


Chicago, til 
June 19-29 
NARDA MIDYEAR MEETING 
Chicago, Ill 
June 25-26 
NAT'L ASSN. OF MUSIC 
MERCHANTS 


Convention and Show 
Palmer House, Chicago 
July 10-13 


NAT‘’L HOUSEWARES & HOME 
APPLIANCES MFRS. EXHIBIT 

Auditorium, Atlantic City, N. J 

July 10-14 


AMERICAN HOME LAUNDRY 
LAUNDRY MFRS. ASSN. 
Annual summer meeting 
Chalfonte-Haddon Hall, Atlantic City 
July 12-14 
Executive committee meeting 
July 11 


WESTERN SUMMER MARKET 
Western Merchandise Mart 
San Francisco 
July 24-28 
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McCall's Publishes Annual 
Appliance Retailing Survey 


Conversations with 959 dealers and 
many distributors are incorporated in 
a comprehensive survey of appliance 
and television retailing techniques and 

blems printed recently by McCall’s 
nagazine. Titled “Appliance Retailing 

a Buyers’ Market”, the 20 page 


' 


ort was written by Albert P 
McNamee, special representative 
MeCal 1 author of several pre 

ous surveys on the same subject 

e survey d isses merchandis 

Z methods and saics techniques 
trations, trade-ins, give-aways 

tals. free trials m meters an 
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EW! the sensational Duo-Therm line 


of contour-desiqned Maylair 


gas home heaters 


Exclusive Duo 
flame Burner 


Therm Equa- 


Dburnos any ty pe 


gas with high ethciency! 


Fully Vented! Exclusive Duo- 
Therm Flexible Draft Diverter 


makes neater installation 


New, ompact contour styling! 


Iwo beauriful de signs! 
New, lower prices! 


New, beautiful sunglow fin- 


ish! Easy to keep clean 


New capacities! Choice of 
44, 000 BT 


24.000 or inputs. 
FRONT — Brilliantly 


hreplace feeling 


AGA Approved! 


Duo-Therm’s done it again! 


e show stoppers in gas home heaters were Duo-Therm 
This year, 1950 got 
Models! 


pertormance 


stvied consoles 
Mayfair 


Duo- Therm 


furniture we ve 


nner in the new 


vuile standards! They 


lusive features that spell warmly satished customers 


eautiful, they're breath-taking. 


The New Duo-Therm MAYFAIR with RADIANT 
designed to give that 


Chrome trim adds smartness 


The New Duo-Therm MAYFAIR with LOUVERED 
friendly FRONT —Its clean, uncluttered lines and superb Sun- 


glow finish add new bewuty w aay home 


At the 


your Duo- Therm 


at's why you'll want to sell ‘em when yow see ‘em 


But 
distributor will jump at the chance to show you the Duo- Therm 
Or you may obtaia 
Therm, Div. of Motor 


Furniture Show, we'll be in Space $17 


*S0—any time! 


Duo 


Gas Home Heater line for 


complete specihcarions by writing 


Wheel Corp., Lansing 4, Michigan 


NOW! a complete line of Duo-Therm gas home heate 


The New Blond Hepplewhite. A “period” fur- 
niture styled gas console of distinguished beauty, 
finished in trim, modern blond. Capacities for 
4 to $ rooms. Automatic Power-Air Blower op- 
tional. All-in-One Control with fully-automatic 
positive action safety shutoff standard. Thermo- 
stat with exclusive Duo-Therm Comfort Selec 
tor optional 


Duo-THERM 


Duc Therm: ts « reguetered trade mart of the Meter Whee! Corp. Coprright, 1960 
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The Handsome Chippendale. A sensational 
seller in ‘49. Finished in gleaming walout 
Choice of capacities for keeping 4 to 5 rooms 
wonderfully Automatic Power-Air 
All-in-One Control with fully- 
automatic, positive action safety shutoff stand- 
ard. Thermostat with exclusive Duo-Therm 
Comfort Selector optional, 


warm 
Blower optional 


The new standard in gas home heaters 
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All the Advantages 
Women ‘‘Shop’’ for 





Provide 


Easier Cleaning of drip pans! 
Here is a feature Mrs. Range 
) Buyer appreciates instantly. Ex- 


- Mono- 


sa 
. 
“Ly \\ 
‘ he \ 
(ine >) 
: clusive “Swivel-Action” 
tubes are engineered so that a 
flick” of a finger swings the smoothly operating 
coil up and out of the way to highlight the easy 
cleaning advantages. Housewives quickly see that 
with Monotube equipped ranges, foods never need 
harden onto the drip pan . . . note that messy 


sxrubbings can be eliminated. 


“— 
\ << As Much As 32.8% Greater 
Contact Area For Faster 
—D> Cooking. 
Here is another Monotube feature .. . one that can 


be qui kly translated into lower-cost cooking The 
large, sturdy, flat, single coil is understandable 
proof that Monotubes provide more contact with 
the cooking utensil. Prospects quickly visualize 
foods cooking fast quickly see that ranges with 


Monotubes save them money 











WITH MONOTUBES 


... They stand alone 


Monotube-Equipped Ranges 

Have “Extra” Sales Advantages. 
Faster, lower-cost cooking. Easy, 
effortless cleaning of reflector pan! Uniform heat! 
Simplest construction! No service headaches! These 
are a few reasons merchandising-minded range 
manufacturers add Monotube Sales Appeal to their 
ranges. Reasons why they say, “let's standardize on 
Monotubes, the surface cooking unit with ail the 


features homemakers ‘shop’ for! 


Monotubes Give Range Service 
Departments a Big Plus! 
You will find it profitable to pro- 


vide customers with efficiently 





designed, fast-cooking TK Mono- 
tube replacement units. Easily adapted to prac 
tically any range, Monotubes will show a profit 
quickly in your service operation. Write us or ask 
your distributor about the TK Monopack, a com 


plete merchandising package designed to open new 


a 


profit opportunities to you. 








New Catoleg provides complete in- 
formation on adapting TK Mono- 
tubes to most any electric range 


Write today for free copy 
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Coleman Introduces 
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New Heating System 


A new forced warm air heating an 


ventilating systen whach rownes a 


complete answer to all the problems 


whact conventional systems nav 
tatled to sive was § wt 


New York in early May by W. 


Coleman, pressdent of the lema 


to the pres 





t entional regist I rerrcle 
ave t wl art erating « 
tire tor i air ne f +} 
ria I he “Ta set 
tant at and ila 
auf wit . " <ing draw i 
thir rf 7. car tie t . 
vit warm a ais argze:! 
uk t tie X t ” 
2 c i ie t t wear 2 Dp 
the ¢ te eated air t 
a blanket at t t x 
Ihe ‘ on wt and lf 
' ! ‘ i tha 
ed nventional sy 
‘ al . ht wit the 
; fa t 
} : blericke a 
“ ate i A way that cat 
‘ ‘ t te eratur 
etting t 1 stat 
ntr the ace. 7 rna ¢ 
t ga f 
Chicago Area Utilities 
Sponsor Exhibit at Fair 
! ‘ s i. ia ig 
and I " < perate 
res¢ ga Or ex at t ‘ 
Ag Fa ) ty NI q 
lune 24 acre lake f 
Pa ipa tie 1 t 
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NEW YORK’S Thomos E 
Dewey accepts a gold replica of the 
millionth clock-radio produced in 
G-E's Utica, N. Y., plant. Making the 
presentation is George O. Crossland 
radio sales manager for G-E Oswald 
D. Heck, speaker of the State Assem- 
bly 


Governor 


looks on 





MERCHANDISING 














Check @& for Yourself! 


Every Model in this 
complete line of 


FLORENCE 


ELECTRIC RANGES 





Ma 


MODEL 134 


MODEL 134 


ROM “luxury trade” to “budget shopper” — 
there’s a Florence Electric Range to suit every 
buyer. All along the line you'll make sales faster 
... thanks to Florence features and accessories... 
plus hard-hitting national and local advertising 
. campaigns that speak your customers’ language 
... pre-selling them on Florence. 
nian 9x0 What’s more, every Florence Range offers you 
a wider margin—a longer profit. More and more 
retailers are finding the better profit they make 
with Florence is exactly what's needed to contend 
with steadily increasing operating costs, If your 
profit isn’t all it should be, why not get the com- 
plete Florence story now. 


MODEL 114 


Distributorships on Florence Electric 
—— Ranges are available in some areas. For 
farther information, write Florence 
MODEL 113 Stove Company, Gardner, Mass. 


LEADING IN VALUE FOR 76 YEARS 


3 Space Saver models are included in these 6 basic models. 
With optional accessories, they enable you to offer a 
line of 18 ranges. Your inventory is kept low... yet you 


can satisfy any taste ... step up your volume and profit. ‘ y 


GAS RANGES — LP-GAS RANGES — ELECTRIC RANGES — OIL RANGES RANGES AND HEATERS 
DUAL-OVEN Combination RANGES — OlL HEATERS — GAS HEATERS 
FLORENCE STOVE COMPANY... General Sales Offices and Plant: Gardner, Massachusetts. Mid-Western Plant: Kenhshee, 


Minois. Southern Plant: Lewisburg, Tennessee. Other Seles Offices: 1 Park Avenue, New York; 1452A Merchandise Mert. 
Chicago. 419 Western Merchandise Mart, San Francisco, 53 Alebeme Street, $.W., Atlanta; 301 North Market Street, Defias. 
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Brand New 


Business 
Builders! 


Values that Prove 


the ol’ Summer 
Season ain’t 
necessarily Slow! 

















BALTIMORE 4 MARYLAND 


ELECTRICAL 


Here is quality thet will stand evt in ony company 
—@ masterpiece in performance and styling. With 
its 16” rectangular bieck tube, Bendix engineered 
AM FM radio ond }-speed 3-size precision recerd 
ployer this magnificent concert consele will edd 
real luster te yeur floor displeys. 





4 
One moment it's « hendsome, decoreter styled me- 
hegeny cabinet, « truly fine piece of furniture—then, 
by opening the smart double doors you reveal the big 
16” television console. This fine set is os practical as 0 
is beevtiful—end priced low enough te tempt even 
your mes! conservotive customers. 


ITH VALUES like these on your floor you'll have customers coming 
A\ 4 in, looking, listening and buying the vear around. Bendix makes 
it possible for you to offer the bargains Vir. and Mrs, John Q. Public 
have been waiting for--bargains that mean extra store trafic summer 
or winter. Look at the features: big 14” and 16" rectangular black 
picture tubes, concert speakers, built-in antenna, phono-jack with 
switch, amazingly simplified tuning, a variety of beautiful cabinet 
stylings to blend with practically every decorating and space require- 
ment. And wait till you see the prices—they're right on rock bottom 
for every model—a sure “come-on” in any season. But stop mn and 
see us at the Mart, get all the details on the Bendix 


tranchise 
it's a honey from every angle 


MAKE IT A POINT TO SEE THESE SPACE 545) 
AMAZING VALUES AT THE BENDIX 
American Furniture Mart, Chicago—June 19th to 29th 


—— ae 


out, Bondi YolecTave oot 


about 

ee pede prnsent iptt 
ane foster Jsoue™ fo inlesesTod 
9 r setasll priced wig Loo / 


— 
} 
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Here it the perfect answer fer your 
“big picture” customers. its 16” ree- 
tangvier bleck tube provides on image 
ef photographic quality with sharp 
contrasts ond excellent deteil. The 
Bendix advenced design “inter-corrier™ 
sound system edds the fine! touch of 
quality —yet the price is remarkably low. 


weometener 


{ 
: 
] 
5 
4 
4 
} 
% 
i 
i 
H 
: 
5 





PROOF THAT dryers do not shrink blan- 
kets was offered by Dr. Elaine Knowles 
Weaver of Ohio State University 





= 


LINED UP + ows after introduction | 
mn 


sge 
P y 5 , f Mor mgahelo Power ore (left to right) H. H. Brenan 
P ” 3 Ted McQuiston, Metropolitan Edison C. Pesveyc, A. R. Broderick, Central tll. Public Service, 
‘ : » Elec. T. L. Losby, Northern States | . ind Mariquita Dygert, Detroit Edison ' 


Re ge OS Og AO 


HELPING HANDS in pinning o corsage on Jessie Prother DRIVING HOME A POINT, C. G. Neff 
Edighoffer, BETTER HOMES & GARDENS, are offered t 


A Leona nd F. Werner 


of Columbus & EMERGING from 
s in hotel lobby with Ed Taber 
Consumers Power C Lincols ih 


retirement to attend 


conferences was Clora Zillessen, Philo- 
delphia’s first 


v uthern Ohio Power Co., vis 


Yet ady in home service field 


POSING FOR the ' CROSS-EXAMINING £ of the Detroit Edison Cc McCALL AWARD WINNER, Mrs. Morj- 
National Electric Prox ‘ { s) ; { ‘ ore Miss Edith 


Hitch< boma Power C ond Mrs 
freeze, and Mrs. Margor schneider 


rie Hume won recognition for her radio 
Ann Suter of Duquesne Lig nterviews with famous San Diego chefs 


JUNE, 1950—ELECTRICAL MERCHANDISING 





ward winner WAITING THEIR TURN on the specker's stand are 
Frank Pesveyc, Public Service 
Newark (eft 


PENCILS POISED and ready to take notes on speeches 
\ ter’s ioke Muriel H are Mrs. Evelyn Hansen, Utah Power and Light Co 
Kod Arizona Ed : Phoer and Dorothy Howe of Buhi & Sons, Detroit 


onference in Chicago 


Electric & Gas Co 
¢ Frigidaire 


Manufacturers Gather at EEI Annual 


and Joe Rushton 


TWO UTILITY mer y a er ‘ ns isit WALTER DAILY of Lewyt poses willingly with Val 
At ft R. L. Coe Ur ’ tr u Thorsen, veteran home 


VETERAN of every EE! and NELA meeting ever hald, 
service heod of Northerr 0. C. Small of NEMA pays close attention to speaker 
3 to begir Right / T. Clark of Cleveland Elec 


os they wait for meetin 


urinating 


FIRST TIME VISITOR to EE erence sR. J FRIGIDAIRE’S Phi! Brotten swaps 
Braunach, right, new es mo conteree during oa 


stories with another INDIANA meets Okiachoma as Mrs. Harriet G. West, 
5 lull between sessions ot Chicago s 
Mfg 


indianapolis Power and Light, visits with Miss Em- 
Edgewater Beach Hotel 


maline Moore, right, Oklahoma Gas and Electric 
ELECTRICAL 
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WHATEVER YOU NEED 


MORE IN FEATURES 





came, 

| HAS MORE OF IT... | eee 
THE MOST COMPLETE 
LINE IN THE INDUSTRY 
hs fhe Sn na MORE IN 


PROMOTION | 
FOR YOU TO SELL | ee 


ALL YOUR PROSPECTS, 
WHETHER GAS OR OIL, 
WHETHER HOME HEATER, — 
WATER HEATER, FLOOR FURNACE, 
FURNACE OR COMMERCIAL 
HEATER UNITS. 



































MORE IN PRODUCT 
GAS OR OIL ee ||| 























Four Products Set All-time Marks 
As Appliance Boom Reaches Peak 


TV, refrigerator producers hit 
half-million level during March 


Cleaning 





Record Breakers 


A lot of summer cottagers, trailer 
tourists and vacation trippers are looking for the 


compact, comprehensive, competent Everhot 


tie Hae aa STATISTICAL SUMMARY 
Rangett They can take it with them wherever is j \ figur 


ON PAGE 136 
they go, use it wherever there is electricity, cook . “ , 





inything, in any desired way am 
British Development 
@ Hotel quality broiling. Thick or thin cuts 
@ Quick frying on either burner 
@ 4-slice toasting 


@ Roasting and baking (oven extra) 


2 


These features have sales appeal! Radio Active. 


Requires less than square teet 
inches high. Wenghs only 19 Ibs 


Stainless Steel top deck Bb 


of table space. Only 
Beautifully finished 

ody finish: white enamel 

baked on aluminun Plastic handles. Cast al m 


griddle. Widely publicized—teatured in McCalls’ h 


making gift section 


he price pleases-Ketail $44 


T&K Tubular Heating Element $41.95 


THE SWARTZBAUGH MFG. COMPANY s only 13 mixer and liquidizer 
TOLEDO 6, OHIO ; t reer tect enanniastered be 


Kenwood Electrics 

— lv ot h » 

Roaster-Ovens . . . Roasterettes . . . Heaters . . . Blankets = a ; i ny Ranting inary 
oment Assn. The new mixer 
t hind 1949 as ur separate power utilets 
luct i nl sets Planetary action’’ enables beater, in 

SPACE 104 N.A.E. D. t 223, 42 percent ahead addition to normal rotary movement 

Mar ast r. It s the best f its Own oxis, to simultoneously 

ATLANTIC CITY, JUNE 12-16 . Ee ee SS ee ee 
edge of the bowl, eliminating need of 


scraping the bow! 
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THE 


Lectro-Host 
TWO-OVEN RANGE 


ch control / 





\- SPEED swit 














MORE 
PROFITS! 


ore yours when you feature the 
Lectro-Host line of appliances 
Your profit morgin is larger 


your prospect audience, too! 


MORE 
SALES! 
The ONLY Electric are easy to moke because 
Range in America 
with All These 
Features! 


DEALERS EVERYWHERE report the Lectro-Host \1 No. 8846 a stand-out them all and you'll make sev 





women went the many fea 


tures found in Lectro-Host ap 











pllances. Stack and display 
the entire Lectro-Host line. Re 
member, thd customer who 
wants a range may often need 


another applipnce,tdo, Show 


a sell-out’ And no wonder, with all these features — two extra large ovens: ere! sates inqroad ef just enp 
plete with full width smokeless hi-broilers. | Vari Speed fixed heats 

surface units, two 7-heat units. Monotube units tilt back for easy cleaning MORE 
Automatic time control, electric clock. and fluorescent ge ~| ' 


of the many profit-making ranges available in the Lectro.H 7 ADVERTISING! 


month after month more adver 
tising in Nationa! Magazines 
reaching millions of readers 
plus dealer aids galore to direct 
i customers to your store to see 


these products of unexcelled 


reputation! 














PRICE LEADERS 


iii 








MODEL 440.-T 
MODEL 446°P 


—2 sa uw 5] 495 
$1 §°> 













4 tube 





aciyding rectifier 








Red Yetlow 






Green 





ivory 









e. Burgundy 








Kidproof, Shatterproof NEW 
Over 3 million sets in use 

Ideal for children 

Compact for easy packing 
Excellent tone 






NEW 






















e 4 miniature tubes 


52 } xb°4 
xo 

Cc mpact only Z 

. o i 


4 ibs complete 






« Light weighs only 
« High aerusitiv ity 

° Undistorted tone 
« Full 4” apeaker 


e Choire of 2 colors 


Fine for home, hospital, hotel 








Choice of six smart colors 
Underwriters’ listed 













+1699 


ncluding rectifier 








MODEL 35¥ PL 


* Smart modern styling 
* Built-in High-Q antenna 
* 3 tuned IF circuits 

* Choice of 3 colors 


























h powered port 


MODEL 341-T 
The most compact hig! 
7 


$9995 stn 


andsaiwood only 
* Compact AC-DC superhet 

* Amazing value at the price 

* Shatterproof cabinet 

* Underwriters’ listed 






able a’ ailable 


; attery 
i ity, A De 1 or ba 
e 3-way ut t ( 4 


pt ional gensitiv ity 










from 5 tubes 


, rectifier 
ailenium res ace 
and x pM Super Spe ik ' 
ee ¥ ibs complete 






« Weigh® only 6 
e Underwriters listec 











ee 


MART 
SEE THEM ALL IN SPACE 441-2 AT THE SUMMER FURNITURE 


CHICAGO, JUNE 20-29 


lumbus, Indiana 
Television and Radio Division, NOBLITT-SPARKS INDUSTRIES, Inc., Colum 


ING 
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tine Compete table modet Cine! 


A COMPLETE RANGE OF TYPES... COLORS... PRICES! 


5-TUBE SETS 


vy 


MODEL 450-1 


$139 


fer 


s rect 


Sleek, smart styling sia 
M stic novos 
lled ivory pla 
“ hed brass dial pomter 
ols 7 i 


snser 
le conde n 
———, ’ tone system 


2-gang V ; 
> *t orce 
Rich "Velve toe Sos 


coats reas jerwriters’ 


y Designed to meet Un 
esig 


>. 
standards 


MODEL 451-T 


$9489 


5 tube 
rectifer 

fing rec 

y. hwory 


jalw 


NEW 


be set ever built 
tu 


parent lucite dial 
knobs 
dial pointer 


« Most b yutiful 5 : 
Edge-lighted tran 
aa ng crystal lucite 
» ant 

1d metal grille an : 
vel ’ tone system 


. 
« Sparkhi 
Petfor 
e 
> Velvet Vow 
aes more sensitive loop a! 
oon four smart colors ; 
meet Underwriters 
4) 


itenna 
‘ 


Choice ol 
Designed t 
standards 


6 AND 8-TUBE SETS 


, 
Amazing ‘cng-distance reception 


MODEL 461.T 


$2981 


6 tubes 
‘cluding rectifier 
Mahogany plastic 


« Finest 6-tube table model on the market 
e 3-gang variabk: condenser 

e Tuned Stage or radio frequency 

« Full action automatic volume control 

« Continuously variable tone control 

e Razor edge selectiy ity 
e Rich, honey smooth tone 

e Ample power for great distances 

e Heavy duty permanent magnet speaker 
« Edge lighted luvite dial 


MODEL 460-T-—ivory Willow Green, Sandalwood—. 
$34.95 


MODEL 481-TFM 


4985 


F¥. AM receive: : 
8 tube ¢ 
Ting rectifier t 


B9%y plast 


NEW 


Straight AC, power transformer type circuit 
Illuminated engraved plastic dia} 
One stage radio { ‘equency on FM 
FM tunes easily as AM 
1-gang variable condenser 
Over 1500 milliwetts undistorted output 
Top-level AM rex *ption 
eavy duty magnetic speaker 
Built-in AM loop antenna, 7-f¢ FM antenna 


Today’s biggest value in FM-AM table 
models 


MODEL 480-TFM-—Roseweod Willow Green, Sandalwood, 
ivory —$54 95 


" APER 
BACKED BY THE GREATEST NATIONAL ANE sl 
ADVERTISING CAMPAIGN IN ARVIN HISTOR 


-, Columbus, indiana 
Television and Radio Division, NOBLITT-SPARKS INDUSTRIES, Inc 


¢ . ® iSING 
ELECTRICAL MERCHAND 

















HOW TO CLINCH SALES 


ow Time 


Remember i lectri ipphance is only as 





od as the re- 


sults a customer gets out of it. Poor timing product's no good! 


Accurate timing wonderful product! The customer seldom 


blames herself when results are poor 


That's why it’s easier for you to sell electric ipphiances that 


are as nearly foolproof as possible Accurate timing 1s a vital 
step in that direction. Accurate timing means Telechron Timers 
For, all Telechron Timers are kept on time by their tiny motors 
that are instantly nstantly synchronous. Your customers know that 


Here's the pomt. Since accurate timing makes electri apph- 


ances casicer, saler and more satistying to use therefore, easier 


for you to sell appliances equipped with Telechron Timers 
are well worth looking for, insisting on and featuring. Telechron 
Inc . 220 Union Street Ashland Massachusetts \ General 
Electric Ath liate 


Velechion 


TIMERS 


The low-cost Plus 
that clinches the sale 


News Briefs 


Arvin Construction 


Adopt Whirlpool Name Frigidaire 
‘ " ne H , ‘ , 


Meetin 


44 t 


Westinghouse Re 


: 


Perfection Prices 


. 


Motorola Aims 


Air King Reduction 
4 


T 


Blackstone Expansion 


i 


Sentinel Builds. | 


Birdseye Preview 


witput 100 percent 
W n Cc 2~pehart Farr 
siege!, Robert L. Somps 


th the Sampson Co., Chicag 
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EWiirerflme 


‘'GAS-SAVER” HEATERS 


SET NEW STANDARDS 
FOR BEAUTY, EFFICIENCY, DEPENDABILITY 





= 














moot | I MOOEL mOOEL 
ors 5.40 $-so0 
SUPERFLAME SUPER DELUXE CONSOLE “GAS-SAVER SUPERFLAME SUPER DELUXE CONSOLE SUPERFLAME DELUXE CONSOLE 
CIRCULATOR WITH BUILT-IN “FORCED AIR” FAN "GAS SAVER’ CIRCULATOR WITH RADIANT FRONT “GAS-SAVER” CIRCULATOR WITH FRONT LOUVERS 
Americas finest. satest gas heater! Pro Beautifully styled, properly vented. THREE ae te ee 
perly vented. Fifteen exactusive “HEAT WAY heating principle provides instant ra Gas-Saver more than doubles radiating 
INCREASERS give maximum saving on tuecl diant heat plus a flood of circulating warmth area. Property vented Superfiame im 
cost. Built-in “SUPER FLO” tan creates pos Double 'Gas-Saver gives double economy proved “Raised-Port’ burner, unsurpassed 
tive cucvlation! Equipped with Blue -Flanve Sun-Ray' adiant window. Equipped with in performance Even-Flo’ pressure regu 
pilot, 100 satety pilot shut-off) pressure Blue-Flame pilot, 100 safety pilot shut lator, constant burning ‘‘Blua-Flame’ pilot | 
requlator, completely automatic controls off, pressure regulator A volume seiler' and 100 safety pilot control. 50,000 j 
75 000 B.T.U. input 50 000 B.T.U. input 8. T.U, input 


DEALERS ACCLAIM “GIFTSugervo7” PROMOTION 
AS THE BIGGEST and BEST EVER! 


ciciaaiiit of Superflame dealers had their biggest, most profitable space heater year 
in 1949. The sensational Superflame “Gift Superfan’ promotion made this possible 
and IS BEING REPEATED IN 1950! Starts July 15th! This year’s promotion in 
cludes all Superflame ‘‘Fuel Saver’ Oil Heaters, and the new line of Superflame “Gas 
Saver’ Heaters. No other promotion has ever sold so many heaters—-so fast-—-for so 
many dealers! Read what a few of the Superflame dealers have to report 


GET THE FACTS ABOUT THE 
GREATEST ANNUAL 
PROFIT-MAKING PROMOTION 
FOR DEALERS IN 
SPACE HEATER HISTORY! 


this has been the outstanding promotion “Sales resistance and competition were over 

of our career!’ (Signed, Ray Kemmerer, Kem come with this promotion. Your advertising 
merer Electric, Independence, lowa aids were an honest inducement to raise sales.” 

Thanks for being FIRST WITH THE Signed, S. R. Passell, Premium Coal & Oil 
MOST. ‘First’ with the best oi) heater promo Company, Cincinnati, Ohio 
tion deal--and ‘most’ far our oil heater cus ‘ 
tomer’s dollar. We sold more Superflame Oil Our sales of Su erflame Heaters for 1949 were 
Heaters than in any previous years." (Signed over 250 units. Thanks to the ‘Gift Superfan 
L. W. Johnston, Johnston's Hardware Promotion! We never had anything break like 
La Plat A imsouri this! Our first day we made 14 sales." (Signed, 
Anton Christensen, Christensen's Appliance 
Stores, Ames and Nevada, lowa 


Now is the time to 
cash in on Super 
flame! Get ready 
now to offer your 
customers Super 
fan asa gift with a 
Superflame oil of 
gas space heater 
this fall. You will 
be amazed at the 
results this promo- 
tion gets. Send 
coupon today 


the best money making deal that was ever 
offered a dealer. This, with the Fuel-Saver fea 
s the rea tr enabled us to out-sell and out-demonstrate _— . . 
Superfan all heater competition! The day the ad broke a Gift Superfan y tomate one — —_ tre 
Pror such an ir we sold 53 heaters, and that is profit!” (Signed mendous setepiancs. Approuumately two car 
2 : : . < loads of Superflame Space Heaters sold proves 

resistible « mer appeal Stewart Greenley, Greenley's, Flint, Michigan a 
1 re y samy lon oh it! We were able to outsell -outpunch--and 
é “re a es r e- 7 He anthg-s our Superflame sales were 400% over our outprofit oomeive stores.’ (Signed, Thomas 
SPSSNAMS SPSCE THSASE SO sales for the same period last year.” (Signed, C. Young ident, Big Four Hardware 


¢------------------------- 


me ee eee ee eee ee ee ee ee « 
Te: QUEEN STOVE WORKS, INC., Dept. 806 
Albert Lee, Minnesota 


provide forced-air cw 
culation during the winter 
the su ’ Superfan : 
portable stepped up our volume to 50° ahead of this has been the most successful promo 
Has dozens a year ago, and maintained that increase for tion of any merc handising event we have ever 

uses. Ideal for drying 60 days during the promotion.’ ‘ put on 103 Su flames wold during 1949 
hair, floors, for exhausting, Nathan Berg, Smulekoff's, Cedar , Signed, Harold H. Giese, Giese Hardware 

etc. lowa Company, East Grand Forks, Minnesota.) 


EN STOVE WORKS, INC 


s . OM HEATERS © “GAS-SAVER” GAS HEATERS © Off AND GAS FURNACES «© GAS CONVERSION BURNERS 


Robert S. Orr, Orr Appliance Company, Stores, Inc., Love's Park 
Pigeon, Michigan 


lilinois 


Rush at once full details about the Big “Gift 
Superfan” Profit Building Promotion 


We are a dealer! | a distributor 


eed 


Firm Name 


Address 


aoe @ @ oF = ee oe 
—- . 2 - 2 ee 


ALBERT LEA, MINNESOTA City 


By (name) 








The Dealer who neglects to 


may find himself with a lot of 
embarassing questions to answer 





















































From Manufacturer to Consumer —A Product Sale Story 


Before a product goes to market and its final sale it goes through 
many processing and sales stages — designing, manufacturing, whole- 
saling, and then to the eventual consumer. Of all those stages, four stand 
out in importance. Each is essential to an effective merchandising cam- 
paign — two of them indispensable where actual sales are concerned. 
They are shown in the chart below and .. . 


HERE THEY ARE 
The Important Segments reached by ELECTRICAL MERCHANDISING 


a aE RENEE 


[MANUFACTURER WHOLESALER RETAILER | CONSUMER | 
| (A reader also!) i en 


«< — Story of a Sale from Beginning to End — — — — — — — — 


PAGE 130 JUNE 19SO—ELECTRICAL MERCHANDISING 





— 


| 
. 


In with sales plans... 


\ new, improved model is rolling off your assembly lines . . . perhaps with a lower price tag than 
previous models. Banner headlines proclaim it in consumer publications and perhaps the public 
also hears all about it over the air. You go to great expense to alert your distributors to all the facts. But 
it’s just too bad if your dealers aren't ready to tie-in at the point-of-sale. 

The public is always conscious of new appliances but the local dealer must remind them that he 
has that new, improved model at the new price, that they shouldn't delay coming into his store to see 


it. This is the most important job he should do as your franchised dealer but you must regularly remind 





him of your plans and promotions so he will know the entire story. 

These dealers of yours are your sole representatives at the point-of-sale. The impressions they 
create about your product make or lose the sale. Your consumer advertising sells the public and creates 
preference but it doesn’t make the actual sale. That's your dealer's job but you've got to educate him 
and continually sell him on your product in your trade paper advertising. Tell him again and again 
the point-of-sale display material you can supply him — impress on him the importance of tie-in 
advertising — tell him the strategy behind your consumer advertising. Give him all the facts — make 
sure he has all the answers. You'll find your sales curve will go up and your advertising dollar really 


pay off when you reach him with the entire story in his favorite trade publication — ELECTRICAL 
MERCHANDISING. 


Remember...The local dealer is considered an expert! 


The local dealer's customers and prospects are generally his neighbors and 


friends and when they buy they look to him for advice and assistance on what 
is the best buy for their money. They know he is an expert and understands the 
important features of all the products he sells, If he should just say, “It's all right 
and can do a fairly good job,” you can bet they'll buy something else. This 
unenthusiastic type of selling won't happen on your product if you keep your 
dealers sold on your product and on their toes with all the latest information. Use 


the dealers’ preferred trade public ation, ELECTRICAL MERCHANDISING, and 
Readers of you can be sure your sales curve will stay up. 


ELECTRICAL MERCHANDISING ..- To reach dealers in 


retailers (and wholesalers) of major appliances, APPLIANCE — RADIO — TELEVISION STORES 
electric housewares, radio and television sets and DEPARTMENT STORES iia FURNITURE STORES 


scores of related products and accessories. These HARDWARE ORE UTIL A l 

STORES — UTILITY MERCHANDISERS 
products are bought with thought, usually u ith ° 
considerable family-wide consultation (Note: 


Here’s where consumer advertising pays off) , ’ ; 


The products sold to the public by this group of 


i aD on “ ’ (> 
retailers are sold with dealer advice and endorse- 7) 4 


ment. They will not move without this important M E R c H \ N D [ sy | N ‘ 
dealer ingredient. And they must have proper A 4 hk G 
u hole sale set-ups to facilitate u. A McGRAW-HILL PUBLICATION bd 330 w. 42nd ST ’ NEW YORK 18, N Y. 
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Let “By” and “Kay” Help You Sell! 





“By's” base has 
@ special 
adhesive that 
sticks to any 
dry surface. 


FIBERGLAS IS IN YOUR 
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These 5-.inch sales-minded characters 
are telling 33,000,000 readers of LIFE 
and BETTER HOMES & GARDENS what 
both men and women should look for 
in buying appliances 


Now, “By” and “Kay” are ready to 
stick to the sides or tops of appliances 
in your store—to remind buyers how 
to buy, and sellers how to sell —with 
Fiberglas* Insulation 


To get your supply of these sales 
aids, see your distributor or manufac- 


turer's representative 


OWENS.CORNING FIBERGLASS CORPORATION 
Dept. 1047. Teledo 1, Ohic 


>W NS ( »R N ¢ 


FIBERGLAS 





“By” and “Kay” Factor 


are ready to go to work for you! 


‘OR 






“Kay's” base has 
a special 
adhesive that 
sticks to any 

dry surface. 
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GOOD! 


NEWS BRIEFS 


em CONTINUED FROM PAGE 128 cme 


Maytag Reductions. Price redu 


tions of $10 mn automat washers 
4 $s ach nvet 
al w ers ‘ ed 

I Maytag ‘ wa 

" t it laree " 

‘ 4 4 ring ¢ 


Maximum Production e | 
erator Co. it 1-April as 


nd major 


arg 
' : ‘ 
ae 4 
Harvester Reduction. Inter 
Harvester has reduced the gee 
retail price of its largest refrigera 
Hea sales, 1 
rN ! . 
ad ‘ 1 b 
‘ 4 
Westinghouse Film. A medy fea 


Magnavox Sales. 5 


Telequip Moves 


Trans-Vue Protection 


RCA Contes 


Starrett Expands 
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MODEL 90 


129° 


ZONE No. 1 


It’s one thing to make 

a profit—another to keep it. 

Duchess service costs are amazingly 

low —that’s why the Duchess is guaranteed 

for LIFE-—why you keep what you make. 

You make more profits too, because exclusive 
Duchess features tip the scales to make more sales. 
Competition cannot duplicate the famous Triple 
Flex Spiral Agitator, the skillfully designed 
Silent, Ball-Bearing Transmission and Duchess’ 
precedent shattering Lifetime Guarantee. 

Get the complete Duchess story on the 
complete Duchess Line. The Duchess has 

what YOU want in a washing machine. 


MODEL 60 
A 10 Ib. washing 
* machine for only 
9925 


ZONE No. |} 


APPLIANCE MANUFACTURING CO., 
ALLIANCE, OHIO 


r 


5 
: 
: 
: 
H 
: 
t 
' 
i 


OPE SH BIE 


ee ents 


WASHERS 


Date the Duchess for Good “Jimes in 50 
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rose 4 words help you SEL, 


“They're Sheathed in INCONEL!” 


What are Sheathed in Inconel*? Why, the surface 


heating units of most electric ranges 


They're important — those surface units — be 
cause they can play a big part in boosting your 
range sales. And that means extra dollars and 


cents in your pocket 


We're not going co tell you that 4 litle words 
like “They're Sheathed in Inconel!" is a magic 
sentence that turns prospects into buyers. It isn’t 


—but it helps 


First of all, it gives you an opportunity to pass 
along information to your prospect (And you 
know how they eat up information!) Second, be 
cause prospects probably don't know about Inco 
nel Sheathed Heating Units, they listen while you 


swing into the story 
It's a simple one—and it makes a lot of sense 


Manufacturers (you say) use Inconel Sheathing 
because it brings long years of trouble-free, eco- 


Nom ne al performance e to surtace units 


Why? Because Inconel never rusts. Because it 
helps prevent warping of the unit. Because it’s a 
high nickel alloy that won't crack or scale at high 
temperatures. Because it’s a strong, tough metal 
that’s not hurt by kitchen accidents and spill- 


overs. 


Inconel Sheathed Heating Units are built to 
last for the life of the range. And they're designed 
for rapid heating and quick cooking. For easy 
control, For low-cost operation, For perfect per- 


formance 


Play up those advantages when you talk clec- 


trm ranges 


It's dollars and cents-ible! 


THE INTERNATIONAL NICKEL COMPANY, INC. 
67 Wall Street, New York 5, N.Y. 


teen OF SERVE 


ter Inconel 
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The interesting story of NICKEI 
from ancient discovery to mod 
era day use, is told im our 60 
page, dlustrated booklet. “T be 
Romance of Niche W rete for 
your free copy. Address FE. B 
Butver. Consumer Products Di 
1esson 


HELP YOU SELL 
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J. W. ALSDORF 


Alsdorf Again Heads 
Housewares Assn. 





Is {, Cory Corp hicago, 
and J. A. Kaplan, Joseph A. Kaplan 
& Son: Ir New York, were re 


elected president and vice president, 
respectively, of the National House 
wares Manufacturers Assn. at the an 
nual meeting of the board of directors 
Both ill be serving their second 
year tet f office 

Stan |! Hansset Hanson Scale 
Ls ag’ was named treasurer, 
and A. W Buddenberg executive se 
retar a post w he has eld 
ince 194 

Newly elected directors, each for a 
three-year ter ure W. E. O'Brien, 
Toastmaster Products division, 
McGraw» lects Elgin, Ill, and 
CMM f Revere Copper & 
I ce, N. Y. Re-elected as 
‘ a three ar tern AS 
| Caldwell, The Wooster BR ber 
{ \\ ster, Ohi 

Other directors include officers and 
the following: George Fritz, Jr F. H 
Lawson ( Cincinnati, O.; E. M 
Grable Aluminun wking Utensil 
{ New Kensington, Pa. and H. H 
Kimball, Lander Frary & Clark 
{ ag 

Me 7 
ire | \ Ka " and 
ul ad | 

\ , | 

ary 0 

\ H 


Scott Radio Affiliates 
With Meck Industries 


T ratorte 


: i i 
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" 
" M " 
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ted ¢ 
ecte 4 
> ar i 
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: ‘ r i ~é > 
ality a 2 
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c ig 
n $ " 
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n | 1 ea 
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Othe fiicers ule John ( 
\ and Frar ‘ ice-pre 
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kK FOR EXTRA PROFITS 


... Factory-To-Dealer Distribution! 


y of direct, 
ing some of 
irkups than 

And second, they realize many extra 

ites the business among 

1 dealers. Furthermore, Magnavox The Magnavox Company 
is is the company known for enforc- 


Fort Wayne 4, Indiana 


ices wherever they are recognized by law 
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TUKXNS 


a two-tone prospect 


INTO A 


four-tone customer 





) wastatts $19” 


WITH TRANSFORMER 


Quartette’s elegant design and low 
price will help you boost the size of 
many a chime sale. The prospect 
who has a two- or maybe three-tube 
chime in mind is quick to spend a 
few more dollars when he sees (and 
hears) this beauty. He buys on the 
spot, too 


Quartette ends his shop- 


ping around, 


Quartette plays a four-note West- 
minster chime melody for the front 
door, a single note for the rear. New 
motorless mechanism gives years of 


trouble-free service, eliminates call- 


backs. 


Liberty makes a complete line of 
decorator-styled, sensibly priced door 
chimes, from $2.95 to $19.95. And 
the Liberty Line is solidly backed by 
national sdvertising in such maga- 


zines as Better Homes and Gardens 








and House Beautiful. 
Write for latest catalog. 
. 
MANUFACTURING COMPANY 


MINERVA, OHIO 
DOOR CHIMES, BELLS, BUZZERS, TRANSFORMERS, SIGNALING DEVICES 


Sr~ce teae 





Manufacturers’ Sales 
Appliances and Radio 





DRYERS, CLOTHES Units 

(Memben, Ameri Home Laundry 
Mfrs. Assn.) 

Mar 1950 27,125 

Mar 1949 8 429 

3 Mos. 1950 66,009 

3 Mos. 1949 27,273 


So Change versus 1949 
Mar 1950 
3 Mos. 1950 


+221 81% 
+142.03% 


FREEZERS, HOME & FARM 
(NEMA Member Sales, Not Industry) 


Mar 1950 51,970 
Mar. 1949 27.204 
3 Mos. 1950 123,111 
3 Mos. 1949 78 649 
Se Change versus 1949: 

Mar 1950 +91.04% 
3 Mos. 1950 +56.53% 
IROMERS 


(Industry Estimate by American Home 
Laundry Mfrs. Assn.) 


Mar 1950 37,800 
Mar 1949 23,800 
3 Mos. 1950 85,700 
3 Mos. 1949 80,500 
% Change versus 1949: 

Mar 1950 +58 82% 
3 Mos. 1950 6.46% 


RADIO RECEIVERS, ALL TYPES, 
INCLUDING TELEVISION 


(Radio Manufacturers’ Assn.) 


Mar 1950 1,505,641 
Mar 1949 861,147 
3 Mos. 1950 3,618 882 
3 Mos. 1949 2,408 556 
% Change versus 1949 

Mar 1950 + 74.84% 
3 Mos. 1950 + 50.95% 


TELEVISION RECEIVERS 


(Radio Manufacturers’ Assn.) 


Mar 1950 525.277 
Mar: 1949 182,361 
3 Mos. 1950 1,227,930 
3 Mos. 1949 422,537 
% Change versus 1949 

Mar 1950 +188 04% 
1 Mos. 1950 190 61 


FM-AM and FM RECEIVERS 
(Radio Menufecturers’ Assn.) 


Mar 1950 98.141 
Mar 1949 71.216 
3 Mos. 1950 273,732 
1 Mos. 1949 317,918 
% Change versus 1949 

Mar 1950 + 37.81 

1 Mos. 1950 13.90% 
AM RECEIVERS 

(Radio Maenufecturers’ Assn.) 

Mar 1950 882,29 
Mar, 1949 607,570 
3 Mos. 1950 2,117,220 
3 Mos. 1949 1,668,101 
% Change versus 1949 

Mar 1950 + 45.21% 
3 Mos. 1950 + 26.29% 
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RANGES Units 
(NEMA Member Seles, Not Industry) 
Mar 1950 145,417 
Mar 1949 88,934 
3 Mos. 1950 362,331 
3 Mos. 1949 287,186 


% Change versus 1949 


Mar 1950 + 63.51° 
3 Mos. 1950 26.17% 
REFRIGERATORS 

(NEMA Member Seles, Not industry) 
Mar 1950 586,293 
Mar 1949 382,861 
3 Mos. 1950 1,423 405 
3 Mos. 1949 1,127,729 
% Change versus 1949 

Mar 1950 +53.13°% 
3 Mos. 1950 + 26.22% 


VACUUM CLEANERS 
(Industry Estimate by Vacuum Cleaner 
Mbrs 


Assn.) 

Mar 1950 361,014 
Mar 1949 309,897 
3 Mos. 1950 873,679 
3 Mos. 1949 780,240 
% Change versus 1949: 

Mar 1950 +16.49° 
3 Mos. 1950 +11.98" 


WASHING MACHINES, STAND- 
ARD Electric & Gas Engine 


(Industry Estimate by American Home 
Laundry Mfrs. Assn.) 


Mar 1950 423,802 
Mar 1949 254,300 
3 Mos. 1950 1,042,345 
3 Mos. 1949 628 000 
G% Change versus 1949 

Mar 1950 + 66.65"; 
3 Mos. 1950 +6598 


WATER HEATERS, STORAGE 
(NEMA Member Sales, Not Industry) 


Mar 1950 64,714 
Mar 1949 41,339 
3 Mos. 1950 162,111 
3 Mos. 1949 114,107 
% Change versus 1949 

Mar 1950 +56.449¢ 
3 Mos. 1950 + 42.07% 


New Sales Division Set Up 
For G-E Air Conditioning 


" VIS! im the 


General 


4 ndi x 
frigerating machines 
mercial refrigeration and water 
er 

The ‘ wganization of the de 
ment has been altered with the 
setting up f four regional offices 
New York, Chicago, New Or 

leans and San Francisco 
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“Beginner's luck? Heck, no! Those Amana 
people really deliver a sure-fire product... 
and, what's more, they back it up with the best 
kind of follow-through, the kind that ends in 
sales! 


Here’s what I mean: Amana turns out a 
line of freezers that tops the field in looks, con- 
struction features and performance. There's a 
complete selection of styles and sizes . both 

ranging in sizes 
In the combination 
too, the Amana two- 
door FR-9 models are the best I've ever seen. 
And the prices are right— giving the dealer 


chest and upright models . 
from 6 to 30 cubic feet 
freezer-refrigerator line 


= 
~ 


a generous margin of profit. Amana’s five-year 
warranty and five-year food protection plan 
are powerful selling points, tool 


"Follow-through? Why, the Amana step-by- 
step DEALER EASEL makes every salesman a 
freezer expert, every real prospect a sale! And 
that’s not all. Amana gives dealers a strong, 
coordinated National Advertising program... 
forceful, colorful direct mail literature . . . the fin- 
est of sales producing Home Economics demon- 
strations in dealer's stores at no cost. These 
demonstrations have proved to be great traffic 
and sales builders. Incidentally, Amana’s co- 
operative advertising allowances are extremely 
liberal !" 


4 x J Mi ] if } tte ‘ | Wi age Shou 's ? 
Don't fail to see the sales-getting 
ma PROMOTION 
Visit Our Greatly Enlarged 


NEW SHOWROOMS 


TIth floor. MERCHANDISE MART 
P Not GONG lo the Shows ? 
Write for the full 


story. 
You'll like it! 
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“sold 2 Amana FREEZERS 


his first day on the fob: 










Here 
comes 
your 


>, future! 


y ASK ANY WOMAN! She'll cell you the job she dreads most on 























washday is lugging the heavy wash to the clothes line, hanging 


it up, taking it down—and then lugging it back. 


No wonder women who've tried a dryer say they'd part with 
almost any other home appliance first! No wonder women are 
all talking about it! No wonder experts say it'll be the appliance 
sensation of the "50's, Yet today the market is just opening up. 
You can get in on the ground floor now with one of the best- 


known names in the home laundry field—Lovell. 


Yes, Lovell, known for quality in wringers for three genera- 
tions, is in the dryer business, too—and to stay. Lovell was 
one of the pioneers in the dryer field—one of the first to develop 
and introduce a drying unit, more than ten years ago. Today 
Lovell is making tumble-type drying units for famous names 
like APEX, BARTON, CONLON-MOORE, DEXTER, HAAG, 
HORTON and THOR. 


Protect your future by becoming a dryer sales expert now! 


Lovell ads like these will help you do it. 


Points to remember about the Lovell Drying Unit — 
“AMERICA’S NEWEST HOUSEHOLD BLESSING!” 









|.ENDS 
THE MOST 


2.GIVES 


3. ONLY THE LOVELL ORYING UNIT GIVES YOU ALLTHIS ! 
SWEETER, FLUFFIER 


@ Automatic temperature-controlled shut- @ Pre-heating of air. Speeds drying, 
















BACK-BREAKING MORE SANITARY off to cut heat waste. reduces operating cost. 
WASHDAY WASH THAN @ Fully automatic .... no time clock @ Air-cooling. No bulky insulation, so parts 
necessary. are accessible for simple maintenance. 


SUN DRYING! 


(Tests prove it) @ Vacuum system of air flow. Minimizes @ Safety by-pass. Prevents clogging if 
STS prov 


lint accumulation. user fails to empty lint trap. 






@ No condensation inside dryer. No trickling water to rust parts. 


DRYING UNITS 
and 


PRESSURE CLEANSING WRINGERS 


Lowell Mfg. Co., Erie, Pa. 






HANDYHOT Corn Popper 


Chicago Electric Mtg. Co., 
6333 W. 65th St, Chicago 38, Ill 


MIMAR Air Conditioners 
Mimar Products Inc., 138 Spencer St., 
Brooklyn 5, N.Y 

baire portable hase 


ncitioners N 


humudifies 
entrifugai 

r device in mecha 
le mist which is 


ulated ; ipdr alt 


OHMLETTE Water Kettle 


Dr. Peter Schlumbohm, 41 Murray St ae 
New York 7. N.Y yolant kr a “moisture control 

si eZ of water or shuts 
is needed; N 


pollen, soot, etc 


6 ats 
i 


re spt ‘ ) induct 
1 equipped ‘ p. mduction typ 
Hand wn tr , . . 
walt ’ ‘ . . 

nit-in inmersi . 

1%%) verlapping blades, 3000 cin 


peed 12 in. fan with dee 
’ 
city i watt > 
20 volts, ac, only, 125 watts 
HP-4) reservoir holds 4 qts 


1/70 h.p. motor; single speed 


irom taucet 
ool eve 
as plast 


fan with 3000 cim; SO watt 
enter -_ 
models Can use ice im res 
for extra cooling in summer 
dorants and water soluble in 
slants can also be added; Model 
MP 450 weighs only 18 ths. 2-tone 


row 


handising, June 


baked enamel finish wit! 
ne-plated legs and trim 

No. MP-450, $49.95 No 
iO), $34.95 
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HOOVER Tank Cleaner 
The Hoover Co., North Canton, Ohio 





COOLERATOR Freezer 
The Coolerator Co., Duluth, Minn 


NAXON Electric Frying Pons 
Noxon Utilities Corp., 3600 W. Touhy 
Ave., Chicago 45, Ill 
Naxon Frymaster frying 


249 and 502, and auto 
N 


Coolerator FB-102 freez 
Has } 


ken iryers Os and 
Features: Nos. 249 and 
strooth extra thick 
ing surface, cleans ca 
2 sliding racks provided for ir mitormy at insulate 
storage; wire baskets are double wall construction with heavy 
accessories at ymin outer ji ‘ large area life 
5 ent gives unifs 


mered-silver finish; 


and d 
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503 have self-basting feature ; plus 
he features of the Naxon frying 
amid a built-in thermostat to 
correct trying temperature 

times; polished deep dome with 
It-im vents permits correct amount 
to escape LIS volt ax 550 

also be used without dome 

irying pan with automatic-tem 


perature control 


o. 249, $7.95 Deluxe No 
49, $12.95; Dehuxe 
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LECKIE Casserole 


Leckie Electric Utensil Co., Inc., 
Rome, N 

ce Leckie Casserole No, C-500 
elling Features: Boils, stews, grills 
ries, sautes, braises, roasts, bakes 
heats: high, 780 watts, low, 220 
watts; waterproofed element is cast 
nto bottom of aluminum bedy and 
ntire casserole can be put into dish 
an; holds cooking heat for 15 min 
after current has been disconnected 
lished aluminum; easy to clean; 10 
mm diam 
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KAUFMAN Air Conditioners 


Kautman Air Conditioning Co, 
4505 Olive St., St. Lowis, Mo 


Models Type Y and lL ype X window 
type air conditioners 
Selling Features: Cools; lowers hu 
midity by removing excess moisture; 
leans air of dust, dirt and pollen; cir 
ulates conditioned air with no drafts; 
juiet in operation hermetically sealed 
Ww open type compressors; quickly in 
stalled; no water pipes or drains 

Type Y has 5700 btu per br refriger 
ating effect; 6 h.p. motor; cools 200 
it. air per min.; outside air for cool 
ing 0 to 3 cim; F-12 refrigerant 
onsumes 8K) watts; replacement 
fillers 

Type X has more than 8800 btu per 
hr, capacity th p. motor; cools 300 
fm; outside air for cooling 0 to 75 
fm: 110 watts 
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SMITH.3-WAY Weter Heoter 


A O Smith Corp, Woter Heater Div 
Kankakee ii! 


way * : aut vater 


al» t HANDYFREEZE ice Cream Freezer 


i) ‘ : - : one t Chicago Electric Mig. Co 
6333 W. 65th St., Chicago 3, II! 








TELECHRON Clocks 


Telechon, Inc, Ashland, Mass 





COMBUSTIONEER Oj! Burners & 


Furnaces 


Combustioneer Div. The Steel Products En 
gineering Co., Springtield, O 
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NORELCO Rozor 
North American Philips Co., Inc., 
100 E. 42nd St., New York 17, N_Y 


Lady Nore » ladies AZON 
i “ V ibrati juiet 
ar act t tine ground 
‘ , pening tex tter shave 
MAGIC CIRCLE Floor Polishers say Gall taaie alain teamiediaiie 
Magic Circle Mtg. Corp., Tulsa, Okla ' Lemeiibune ancient? { ght 
Mag Li how wolisher veignt, easy t 1, fits paln 
, Feature ) ' 9 i vor i t 
" we turd 
»* - 


AO rr Yan) _ | 





SNO-BREZE Air Cooler 


Palmer Mfg. Corp., Phoenix, Arizona 





NAXON French Fryers 


Noxin Utilities Corp , 600 W. Touhy Ave 
Chicago 45, fil 
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green cnamel finish rebuilt front 
guard for better safety; white rubber 
cushioned feet; adjustable steel panel 
permits installation in windows up to 
M in. wide with extra spacer avail 
able for use in windows up to 40 in 
wide 
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June 





trun 1130 ¢t 
ast—air is detl 
ing mass air-n 

rath maxes i 

cr tee . ainut plastx 
SCHEIRICH Rangette vit hit | grill: 23 in 
H. J. Scheirich Co., Louisville 9, Ky in. | 144 in. deep; can t 
7 window 
handles in eact 
raws 1530 





MAXWELL Wermer 


Mexwell-Phillip Co., Inc., 551 Fifth Ave 
New York 17,N_Y 


HANDYBREEZE Window Ventilators 


Chicago Electric Mfg. Co 
6333 W. 65th St., Chicago 38, Iii 





FRESH-AIR MAKER Fans 


hwitzer-Cummins Co., Ventilating Div 
1145 E. 22nd St., Indianapolis 7, Ind 


aI 


HANDYBREEZE Circulators 


Chicago Electric Mfg. Co 


6333 W. 65th St., Chicago 38, Ill Maker 


inte 


ie way, OF Mma, 


as 5220 cim air 
ng en water 
115 volt, 00 cyck 


losed 


rat 


handising, lume, 1950 
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SESSIONS Clocks 
The Sessions Clock Co., Forestville, Conn 


VWodels: Westminister No. 482-Wé 
amd 493.W4 
Features: No, 482-W( as 

ong, Si high mahogany 

burl walnut overlay and 

wished gold colored sas! ered De-Hu- Matix 


DE-HU-MATIC Air Cooler 


United Stetes Air Conditioning Corp., 
Minneapolis, Minn 


evaporative 
| fineshed metal dial wat Cooker 

rals edged in black; min Selling Feateres: Cooling surface di 
nds black, gold sec 


; auto 
{-starting Westminister 


vided imto zones which are 
matically wetted one by one as dry 
bulb temperature increases ; water flow 
mahogany case t controlled by a port valve 


im. deep 


) mats is 
actuated by bellows responsive only 


panels; pol to dry bulb temperature ; another bel 


sunburst lows responsive only to wet bulb 


with) raise safety valve t 
water supply; cools without 
mi of weather ; pri 


hange every one or 


temperature acts a 
vack mit shut off 
selt-starting car ss In any ki 
rt vides nplete ar 
minutes; casy to t 


trical Merchandising 


LECKIE GRILL 


Leckie Electric Utensil Co., Inc 
Rome, N.Y 


POLORATOR Vibrator 
Vogt Health Appliance Co, 
Kalamazoo, Mich 


Chet peut 


WESTINGHOUSE iron 


Westinghouse Electric Corp, Appliance 
Div., Mansfield, O 


LAU Window Fans - 
The Low 8 ower Co., Dayton 7, Ohio asso + thane 


NA-24-W and ive greater visinlity for trot 
w tans j mder button throug ruffle 
: rp 


ilks, wor 
g edge and tapere 


Au ur 


md «=pleats, cast trot 
ratct 


ifures 1 size has choice - wit 
ed or 2-speed motors corr resisting hr ore 
et, eficient; new teatures im 


frost klectrical 


Price: $7.95 


d corners; pastel Merchandising 
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but il vant the fir he key phi y 
ell up to AitchenAid the f le Food Preparers. Time and 
time i t ha ld A ‘ ! p t catches and hold 

‘ ’ } } +} t\ 

; ! A tid 1 offer 
] ” { if } j | ' tral 
‘ Hobart Pla Vivi { " ction tha 
fl hor hh mix hip that } 
Ti < ry t S ‘ [ t rR 
. Iper x 
re bout th pow 

i tid, built by Hot 
casily ? < rar ich 

+} A ‘ ‘ 
"The Finest Made" 

fee mad hth KitchenA 
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KitchenAid Division THE HOBART MANUFACTURING CO., TROY. OHIO 
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PHILCO Refrigerator : 
r an s a 
Philco Corp., Refrigeration Div, rown pane 
Tioga & C Sts, Philadelphia, Pa No, 2x WW ater cool eavy 
' N 93 two-temperature re Bes or . — 
I : mee guehes eht tan ste ra 
; Ronderized ba ena finish 
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CORY Knife Sharpener 


Cory Corp., 221 N. La Salle St., 
Chicago |, ili 


PHILCO Air Conditioners 





Philco Corp., Retrigeration Div, ae : : 
C and Tioga Sts., Philadelphia, 34, Pa ve — . —— 
Mod 1950 Phil room air cot “aa woes et 
thomers run tror st é 1 ic igt 1 1 ’ ‘ ecl 
ur N ( a to g le 4 € " irt 
I ewly designed § | “ Y m whee $ | v 
a : Y ut control t re ve n-flexit I uy stee ert 
i : t itlet | per ch kee fie « 2 
1 air to be directed at a t of shape d 2 a 2 " 
re ‘ iri i a wide i i 
i y a 1 mm give t t 
15 volts, le a KS 
4 hig! 8 1 x < )5 
N s)-F-1 has t ¢ ta os 
t: » 50). ha . ’ ’ 0 
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CHROM-EVER Fan 


Chrom- Ever Div., Asquith Associates, Inc 
1150 Broadway, N.Y C 
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scratch-proof case with built-in 

img arrester: no radio or tele 

interference automatically 

ks short circuits and indicates de 
{ leakage 


Merchandising, June, 1950 


MARCO Filter-Fan 
Marvin Mig Co., 3071 E. 12th St 
Los Angeles 23, Calif 


\ 


TIMKEN Oil Boilers 


Timken Silent Automatic Div, 
Jackson, Mich 


CHROMALOX Range Units 


Edwin L. Wiegand Co., 7500 Thomas Bivd 
Pittsburgh 8, Pa 


TELECHRON Timer 


Telechron, Inc., Ashland, Moss 


No. C73 long-interval timer 


Features New lock and 
imer prowide minute it 
or period ip to 
reading window 
| clearly visi 
visilnlity w 
ang candice 


dels 


GUARD-IT Fence Controls 


Guard-it Mfg. Co., 1501 S. Leflin St 
Chicago, Iii 


PHILTAIN Defroster 


Philtain Electric Corp., 2131 S. Fairfield 
Ave, Ft. Wayne, 6, Ind 
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Mode! KD.2?0 


Mode! KD.10 


Win the KitchenAid line of Automatic Dishwashers, 
you have the answer to any customer's need! 
Do they want a self-contained unit? Model KD-20 is the 


answer 

Do they have a cabinet-kitchen and no space for a separate 
dishwasher? Model KD-10 is designed for built-in, under- 
counter installation. 

Do they want a combination modern sink and dishwasher? 
Model KD-30 fills the bill. 

And whatever model they need, in KitchenAid you have a 
proved answer to any question of performance. If they're 
doubtful about the effectiveness of automatic washing and 
drying, demonstrate the KitchenAid. Show how it washes and 
dries tableware sparkling clean how it does not leave “tear 
drops” on glassware. Show the Hobart revolving wash princi- 
ple that assures most complete, most thorough coverage 
the two power rinses... the separately powered hot air drying 

With KitchenAid, built by Hobart, you have a sales answer 


for any customer 


citchenAid 


THE FINEST MADE 


Built by Hebert & worlds largest monvlecturer of food machines, 


KitchenAid Division + THE HOBART MANUFACTURING CO., TROY, OHIO 
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FOR COOL PROFITS... 


LOOK TO 


SAMSON Safo-flex 






me ee 


GUARANTEED 
SAFETY! 
No other fan can make this 
gvarantee — because no other 
Safe-flex flexible 
rubber blades that auvtomat- 


fan has 


ically prevent injury, even to 
children and pets 


FUNCTIONAL 
: BEAUTY! 


Because there is no need for 


cumbersome guards or gin 





gerbread screening, both the 
Safe-flex fan and table lend 
themselves to a streamlined 
design that is functional as 


well as handsome 





Takes but seconds to reverse the fan 
in ite frame to pull in cool ait oF 
blow out warm air, Frame adjusts to 
fit windows 26° to 36° wide. Quick 
y installed at top or bottom of 
thanks 


window. Completely SAFE 

> famous Sofe-fexn fexible rubber 
blades. Choice of 12-inch, 2-Speed 
or 10-inch Single Speed fan 


Only SAMSON Gives You 


BREEZE TABLES 


Another SAMSON First! 


Sewere table is 16° square, 18° high. 12 
inch fan, Round table is 13)" in diameter 
13M" high. Choice of 10-inch or 12-inch 
fan. Decor ater Gray or Royal Tan Hammer 


tone bebed ename! finish 


UNMATCHED 
QUIETNESS! 


No metallic whirr . . . no 
irritating whine . . . just the 
whisper-soft quietness that 
flexible 


rubber blades alone can give. 


patented Safe-flex 


FREE-FLO 
AIR DIFFUSION! 


Safe-flex Breeze Tables do 
away with conventional safe- 
ty shields that imprison the 
oir or release itin “blasts.” 
Instead, ALL air is gently dif 
fused at floor level to every 


part of the room 


Safe fles 


Reversible WINDOW FAN 


JAMSON UNITED CORPORATION, ROCHESTER to. & 
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FRIGID Window Fan 
Circulators & Devices Mfg. Corp 
128-168 32nd St., Brooklyn 32,N.Y 
ul Fr No. 20K window fan 

iiwr {)perates 


~) SO arm x) ron 





TIMELITE Clock and Cigarette 
Lighter 
Alba Art Studios, 1840 S. Michigan Ave 
Chicago, fii 





LAKEWOOD Window Ventilators 


Lakewood Engineering & Mig. Co., Inc 
1756 W. Loke St, Chicago 12, ili 


\ 


JUNE, 
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a flick of a h changes the fa 
ntake t exhaust and ACK 
Aga f i window or tra 
ca ta RW Phas a 10 w 
4 <W-1IZA has a 12 m. ta A 
wiels ‘ reed — 15K rp 
RW-12 available in three es 
Verchan ‘ J 5 
_ - 





PIONEER Power Mowers 
Louisville Electric Mfg. Co., Inc, 
3008 Magazine St., Louisville, Ky 


~ 1 and lUrhan ®& 
te an Si and im ¢ 





TRADE-WIND Motorfans 
Trode-Wind Motorfans, inc., 5725 S$. Main 
St, Los Angeles, 37, Calif 


BRIEFS 


The Baker Mfg. Co., 


An All-Purpose Bell Ringing 
Transformer ! ‘ 
zi 


MERCHANDISING 


comer Tarren es ie ee eT il 








HELP YOURSELF TO SALES WITH DISPLAYS built 
around this exciting article in the June Com- 
PANION : “Our House with a View—to the Future.” 
It's the Museum of Modern Art-Companion 
House, designed by Gregory Ain, on display at 
the New York museum now and through October 

are electrical appliances the modern 


fluorescent, standing and ceiling 


pulley lamps, push-button range, dishwasher, 
combination refrigerator and freezer, plus other 
fine electrical kitchen helpers. So for more sales to 
more women, tie in counter displays and window 
promotions with this timely ComPpaNION article 

and remember, it’s always good business to 
spotlight merchandise advertised in the Com- 
PANION (list at right). 


_(\OMPANIO! 


AVERAGE CIRCULATION: MORE THAN 4,000,000 
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iT PAYS TO FEATURE 
THESE PRODUCTS! 


Airway Sanitizor 
Vac n Cleane? 

Domestic Sewmachines 

Frigidaire 

Frigidaire Automat 
Washer 

General Electric lrons 

General Electric Steam 
& Dry Iron 

General Electric 
Washers & lroners 

General Mills 
PW ilelaslehil am ielet tic 

eT atlas i Mi allit Malet: 
Appliances 

Hamilton Automatic 
Clothes Dryer 

Moytag Washers 
lroners, Ranges & 
Freezers 

Monitor Aerator 
Washer 

Necchi Sewing 
Machines 

Perfection Electric 
Range 

allies) Freezer 

Speed Queen Washers 
& lroners 

Sunbeam Coffeemaster 

Sunbeam Mixmaster 

Universal Coffeematic 

Universal Select-a 
Range 

Universal Stroke-Sav-r 
lron 


Westinghouse Electric 


/ 


Range 


Westinghouse “Frost- 
Free” Refrigerator 
White Sewing atelaslial ts 
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...are heated with 


NICHROME 


A million and a quarter electric water heaters Consequently, the choice of material for heating 
were sold thruout 1948 and 1949. and with elements is of supreme importance 
construction of 900,000 new homes predicted 
for 1950, the electric water heater promises to 
be one of your best income producers during 
the current yeor 


Significant, therefore, that manufacturers of 
electric water heaters, from coast to coast, are 
employing Nichrome. Those who manufacture 
complete heaters, assemble Nichrome heating 
elements in their own plants; those who purchase 
heating units from sources specializing in such 
components, find these suppliers use Nichrome 
also. For this world-famous heat and corrosion- 
resistant alloy is the very symbol of quality . . . 
the heart of good electrical appliances every- 
where 


The selection of a water heater line, therefore 
demonds exceptional consideration. A water 
heater must, of course, be attractive in appear 
ance—an attention-getter in your store; easily 
installed and serviced-——so you don't dissipate 
profits on costly service calls. But, above all, it 
must be soundly engineered—to insure the de 
pendable operation that leads to customer satis So check the appliances you handle. Their 
faction and increased business monufacturers are probably already using 

Nichrome. But make sure. For Nichrome gives 

And what is more important in a water heater you a plus valve that is unexcelled at the point 
than the heating element? For a water heater of sale. Yes, when you can say: “heated with 
can be no better than its heating element, just Nichrome,"’ you win quick consumer acceptance 
os @ camera can be no better than its lens sell more customers and keep them sold. 


Nichrome is manufactured only by 


Driver-Harris Company 


HARRISON, NEW JERSE 
BRANCHES, Chicege, Detroit, Clevelend, Los Angeles, San Francisco 


Manufactured and sold in Canede by 
The 8. GREENING WIRE COMPANY, LTD. Hemilten, Ontario, Canedo 
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BRIEFS (Continued) 


Seven eer Automatic Controls 
y M 


The Duro Co., 


A Complete New Line 


New Line of M 


ING 








The Wilkons, Country Gentleman family of Ten- Mrs. Chandler, Country Gentleman subscriber of Maine, 


designed her own modern kitchen, equipped with elec- 
trie refrigerator, range, dishwasher, garbage dixposal 
unit. She also has electric home freezer, washer, ironer 


nessee, are shopping for an clectric ironer They 
have electric refrigerator, stove, washing machine, 
zero freezer, also electrical dairy ing equipment, 











Your best rural customers 


These prosperous farm people are Country Gentleman readers—typical of hundreds of 
other families right in your own trading area~—good customers to cultivate. Country 
» 


Gentleman's 2,300,000 circulation is concentrated in the Top Half group that gets 9 out 
of 10 farm dollars! And families like this... 


see your hest-selling brands i 
(Country Gentleman 


fast-moving lines are advertised in Country Gentleman, No. | farm magazine in advertis- 


ing revenue! So display and push these Country Gentleman advertised brands . . 7 


Apex Dish. A. Matic Dish Washers Deming Water Systems 
Arvin tron Dempster Water Systems 
Arvin Lectric Cook Dexter Washers 
Arvin Portable Electric Heaters Domest Sewmachines 
Arvin Radios Electric Heating Cable 
Bendix Laundry Equipment Electr eed Bed Heater 
Big Ben & Baby Ber Estate Gas & Electric Ranges 
Alarm Clocks Frigidaire Llectric Ranges 
Cartier Food Freezers Frigedawe Freezers 
lark Water Heater Frigrdaire Milk Coolers 
ley Electric Renges Frigndaire Refrigerators 
sley Products Frigidaire Water Heaters 
ey Refrigerator Frostofold Food Packaging Kits 
Dazey Electric Churn Gem Dandy Electric Churn 
Deepfreeze Freezers General Electric Farm Products 
Retngerators and Electr seneral Electric Freezers 
Range yeneral Electric Heat Lamps 
Del avai Food Freezers & General Electric Irons 
Mub ters beneral Liectric Lamps 


General Electric Miners 

General Electric Radios & 
Radio Phonographs 

General Electric Washers 

Genera) Mills Home Apphances 

Gibson Freezers 

Gibson Ranges 

Gibson Retrigerators 

Gowlds Water Systems 

Guild Electric Toots 

Harder-Freez Home Freezers 

Heat ter Water Heaters 

Hobart Generators 

Home Utvirty Electric Toots 

Horton Wash: Machines 

international Harvester 
Retrigerstors & freezers 

Katvinator Freezers 

Kitchen. Aid Food Preparers 

Maytag Washers 





REMEMBER In over half ofall Ll. S 


ties, Country Gentleman has 


ron 
more circulation than the big- 


gest weekly or biggest women's 


magazune! 
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Mirro- Matic Electric Percotators 

Motorola Radios 

Myers Water Systems 

Nesco Electric Roasters 

New Home Sewing Machines 

Norge Llectric Ranges 

Norge Retrige: ators 

Norge Standard Wavhers 

NuTone Door Chimes 

Phiico Refrigerators 

Robbins & Myers 
Water Systems 

Royal Vacuum Cleaners 

A. 0. Smith Water Heaters 

Sno Brere Aw Cooter 

Speed Queen Washers and 
ironers 

Speedway Milk Cooters & 
Food Freezers 


Stewar! Cupmaster & 
Shearmester 
Telechron Electric Clocks 
Toastmaster Toasters 
Toastmaster Water Heaters 
Victor freezers 
Waters Conety 
Home Pas teurzers 
Westclos Clocks 
Westinghouse Cleaners 
Westinghoure trons 
Westinghoute Laundromat 
Westinghouse Mithing 
Apphances 
Westinghowre Radios & 
Radio Pre nographs 
Westinghouse Retrigetators 
Witson Muth Coolers and 
freerets 








ee 
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COMES THROUGH...) umes 


manutact 





knock -out ‘ for 
portable nsta 
SAMSON Vibra-Heat - e - mses 


Samson United Corp., Rochester, N. Y « 


nat ating mas rt < 
i : « 
‘ t arry 
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‘ assage and 
at ; relaxe 
‘ able { 
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ELECTRONIC Ultraviolet Unit 
W. H. Meisenhelter Co, Landisville, Po 


i 





Astchben-Keratt cabinets installed by 
H.R. Peterson in a Los Angeles home 


LEADER Sun Lamp 
Leoder Electric Co., 3500 N. Kedzie Ave 
Chicago 18, Ill, or 800 One Hundredth 


.FOrH.R. Peterson | san icici, sale Soe 





. . 
é of Kitchen Interiors t radiations in the 2800 t0° 3200 | 
a? , ’ ' t rachatior t 2800 to 320K 
. Angstr mand t \ ita 1) 
‘¥ Los Angeles, Calif oe Sees) Seo 
; | e Nave gt are - = that 
? an tay . t ' 4 b» 
t t } t ‘ ‘ 
Mr. Peterson says Getting my cuwn retail business going was a “he - ~ ; , , me ro 
wa 
’ web job, so you can realize what a l a pr duct meant to me tl i 
\ ‘ 
l am thankful 1 chose Midwest Aitchen-Kraft line l don't n 
" i 
know ul bas bee ” t pleased utth the imstallatior my cu i 7 
mre? r myself. We all think ur produ ws excelles and : ; e 
a amy 
“an vi i ur ppr ial ; f be fine quality aoinet ti y 
Midu marketing. | think i f f know of e 
’ rrpult ) i me t er 
Someone in mir tOwW will make thousands of dollars more this 
G-W Television Lam 
i! , hen t t her Wh wort ) iniy K } } ° 
year selling Autchen- Keatt kitchens or vou’ Onl uchen Godtrey & Wing Inc., 3141 Superior Ave 
Kraft offers the famous Kustomized Tops that answer the demand Cleveland, 14,0 


for custom burl ippearance at low covt Only Kitchen-Kraft 





can supply mght trom stock top quality cabinets in sizes and fillers 

to equip 98°) of all kitchens regardless of size and shape. Only 

Kitchen Aratt gives you all of these ‘plus’ features adjustable g 
shelves roller drawers Du pont Dulux finish. Like other 

dealers, you'll find Autchen-KAeatt a real profit line 


CIRCLITE Address-0-Glo " 





comrpiete 


MIDWEST MFG. COMPANY [2c2Z2 ime 
Division of Admiral Corporation STEEL KITCHENS , 
Galesburg, Illinois er 
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At Chicago, Be Sure to See 


Arvin TV 


the Fastest Growing Name in Television! 
y 
a 


| CHICAGO MARKET gy UNE 20-2 




















nT ee 


Sensational is the word for Arvin’s 

complete new television line. Low priced table models! 

Big screen consoles! Radio-television-phonograph combinations! 

Dramatic new cabinets! Every big, wanted TV feature! And backed 

by the biggest national magazine and local newspaper advertising and 
promotion in Arvin history! See Arvin at the Market! Get the full Arvin TV 


story before you make any commitments for 1950! 
Arvin 


Television and Radio Division, NOBLITT-SPARKS INDUSTRIES, Inc., Columbus, Indiana 
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JUNE IS THE MONTH TO 
A CASH IN 








SPRING- 


NEW LOW-COST SUMMER 
PICNIC SET PROMOTION 


@ Solves your vacuum cleaner trade-in problems! 
® Amazing prospect-puller! Perfect sales closer! 














Now, turn cleaner trade-ins into bigger profits for you! Yes, the cost 
of this new 11-piece family-size Picnic Set is actually less than the 
Blue Book value of most trade-ins! 


And it’s new, exclusive, deluxe! 4 colorgay plastic plates . . . 4 unbreak- 
able plastic cups to match . . . 2 big hot-or-cold Thermic Bottles . . . 
large food compartment . . . all fitted into a luxurious Hammertone 


Blue Steel Case! 


Ready, too, is your complete Lewyt “PICNIC SET PROMOTION KIT’ — 
newspaper mats, radio scripts, window streamers—everything you need 
to tie-in! Start planning your promotion today! Cash-in on the BIGGEST 
CONCENTRATED ADVERTISING DRIVE IN CLEANER HISTORY with Lewyt! 


ACT NOW! LIMITED OFFER! Get the ‘'Deal’’ 
from your Lewyt Distributor today! 





LEWYT CORPORATION, Vacuum Cleaner Div., Dept. 6, 76 Broadway, Brooklyn 11, N.Y. 
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CROSLEY Tuble Teleset 


Crosley Div., Avco Mig. Corp., 
Cincinnati, O 


viewing 
reen; 


CROSLEY Telesets 


Crosley Div., Avco Mfg. Corp., 
Cincinneti, O 
| ynbinatior 
sles. 10-429MI 
1 2 table mode 
10-419M | 


lures 


e«< 
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TELEVISION 


tube m 
eatre cabinet 
wit: built-in aut 
Crosiey unmituner 
able model 10-421MU 16-ir 
: ture tube, mahogany at 
na : 


ted to right 


‘ 


matic synchronizing circuit; mahog 

- . - any cabinet 
10-427 MU, $389.95 Camtemporary models have identi 
5: 10-420MI 1.98 cal cabinets and identical 16-in. tulx 
5. 10-421 Ml 5 systems, but MV36C has a Magnavox 
Merchandising. June, 19 spiit-sound chassis with 28 tubes ix 


3 King 4 rectifiers and picture tubx 
Comemporary MV34C has Magnavox 


, 


Synmchromatic tuning chassis with 2 
ibes, including 


. rectihers and pr 
ture tube; both models have high 
elity 12-in Magnavox dynam 
caker; Magnatenna—a built-in 
tenna; Hepplewhite cabinet, 


an 
mahog 
any or bleached finish 

ries: Boulevard, $239.50; MV 36 
$445.50; MV34C, $399.50 
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HALLICRAFTERS Table TV 


The Hallicratters Co., 4401 W. 5th Ave, 
Chicago 24, ill 

Hallicrafters table Ke | 747 

Features: \6-in. rectangular 

tube uses Same chass and 

l-Century” line, including phon 

jack ; improved built-in antenna 


w features of othe 


erette cabinet available in dark 
gal b no im Di 
gany brown or in blond PILOT TV Console 
Dark finist $249.95; lond 
extra Pilot Radio Corp., 37-06 Thirty Sixth St, 
trical Merchandising Long Island City 1, N.Y 
Pilot console No. TV-16 
Features: Console with 
doors; includes FM fr 
phonojack built-in antenna; doors 
equipped with lock: 16-in. black tube 
rubbed mah y veneer cabinet 
Price: $399.5 


Electrical Merchandising, June, 1990 


—_. 


MAGNAVOX TV Consoles 
The Mognovox Co., Fort Wayne, ind 


Boulevard consolette MV 


Contemporary 


DU MONT Telesets 


Allen 8. Du Mont Leborotories, Inc, 
515 Madison Ave, New York 22, N.Y. 


; Models: 5 new models—Sherbrooke, 
res nd Han Winslow Guilford and 
Magnavo Put mn 

speaker; built Features: Improvements in 
matic signal leveler and led in each new model include 


Magna-Lok; aut fetone picture tube; 4-section Sensi 
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tuner which adds an additional tuned 
circuit in the input of receiver, for 
weak signal areas as well as impro’ 
ing selectivity; ‘steadibeam automatic 
signal compensator; new Signalock 
positive locking device for steady 
pictures from weak rnal; improved 
narrow band sync 3 ] screens 
out automobile ignition type inter 
ference ; magic tummng bevel type 
masking 

Sherbrooke mahogany console wit! 
doors; 19-in. tube, 208 sq. in. direct 
view wite angle picture on all chan 
nels; AM and FM radio plus J-speed 
}-size automatic record player; built 
in provision for ultra-high-frequency 
converter: 6 tubes plus 4 rectihers 

Hanover, 19-in. Hepplewhite con 
sole with doors; all channel TV, full 
ranwe FM radio, phone-jack for re 
ord player; built-in provision for ultra 
high frequency converter; 30 tubes 
plus 4 rectifiers 

Winslow, 19-in. mahogany consol 
208 sq. in. direct-view picture on all 
channels; FM radio; phono-jack 
provision for UHF converter w 
tubes plus 4 rectihers 

Guilford 124-in. mahogany console 
has 88 sq. in. direct-view picture; full 
FM and provision for automatic rec 


ord player; 22 tubes, 2 rectihers 


Putnam, 12}-in. mahogany table 
model has 88 sq. in. direct view pic 
ture; FM radio and phono-jack; 22 
tubes plus 2 rectifiers 

All models also available in blond 
finish 
Prices: Sherbrooke, $695; Hanover 
$565; Winslow, $495; Guilford, $329 
50; Putnam, $269.50 
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STROMBERG-CARLSON Readio-Video- 
Phono 


Stromberg-Corlson Co., Rochester 3, N.Y 


Model: Hepplewhite model 16 RPM 
ombination radio-TV-Phano 
selling Features Housed in 18th 
ury cabinet contains a 142 sq 
screen on a rectangular, black 
glass, 16-in. picture tube; permeability 
tuner; built-in antenna system; keyed 
agc; FM-AM tadio has rocket tun 
ing; built-in artennas; visual chr 
matic tone selector—<leep red to deep 
blue guide audial choice of listener ; 
automatic-stop, J-speed changer for 
records of all sizes; liberal album 
space; matched mahogany veneers 
Price: $625, in eastern zone, plus ex 
cwe tax 
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With every TOASTMASTER ELECTRICAL APPLIANCE NEWS 
-, Water Heater 
you get this 





TELEVISION AND RADIO 





SIGHTMASTER TV Console 


Sightmoster Corp., 20 E. 35th St. 
New York, 16. N_Y 








MAGNAVOX Radio-Phonos 
The Magnavox Co., Fort Wayne, Ind 








we f ct alr sick 4 








Magnavox ra 
































, 
y : 
es, you cut yourself in on plenty of You're supported with top-quality 





profes with “Toastmaster” Water Heat navonal advertising. You get displays, 

ers. They offer exclusive selling features consumer folders, booklets, a generous 

galore —and ahost of added advantages co-op plan —in fact, everything you need 

thar make this line the best one you to do a proftable promotion job 

can carry You get plenty of product features, 
You benefit from the tremendous con too. Here are three from a long list 


sumer acceptance of the “Toastmaster 


“LIFE-BELT”* ELEMENT operates at gen 


name It's a Jamiliar came wo the pub 
tle “black heat,” is practically burn-out 


ln, one that's respected wherever elec 


trical appliances are kaown it spells proot Saves your customers moncy 
< pli < ’ . 











Cuts service expense for you FREED-EISEMANN TV Consoles 
quality to your customers. It gives you 
preseld prospects “HONODIC”* SYSTEM prevents rust, stops Freed Radio Corp.. 200 Hudson St 

Sell a Toastmaster Water Heater osion Internal tank protection New York, N.Y 

and you plant the seed for further sales that guards you against loss of cus 
A satished customer tells his friends nut tomer good will 
only what product he's happy with 

TEN-YEAR WARRANTY covers the clement ‘ \ dlels ha 
but where he bought it. So you get new 7a Mf 

as well as the tat tus e ture ‘ yt 
buyers for “Toastmaster” Water Heat oe . uilds customer 

‘ conthidence nm the product in your . 

ers-—new prospects in your store tor > 

store f ve . 
this and many another item you handle , = on ’ yn vorary has . 

No matter what your customers So team up with “ loastmaster the " : , ’ ‘ 
needs—there's a loastmaster’’ Water line that gives you a definite program shoga 
® at 
Heater to suit them. Here's a fali line for profit. Clip, fll in, and mail the cou us 
Mag x 
for easier selling actually free lines pon now tor full details on the “Toast 
in one 29 models! master’ * Water Heater Franchise. ar ; 
Built by the makers of the famous “Toastmaster” Toaster ’ onus 


= TOASTMASTER . 
- _ thilomaiic Electric Watley Healey r 


= " SEVEN FIVE s 
~ “g) STANDARD MODELS DELUXE MODELS = 4 
= . 30.. 50.. 67. 02 40-g0!. teble top + 

= '& 100., 125., end 40. 50-, 67., ond 











C 130 gel capes ties 82.ge! capacities 
~— — RECORDETTE SR. Home Recorder 


The Wilcox-Gay Corp., 
Charlotte, Mich 


Apany 






Chic 0 ge 








fe 


INTERNATIONAL TV Console ws Migs: rx ~igs 





International Televison Corp., 238 Wil Ange 
liam St, New York 7, N.Y ‘ 
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Space 549A 


American Furniture 
Mart 


ay 
Lh 
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You'll find Preway gas and electric ranges a line 
stripped of what you don't need, built up with what 
you do — a short line geared for easier selling, easier 
merchandising. Here you'll find all of the important 
“staples” that your customers are looking for in style, 
construction and functional features, plus a price that 
you can PUSH ... a promotional fancy that will 
build store traffic and SALES. 


You've always wanted a line like this to keep your 
business fresh and active at all times. Here it is — 
made by the fastest-growing manufacturer of major 
home appliances in America. Point for Preway at the 
Summer Market — or if you can't wait or can't at- 
tend, write today for the hard, cold facts. They've 
made a lot of sense and dollars to a lot of deal- 


ers everywhere, 
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G-E Portable Radio 


General Electric Co., Electronics Park, 
Syracuse, N.Y 


RCA VICTOR Radio-Phono Vodel: No. 650 3-way portable rad 


oF > 
s ' ‘ RCA Victor Div., Radio Corp. of America elling Features: An a.c.-d batter) 
ic n Comden, NJ eceiver in maroon cabinet; tuned RI 




















. stage 
ree $39.95. hattery extra 
performance se ee ric Merchanis 
4 a ta 4 
] p ir t et i 
at '/2 the cost! r 
ad 4 
‘ A 
4 
lhe NEW k i Awt f A 
: 
| Pa f 
' 
I " 
iH € j i ie ed 1 $] 
: 
’ than & with a biomes anes , Verchand 
r {| fit for the dealer U. S. PATENT 
NO. 2247276 t 
It " trlat { mc 
} , S-W Portable Radio 
iomes it the average home 
owner's price level, with easy in Stewart Warner Corp., 
; 1826 Diversey Pkway, Chicago 14, Ii! J . 
( nly ‘ ved f | ' 
t Na 
wrench a i iry for quich 
as bly j et 
" 1 is a ba 
I ‘ ] x Sa and I 8 are 
profits for | EC 
" t 
e with torest green case; 92 
It means ss mess and bother PHILCO Radios = dene> tek 6 a i PM 
the Koolmaster Awning Fan is a Philco Corp. T ogo and C Sts peaker; 4 tubes plus a new 
pa kage unit Shi flat ut 40 Ibs Pmiade'phia 34, Po CIRET BNE MUI-100P AF tenia 
. ; , , P : . . t ne BR” battery a 
No more stor ige probl ms > \ { \ flas t hatter 
" ‘ M.-l ; 
. attery tt 1s ] 
The Koolmaster Awning Fan of ure N ¢ ne g 
, 4 Magne 
fers extra protection agaist the n ‘ as an int al ft 
1 . - $39.95 er 
with its aluminum housing Runs abinet i . \ t”” he ’ ity tabl 1 y 
: w circ " poh fle ' an anne 
quietly yn rubber mounting. for a Exhousts through upper : ; r $49 95 
. } ) j " half of window, and 4 , Ver ” nn lune. 1950 
few cents a day. Doesn't disturb the downwerd on ovtside ‘ ‘ . - dns 
Appearance of the room fits to outside of house ; _ 
of house No me altering « lefa 


burlding 





REMCO Walkie-Talkie 


Remco Industries, 314 Market St 


oesn t disturb the 








appecronce of the room Newark, N. J 
4+ 
a 
i 
*Registered Traode-Mort , i 
Write today for complete information — Dept. EM \M : 
AIR EQUIPMENT Co. N ‘ 
43 


1713 West Corroll Avenve Chicago, Illinois 
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CN ROUTE... FAST MOVING PACKAGE! 
THE DU MONT HANOVER! 


gram! 


Dealers who handle the Hanover have salespoints galore including: 







The New Du Mont Lifetone”® picture circuit Dealers who handle the Hanover are selling the very 
for the most life-like telepicture ever achieved finest television circuit ever designed. The Hanover 


The New Bu Ment Sensituner® for hairline is the product of Du Mont'’s most advanced elec- 
or rin 







M tronic thinkin Brilliant Du Mont developments 
focusing, sharp definition, high selectivity 9 Pp 


make it television's greatest achievement 
The New Du Mont Steadibeam” ovtomotic 

That is why Du Mont has planned for you an all-out 
signal compensator for uniform picture contrast 





advertising and promotion program, together with 


The New Du Mont Signalock * that positively a dealer promotional contest, to bring this remark 





ocks” in the picture, filters out interference able set to the attention of your prospects. Your 





. u Mont distributor will tell you ho ov can tie in 
Plus a great list of Du Mont improvements too Du Mont vitor will tell you how you ie i 


Cy dm Cao PO = 


engthy to list here mprovements that keep 





Du Mont the hall mark of television excellence 


Qa 
{x1 gwd 
OFS 


re for an All-Out DEALER CONTEST. Over 
Se xo? > $10,000.00 in valuable awards for your promo- 
tion activities. See your Du Mont distributor for details. 
wewth 


the Pinddt in Telesidion . 
\ 

















+ 
ro 
+4 

fé ‘ 


sr ee eee oe sorurrm eo: rot wveorvrvnirrer vet 


THE FINEST TELESET EVER BUILT. . “ag I9-INCH LIFE- SIE PICTURE 


on Receiver Ow # Paterson, MW. J. ond the Ow m Televinien Network, 5 Medion Avenue, New York 77.6. Y¥ 
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(>) ,, BASIC PRODUCTS CORP. 
i Dept. E. 104 
‘S@ \ 1700 N. Harrison St. 
<> Ft. Wayne, Ind. 
HS 
We are Distributors Dealers 
information on Magic Defroster 


Please send us complete 


Name 
Address 
ty State —_ 


c 


~~! 
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SYLVANIA Table Radios 


Colonial Radio & Television Div., Sylvania removed from carrying case S 
Electric Products Inc., 254 Rano St., t ase he used as an overnight - 
Buffalo, N. Y sa: Sense quniiel whens tn 4 
Sylvania Studio-Cleat ta tone ar ot trni ntrol; deluxe tone 
' ; ar “ " 5 eeds rea 
“ . i ith be \ 
a? : I 4 ACIE - 
rr : ~ egia 
i es 
i e, 19 
: ‘ $17.95 





ie WEBSTER-CHICAGO Phono 
Webster-Chicago Corp., 5610 W. Bloom . 
ingdale Ave., Chicago 39, Ill 


SENTINEL Portable Radios 
Sentinel Radio Corp., Evanston, Ili 


new portable radios No 


" Features N ) 
mienser and tuned |} 
g distance reception is available i 


greet r brown yurit-in Oop acria 
I Core IF tra mer; dynami 
peaker 
335 availabl 4 jor 
\ e, brown, green and red: bul 
acria iv e &XIF trans 
net 
Prices: No. 312, $39.95: No. 335 
$29.95 less batteries 
rwal Mer vcltsur June, 1950 





SOUNDMAGNET Wire Recorder 


Mohawk Business Machines Corp, 
743 Fitth Ave, New York, 22,N_Y 


s\ } \lag 


a 1 


peaker 





STEELMAN Record Players 


Steelman Phonoeraph & Radio Co., Inc, 
'42 E. Tremont Ave., Bronx, 57, N.Y 
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HOTTEST 
ANSWER! 


ELECTRICAL 


we te PS CRITE PLAlES © T eT 6 DETe 

2158 6 CENeTENEn, IC. 

vouncsToun Fi Temes 1s TeleUTeD 

ah Cast cee STREET, StU Yeas Ete Tee 

acab oe coee SuTEGRITY ToUMEETOUE HITCRENS AoeuT TH SPRINE 
a REVOLETIONSET AUTORATIC BISSERSETR, Cam Yee CONTIEN, 
cimeest id: 
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GSU cs ere Se iw apes ws by ee AAD 


1950 


WU 22 LONG DL PD WARREN OHIO MAY 15 158 
MARSHALL=WELLS COMPANY, YOUNGSTOWN KITCH 
PORTLAND OREGON 
TELL ALL INQUIRERS THAT THE RUMORS ABOUT YOUNGSTOWN KITCHENS 
PLANNING TO INTRODUCE AN AUTOMATIC DISHWASHER ARE CORRECT, 
YOU CAN ALD TWAT YOUNGSTOWN KITCHENS ENGINEERS HAVE DEVELOPED 
AN ENTIRELY NEW PRINCIPLE WHICH MAKES THE AUTOMATIC DISHWASHER 
THE SIMPLE, EASY-TO-USE, MIGHLY EFFICIENT AND PRACTICAL APPLI« 
ANCE WOMEN HAVE BEEN WAITING FOR, WO FURTHER DETAILS CAN BE 
DISCLOSED AT THIS TIME BUT IT IS EVIDENT TWAT THIS NEW PRINCIPLE 
MAKES THIS AUTOMATIC DISHWASHER THE GREATEST WELPER A HOUSEWIFE 
EVER MAD, 
Ce De ALDERMAN, SALES MANAGER, YOUNCSTOWN KITCHENS 
MULLINS MANUFACTURING CORPORATION 





























y say 


oe" (ill suggestion 


sre , 
YL ~,...if you feature electric housewares that make attractive gifts — gifts 
for June brides, June graduates, or for any gift occasion. Yes, if you feature 


THE NATIONALLY ADVERTISED ITEMS DISTRIBUTED BY 
GTivbIKR 





ras 
Ve: if you use good selling methods — modern merchandising and pro- 
motion tools THE SALES HELPS AVAILABLE FROM YOUR 
LOCAL Griy6iiR APPLIANCE SPECIALIST. 


Yes, and you'll get prompt deliveries from a Appliance Deportment 


é GRAYBAR ELECTRIC COMPANY, INC. 
Graybar warehouse near you 


a Executive Offices 
To . > te " 
These are a few reasons why thousands of Groybor Building, New York 17 


dealers throughout the nation make Graybar 
their No. 1 source of electrical appliances 


Ta when you 


IN OVER 100 PRINCIPAL CITIES 
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Hw fredilt 


DUOSONIC Record Players 


Sonic Industries Inc, 221 W. 17th St. 
New York City 


Model Nos. 31, 41, 44, 4, singk 
speed phonographs and 47, 48, 79 and 
17 3-speed models 
elling Features: Single speed models 
equipped with Alnico § heavy duty 
speakers: featherweight crystal arm 
r feather ride retractable tone arm 
and long life needle; with simulated 
leather cabinets in various colors 

3-speed models 47, 48 and 79 have 
luggage carrying cases; super pow 
ered amplifiers; high fidelity Alnico 
speaker full range tone control 
featherweight tone arm and play all 
3 record speeds 

No. 97 3-speed automatic phono has 
a buffalo hide luggage carrying case 
and key; high quality amplifier 
range tone control; plays all sizes 
und all speeds up to 12 records at one 


adding 





From $18.95 to $79.95 


Verchandising, June, 1950 


ANTENNA BRIEFS 


A “6-Bar Pre-Assembled TV 


antenna” is announced by Brach 
Mig. Corp., Newark, N. J., combin 
wa tan-type irrangement of ele 
r s for uniform high impedance 
with Vee-beam alignment for nar- 
“ gh-q@ur obe Speed Rig 
eduec installation time 

! aluminum reinforced ele 

$2 good performance in all 

er 


Ward Products Corp., Cleveland 

(), announces a ’ antenna wh 

ar nstalled in attics, sus 
ed attic «ceiling inside 


uilding known as the 


wh-sait high-low antenna 
VH-52 Designed fo c 
e signal from high and 
1 mn tran itters g 
" ger al directior 
Baker Mfg. Co., Evansville, W 
1 t full line of Monitor T\ 
t s. Model TK available in 10 
t with base to fit all 
tained ladder, antenna 
a able for mast 4 
4 Model TH residentia 
\ ‘ ast binatio 
, h universal 
t i Mb-t tei of g mast 
ecia ardware { 
rect ‘ ast and gu 
\ Add ‘ tow 
le—7 max 
od 
x " ral 1 tower 
R t ting 
t r t > t< 
g vy « 
~ bas 
al 5 ‘ 
d t. tapered top 
Tricraft Products Co., 1535 N 
\ \ Chicag 22, Ill 
rR d “Du 
and” a a } I 
t 4 it d 
: f . 
4 hig ba d ‘ N 


1 elements 
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! 
} 
; 
; 


: | ' 
| FANS & AIR CIRCULATORS 











OVERWHELMINGLY FIRST IN APPLIANCES! | 


Write for Admittance Passes Today 
AMERICAN FURNITURE MART 


+. Greetest Horm 


666 LAKE SHORE DORivet cwicacc nO 











* 
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TELEVISION 


FREEZERS 


IRONERS 


HEATERS & CIRCULATORS 








The Promise of the Dryer 





Electrical Appliance Dealers Get 


EXTRA “VOLTAGE” (eum 


























































ect { the automatic washer An 
from the Big EXTRA Profits hah so tetyrteee iy Aeceathgs Dreleg 
tr the Iryver. Once a woman has 
this Non-Electric Line Brings! wed one, once she has proved for her : 
. eli what it will do c's bound an " 
lete to own it | 
For this reason it is important for t 
u t te the lea that dealer 
lave a ve dryer n their sales floor 
they im give a convincing sales 
presentation, This is N 1 MUST in 
s dryer sales program. 
How About @ Wiring Subsidy? 
Mo t bh lity men wh ) have done a SCARED THE LIFE OUT OF ME WHEN | OPENED 
es JOD of lr yers be lieve that awit TWE REFRIGERATOR! 
ing subsidy ts necessary at least to get 
their program under way. As one i 
utility put it We wanted to make a 
urvey of drver possibilities So we applian es that showed increased sak 
s lecided on the number of dryers we n ‘49 
Wait No Longer! Get Your Share wanted to get installed in our terri- 15,000 gas drye vere sold in ‘48 
° tory so we could study the load and = and 25,000 were s n ‘49, Increase 
oo the users’ reactions. We arranged for 60 percent 
of Big SWING-A-WAY Plus-Profits J sc0. FUE SRS csc 
\t the end of the trial run that is than three to one. But our increase 
Extra dollars for your cash register —that’s what Swing-A- when we reached the sumber of dryets = was only 10 percent, while their i 
° . . ve wanted tor the survey, we cut the crease was 600 percent. ihe gas boys 
Way brings you. Electrical appliance dealers everywhere ffer down to just a partial subsidy. mean business 
: rye ntinued to sell. Now we have We all know the gas folks are pour 
have already seen what this great non-electric line can do lecided go all-out for the dryer ing millions of dollar to new ex 
; bust ind have again adopted a free panded facilities The payoff must 
to bring in big Plus-Profits. Let Swing-A-Way lead those nstallation policy.’ come in sales. Sales of what? Hor 
As we view the awakening interest heating, to be sure. Gsas refrigerators 
many extra “impulse” dollars to your store. Order now! hin dhiedie Dee ae we pode te ves. But the bie push will be o 
pr tional methods that are being ranges, water heaters and _ clothes 
MAGNETIC CAN OPENER ised to secure this business—there 1s dryers 
Se ee ee. great cause for satisfaction Phat’s the area in which the electri 
i makes curing wheel self sharpen But only for a moment. Because as way and the gas w y come int 
Also opens damaged of odd-shaped . . mo P . : : 
cans cantly Operates in 5 locked positions you look at the sales results of ele ynflict. We've ulway utsold then 
Real $3 , ™ 2 ae oe tr Irvers vs. gas dryers in 1949 by far on refrigeration, and in lat . r 
you realize that mpetition is alert vear lue to tre is pr t 
to this market and senses that if the efforts, we've st I 
t poe electr > iV go the trick inge T i 
ICE CRUSHER age dieiel water ‘Raster. ee le Oe saglt-aeseadinnt 
datene A Che ese wt a ng t 
, al « 2 (wy » irvers we 1 ~~. ne that he  dhunes Fustest 
os cs “aA : in vitiy the M i! g tive 
‘ few ket End 





OPENER 


™ any os = - 


CAN AND JAR 





TELEVISION TUBES 


REPAIRS 


RADIO - TV 








ee 
KNIFE 
CABINET CAN OPENER SHARPENER > 





Gleameng whore molded cabemet enc loves a 
eeoume Sewing A-Way Can Opener with Recommended by the makers of the finest 
the nationally famous exclusive features lery his rotary-type kavfe sharpener 
This new model «9 designed wt Mend with ’ nves. Has enchusive ade 
modem hinhen ayiime The open cabinet eurd hat bh knife in proper position 
door IS the can opener. Ch can es 0 sides of blade at the same 
pener is pur away free fn ‘ . " bie wheels. In Cadmium 
5 | 


Retails, § 








4 


SWING-A-WAY MANUFACTURING CO 


4100 BECK AVENUE eet LoOuIS 16 MO 
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Al ARORA le RM CANONS D CORA 





*See the complete Raytheon line of the Music 


“— uullir >“ a 


Raytheon sets new standards of sight and sound 


reproduction with the introduction of THE DEVONSHIRE, 
a great new combination that has everything. This 

is the set you and your customers have asked 

for—at a convincingly reasonable selling price. 

Pictures of perfection from 16 inch rectangular 

tube plus crystal clear FM radio, standard 

broadcast, of course, and a high fidelity phonograph 


with changer that plays records at all three speeds. 

BELMONT RADIO CORPORATION is 
Subsid f Raytheon Monufocty : $3999 
wbsdiory of Raytheon mvfocturing Co Only 

5923 W. DICKENS AVE., CHICAGO 59, AL. TELEVISION Prees doghtly bgher m South ond West 
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TV Home Trials 
oe CONTINUED FROM PAGE 6) cme 


been 
One custon 
said that 


to buy television just 


lis, providing 

he floor sample 

was ready to 
1 


, 
model 


freezer, 


purchase the telev 
freezer is paid for. 


rre 


_ 


at advantages of the 


an over the free home trial 

the opportunity offered to th 
to entertain friends and show 
new set during the month. T 
man’s contacts during this peri 
evitably lead him to other | 
tor possible sale or rental of a 

The significant thing about the rent 
als which have been made so far 
that in almost every case, they have 
been made with an eventual purchase 
in view. In other words, they are 
frankly home trials, made at the cus 
tomer’s expense. This gives the sales 
man privileged entry to the home and 
makes his sales talk an accept 
companmiment to the rental 
When the first month come 
end, he points out to the custon 
by adding something less tl 
the sum already paid 
first down pay 


I he Nl, by 


ee ee ee a 
et)? ae ee 
thick hydraulic stene lining tt 


connet rust er corrode 





A ¥" thick layer of durable hydraulic stone holds 
the water. The metal tank casing merely holds 
the water pressure. Corrosion is eliminated. 
Tanks last indefinitely. 
That in brief is the story of the SEPCO Stone- 
steel electric water heaters—a story that is helping RENT 
SEPCO dealers score new sales and profit records 4 GROSEBY TV SET 


throughout the country. Prices are far less than any Only 25¢ a Day 


other electric water heaters of equal permanence, Units 


are guaranteed for 20 years. 


Give your electric water heater sales a boost! W rite, 


wire or phone for details 


oe cael 
oe oe hee ee 
Ot tee 
© Rete eres © ee tee pines of 
—« 





STONESTEEL 
ELECTRIC WATER HEATERS 


SEPCO a oe oe ae ee 











ae E INSERTED 
M re t 
PENNA. a 


POTTSTOWN, 
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—\ A ae 


Cool Summer Cooking| 


(at The famous, fully-automatic 


ee . 
om... : =, & 
m5 ~~ |= = ‘ + 
COMPLETE COOKING ape 
AT THE COTTAGE! EXCLUSIVE BUILT-IN 
TUE CLOCK! 
oe, yi? 7 _ 
‘. - eo. “ be 


Roaster Oven 


Model 109 


teed 


FOR PICNICS < 
iT KEEPS FOODS HOT-~ 
FOR HOURS! 





ef ane 
I a EXCLUSIVE 
£ ) INSULATED COVER! 


6-QT. MODEL 7015 aq 
DOES AS FINE A 
COOKING JOB AS 
LARGER NESCO 
MODELS! PERFECT 


ow your customers can cook 

warm, healthful meals with- 
out heating up the kitchen! This 
20-cuart Nesco Roaster-Oven is 
thoroughly insulated—sides, top 
and bottom — to keep the heat 
insic'e where it belongs! 


It's easy to carry to porch or 
breezeway — and easy to roll, 
ys with caster-mounted 
cabinet accessory. Plugs into any 
outlet, needs no special wiring. 

For perfect cooking at home or 
cottage, feature the finest--Nesco! 


* 
FOR BUFFET -STYLE ES 
SERVING 


NATIONAL ENAMELING AND STAMPING COMPANY 


Executive Offices: 270 North 12th Street, Milwaukee 1, Wisconsin 


Seles Offices, Merchendise Mert, Chicege - 200 Fifth Avenwe, Mew York - Candler Buliding, Atlente 
Amboweoder Bidg  W Lewis - Western Merchandise Mart, Sen Francisco 


THICK ALL-AROUND 
INSULATION! 
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Appliances on the Mortgage 





CONTINUED FROM PAGE 74 





equip 
charges only, 


service costs. 


who sleep weli— 
every night because... 


@ Cadillac's four “dirt-hungry” cleaners 
offer more profit per unit. 


@ Cadillac cleaners are easy to sell 
and they stay sold—rarely 
need servicing 


the usually 
@ Cadillac advertising, appear- he has on hand, b lesiri ctrical equipment is vastly 
ing ever month in leading cause when he buys a house, he need majority throughout all of the 
national magazines, brings ) furniture, closin sts obbins’ sub-divisions. Mr. Cooke de 
preseld customers into 


the store 


utlays » studied lares that the builders’ experience 
d following them closely I hown them that the great ma 
ome buyer a refr ) ri f veterans prefer electrical 
oth 


Cal c 
entirel 
¢ to pay for it I impl This trend toward 
¢ payments on 1 ) : is evident in the preferer 
ise payment, giving him a_ electrical equipment 
+} | 


amortize it right along with are now providing 


rigage.” wiring installatior 
No conditions are imposed on the appliances in their 
buyer and he is in no way “pressured In advertising the new 
nto adding the appliances, Mr. Cooke ef ncludes t 
What is expected of the new retrigerat 
tated in his contract } ble, if the purcl 
| maintain and care for the » explanation 
le the rrant jan is includ 








CADILLAC 
DEALER 


ond stop CoUNting sheep! 


Join the Cadillac dealers who 
sell more—worry less. W rive 
for complete information 
about the profuable Cadillac 
line—-today. 


See Cadillac at 


BOOTH NO. 1768 


Summer Market, June 19-29, 
American Furniture Mart, 
Chicago. 


CLEMENTS MFG. CO. 


Dept. A + 6666 S. Narragonsett Ave. + Chicago 38, ill. SHE MISSED THAT "PERSONAL CONTACT 
Since 1911, sold only by reliable dealers and distributors 
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Vv 471 lines of housewares, appliances, radios and television 
Vy 948 china, glass, pottery and gift lines 
VY 174 lines of curtains, draperies and fabrics 


YY 205 lines of furniture and bedding 


vy 125 lines of toys, games and wheel goods 


Vy 133 lines of floor coverings 
Vy 224 lamps, shades and lighting fixture lines 


vr 159 linens, beddings and domestic lines 


INTERNATIONAL HOME FURNISHINGS 
SHOW-JUNE 19-29 


he Merchandise Mab 


SHOW PLACE OF AMERICA'S BEST-KNOWN BRANDS 
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The customer’s preference 
is always the dealers’ 
profit line 


























@ Yes, where customers talk about real 
home heating comfort, low fuel consump.- 
tion, trouble free performance and out 
standing beauty—-you can rest assured 
they're talking about the new WASH 
INGTON FRUGAL OIL BURNING 
HEATER models 


Beautifully designed and finished in Wal 
nut porcelain enamel! finish WASHING- 
TON FRUGAL HEATERS have all the 
satistied 


plus features that guarantee 


customers and dealer profits 


Plus Features... 


@ Dow Jraft Mot Blost tube sprea ds fame increasesheat 


» ty on high fire, mokes posible less off consump 


w fire 
@ Rod t heat le ¢ vided by Ray Dors ond gritle in 
werf 

@ Three hot ducts ectangvuler combustion chamber 
provide greate fiat surface rease heating 
eficie 

@ inv te bie for quick sterting, elect 
. i for forced heat 

. st Eos emoved stainless steel 
t © 


—— ee ee oe oe “" 

GRAY & DUDLEY CO., Dept. EM i 

Nashville 3, Tenn. 

4 Gentlemen 7 

Please send me further details regarding new line of WASHINGTON 

| FRUGAL Olt HEATERS 1 

NAME i 
! 
i 


COMPANY 





ciry ZONE STATE 


sa eeaeaeewanneaeaaead 





Established 1862 





Appliances on 


the Mortgage 


~—ommmms CONTINUED ON PAGE 164 cee 


Service Is First Class 


YwoDUDLEYCOMPANY — 


NASHVILLE 3, TENN. 
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whe He Sells Disposers in a 
Septic Tank Suburb 


Start at the Palestinian shee 


instruct him fully in its capacities and 





then let him do his own dishwashing 


We try to remember always that or 
- sale in a particular neighborhood 1 


hace coveral re in the + 1 
“iuce several more in the weeks 


lowing, since womer 


. . " ilate tO itK 
| t keep up with their neighbors Phe 
s . ir trial idea h paid off very wel 


Basis for Success 


the-scenes preparatior 
riding the Vanett 
its selling pace in d 


lishwasher Advert 


lew spaper 


sing Sales 
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a 


TEXTOLITE 


COUNTER TOPS 


ADD THE APPEAL 
THAT MEANS 


BIGGER SALES But color is only one of the many great sales 


features of G-E Textolite Plastics Tops. There is a 








great “advantage” story, too—resistance to heat, 
G-E Textolite is a remarkable plastics surfacing scratches, stains, and household chemicals. G-E 


material which offers the ideal combination of beau- Textolite Plastics Tops “wear like iron, clean like 


tiful, lightfast, decorative colors and patterns plus glass 
durability, So—start at the TOP to sell complete kitchens, 
COLOR IS A SALES MOVER Sell G-E Textolite Plastics Tops. They ll help you 


. sel] a es 0 ° { er ! Cc e ti de “ir ~ 
Color in the kitchen has a real appeal to a woman, Il the rest of the kitchen! Chemical Department, 


Nasties D S10 rt . en 5 é . 
Onee she sees the variety of exclusive G-E Textolite abn vision, neral blk irk Company, I itts- 


held, Massachusetts 
patterns in decorator-chosen colors, her imagination la achusetts. 


will do the rest hie ip her decide to “do the room wp US. We. OS 
over.” — = eo oe oe . 
‘ — 
General Electric Company, Section L14 
' \ Plastics Division, Chemical Departement 
FR E E : Pittsfield, Massachusetts 
SEND FOR () Ph 
BOOKLET! — 


Goa Gan pal ¥ we COMER: van 


GENERAL ¢@ ELECTRIC 


PORTABLE UNITS lend themselves t 


re re easy ft 
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1920 FRIGIDAIRE Refrigerator celebrates 30% Birthday 
..-IS still going strong! | 














Z, ; Z 
rH2 fr. ae 
fort F ee at ly py Hi Women, 

Piegh 4 2 a Herein a 

«? april Pn he Pix O, Mat rehhn pt 
4a \Aday 22> o, J aad 6 armed 

Sl POY Aid / 9259 A 

[VOUS LAs : 


A OLAdes O ont rk. ‘ é “ 4 
Bae _ wz a oe” 


that! irZk “ : 
on A 
qvisi 
Frigid ors sorP « 
“ ral - 
canoe ohio 
nv se 


centiemen of the 
the nes e' 
creet ines ful prigdait 30 
— a 20th this - 4 from ab 
up AP wice +* b 
prillie" mg eagernes® bi 


Speer i a 
™ * S ; 
» 
oe 
1?) 

° 
B 
@ 

e 
3 
“4 
- 


ser that 
gemoer : 
we rem jelicate 


; iy rs 


When yen 
ions © “— 
eratio sembly» 
Ses factory 38 
: ; we size UP” 
Ses er. of air re 


an 
in an 
ar ati expresse? 
experi€e ‘\ *Weven » 


* appreciated- 
will € ,e 





I remains 











101 Se. wain St 






yn, Ind 
Port prancs 


aa Cir 
< a 
pe “* re 


‘comme ave vn ven YOU Can’t match a FRIGIDAIRE 
> . eual birth lay potamardior \ 
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Are These Customers Talking About You? 








CONTINUED FROM PAGE 62 


vant 
«’ 
Customer No. 4 
“They Didn't Answer My 
Questions” 
S eeaines We ees oes es Customer No. 6 
x - ay « tr My . aries “Nobody Waited on Me” 
‘ \ if y WI ‘ 
: l ‘ and 
“e 
i ! \- t bo 


Customer No. 5 


“He Admitted Other Makes | = ayes * 
Were Good, Too” ' 











——— 


" e ae Gloer, 





FOR YOUR THC HTS. DEAR 
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Are These Customers Talking About You? 





CONTINUED FROM PAGE 170 















Customer No. 7 


“They're Interested in My 
Problems” 








Your industry's one and only meeting n't really know what I wanted 




























on a national basis in this all-impor- ' “ an Ws walt me seemed get w ng ria i i 
tant year is the 14th National House- wo oe gt = ' % ee salen’, at Va, 2 A meggena eo os asm 
. 1Sk t ‘ que ! i LsKe i th nt ve 
wares and Home Appliance Exhibit ‘ Ae agree e good advice and ke and another I had 1 
at Atlantic City. There, under one ent me away with a coffeemaker and a ng at and he said, “They're 
roof, you will find the latest output . x r inst ud f the grill ‘ Was gOou . Ur ; veoren 
t muy t ike toast and flee of H ved ( ezer 
of more than 500 of the country’s a inet eum Oo dackiie leet wheat a ea sel” ha I 
foremost Housewares and Appliance ld ubout time payments, t ked the price he told me and added 
manufacturers all waiting with Wile ve bought our li lhe 3 : aying tha ues 
new products, new me rchandising amie > P =? a e ; ; P bap ea - . > : ante - at “ = j 4 sae ae I 
ideas and new display techniques. Ge ro ae + bs vl ine of a es a 1! refriwes .e me i ae 
3 There is no more efhcient nor more arice She t there any 1 ec, but vant t inge. I don’t know whether 
; economical way to cover these two : ‘ . 
huge industries “peas : Si “4 + jap eng 
. eigen eager Customer No. 9 
NATIONAL Guage end icy wil hep me fad a “Ne Guo Carus 8 I Oa,” 
' ' - ; } ri t $3 for + 
HOUSEWARES Customer No. 8 ae ee ee 
“Dealers Won't Sell Me a Reng peat yg erg tery 
Freezer” Siti lias intel eee ane 
ove wo Oa 
and HOME APPLIANCE mat to uy a thir mares, 


MANUFACTURERS 
EXHIBIT 











NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 
‘bacorpereted Nor for Prof?) 

1140 Merchandise Mert * Chicage 54, Illinois 

Phone: DELaware 7-8585 THAT'S WHAT | CALL AN OSCILLATING FAN 





Doitctrrestrinrmr 
+++ 
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Are you using the triple-action way to build more IN YOUR HOME 


P Like other successful dealers and salesmen, use an Electric 
Electric Range sales for yourself? It works for suc- Range in your own home. That's the best way to get your 


. i di self enthusiastic, to be convincing when you're telling prospects how easy 
cessful dealers in every part of the country, and it this range is to use; about its coolness and economy; how its automatic con 

: ’ : - . trols save time, and what delicious meals it cooks. First—install an Electric 
can work for you. Here’s what you do: anne ta wear Onn ans 








ON YOUR FLOOR 
Have an Electric Range plugged in right on the sales floor. Then you can really give IN CUSTOMERS' HOMES 


the prospect a demonstration. Flip the switches and the elements heat up right in * 

front of her. She can see how fast this happens. She can touch the oven and feel eee oe ae Sone — le mode. — 

how cool it is outside when it's hot inside. It's always easier to sell a “live” range " El Pp 1“ achecen yee oye ote ° ae thine 

than a “dead” one. Demonstrations build floor trafic, too! wie pappaliene an ya Regge tence y emayie 
omist visit the customer once of twice after delivery, 

and demonstrate the range in the customer's own home. She needs only a little help and 

| she'll learn where every control is, and how to use it. Then she'll be the kind of a 





Wire Your Store for Modern Merchandising 


satished customer who is a good salesman for you, can bring youa lot of other customers. 
Remember—when your store has a three wire service to demon 
strate Electric Ranges, it is also wired for other 


CASH (WV ON THE TREND... 
appliances, such as Electric Water Heaters and 


Electric Clothes Dryers. This, of course, spreads g 
the wiring cost; helps boost sales in general, be 
cause any appliance sells better “live” than “dead 

ER | ec a a 


= Another million American families switched 
to Electric Cooking last year! 








Metione! Electrica! Menvtecturers Association 
155 Best 44th Street, New York 17.6 7 


ADMIRAL + COOLERATOR + CROSLEY + ODEEPFREEZE + FRIGIDAIRE + GENERAL ELECTRIC 
GIBSON + HOTPOINT - KELVINATOR + LEDO + MONARCH + NORGE + UNIVERSAL - WESTINGHOUSE 


ELECTRIC RANGE SECTION 2 
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Better... by Design! 


The RAPIDAYTON 
JET PUMP LINE! 





The new RAPIDAYTON Jet P mps are designed to 


give dependable, trouble-free service. They're avail 
able now io a bigger range f sizes all better in 
design and in salability. They all have ne basi 
design, and can be adapted f r either shallow t deep 
well service simply and easily, Use the coupon to get 


com plete details 


Vertical Jet Pumps 


Rar avi has a 

plete line ft both deep 

arc! shallow wells. Verucal 

pumy © nm sizes tron 
bh 1 , and includ 

ing | i f Available 

with any © tank 


Horizontal Jet Pumps 
There's a full range of 


mxlels for either deep of 
shallow well service 
KAPIDAYTON horizontal jet 
purnps range in sizes from 

ih. p. inclusive 


Rapidayton ‘Package 


Systems Ihe mew line 
fea es hors ntal jet 
pumps f both deep and 
st w wells—with m 

a horizontal 
tank whe a package 
t is required 


THE DAYTON PUMP & MFG. COMPANY 


Dept fA. 500 Webster $1.. Daeyten. Ohio 


~~ 


Pleas end me complete details and 


d f 

) Rapipayvron Line t Jet Pumps 
mame 

\ 

j 
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Are These Customers Talking About You? 











CONTINUED FROM PAGE 172 


Customer No. 10 


“Their Service Lost a Sale” 


Customer No. 12 


“Why Doesn‘t a Salesman 


Call?” 


Customer No. 11 


“A Photograph Album 
Made Me Buy” sac 





A 
; aN 
- 


WE DION T THINK WE ULD AFFORD A FREEZER THEN HARRY HA 
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How Much Housewares 
Volume Can You Do? 








USE YOUR AUTOMATIC DISH 
WASHER? MINE BROKE HIS ARM 





ice tray ativertising 
builds your refrigerator 
sales and your profits 


in your store! 


Who reads The Saturday Evening Post and Better 
Homes and Gardens? And where? The best peopl 
the best customers... the best prospects And 
in your territory ... your town... your neighbor- 
hood. And so... Inland “Magie Touch” lee Tray 
advertising in those magazines helps you close 
refrigerator «ales in your store... builds business, 
increases sales, pays you bigger profits! 
Advertisements like the one shown here are ap- 
pearing now. They'll continue to appear through- 
out the best refrigerator sales months. Cash in on 


tr 

’ taps 
4 drier 
is Pe bie ‘steed Wcities, 


4 ae 
os ma als 


them. Feature Inland “Magie Touch” lee Cube Traya, 
Demonstrate the new and araazing convenience of the 
“Rock-Out” feature. You'll sell more refrigerators, 


Make replacement sales and profits too .. . by sell- 
ing “Magic Touch” Trays to replace worn, outmoded 
inconvenient trays. Order an ample replacement 
stock from your refrigerator manufacturer or dis 
tributor . . . to make quick deliveries and profits, 


New refrigerators fully equipped with Inland “Magic Touch” 
ice Trays give your customers complete ice :onvenience 


= 
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|, Magic Touch lee Cube Tays 





Dealer on Wheels 





CONTINUED FROM PAGE 85 





Ps the WET ” 


that counts in 


Barter Is Better 





figuring fan profits, too! 


it wour ‘ for comparisor 
ntial of S id ONE WAY TRAFFIE 
rODAY! 


The fans that sell fast and stay sold! 





A Few of Many Models in Signal's Outstanding Line of Portable & Window Fans 





LL ~ 
( Easiest Teams in Town { 








There's a breeze to please every one of your customers / 


hignal Blectric Mfg. ¢ ¢ Menominee 8, Michigan 


RUSH ntormotion on . ’ 4 ignal’s ONE WAY TRAFFIC Fan 
Line! 


Distri but 


"if Dealer, give name ond « y Distribut “A 3 Glock, 
a. 


SIGNAL ELECTRIC MANUFACTURING CO. KNOW HE CAME IN THAT WAY. SUT WE CANT LET HIM BE SEEN LEAVING OUR 
way 
Sigrel Hectic Mia. Co. MENOMINEE 6, MICHIGAN 
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R E DENSMORE 


Whiting to Produce 
Full Appliance Line 


SCOTSMAN 


—. OIL AND GAS HEATERS 





Kitchen Planner— 
Home Wrecker 











[ i? Scotsman has the only oil 
a -“ 


burner specifically designed for 
modulated firing. Scotsman developed the mod- 
ulating oil valve. What does it mean to your 
customers? Automatic heating without elec- 
tricity. New comfort. No fire tending. Want to 
hear more? Send us a postcard. 


“i owe 
Yes, one Scotsman gas heater takes the 
place of three in your stock. Because one 
Scotsman heater is adaptable to all three gases 
natural, manufactured and L-P. Change-over 
spuds packaged with each heater. Want to 
hear more? Drop us a posteard 


Gi. SCOTSMAN 


Address a postcard to AMERICAN GAS MACHINE CO., Albert Lea, Minnesota 
Weve Manufactured Appliances Since 1996 -Heating Stoves Since 1933 
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AT THE SHOW + JUNE 19-29 + 1450 MERCHANDISE MART 





Uree-Westinghouse 
America’s 
Finest Line 


of quality sewing machines 
i REE-WESTINGHOUSE is one of America’s 
most valuable dealer franchises, too. It represents 
a complete line of desk, console and portable 
models in every price bracket long profit 
margins ... heavy national advertising . . . ag- 
gressive dealer promotions. To get your share of 


the record sewing machine sales, tic-in now with 


Free-Westinghouse. Send coupon today. 


HEPPLEWHITE 
CONSOLE 

Model 626 

Closed, a beautiful, 


occasional table. Open 
s genuine Free-West 
inghouse electric ro 


tary sewing machine 





TWO GREAT NEW MODELS 
SEE THEM AT THE SHOW! 


TEAR OFF AND ATTACH TO YOUR LETTERHEAD 


FREE SEWING MACHINE CO 
1801 18th Avenue, Rockford, Illinois 


Please send me tres tereture @nd information on how may obtein ao Ff Westinghouse 


franc Rive 


empen,y Name 


Your Nome 


FREE SEWING MACHINE CO., Rockford, Ill. 


AT THE SHOW + JUNE 19-29 * 1450 MERCHANDISE MART 
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NEW POSITIONS | 





A. ©. Smith Corp. 





i mM FLOYD 


Coolerator Co. 





w. Cc CONLEY, JR 


Admiral Corp. 


Given Mfg. Co. 


JUNE 


Bendix Home Appliances, Inc. 





PARKER H ERICKSEN 


Manning, Bowman & Co. 





W. H. BRODIE 





Perfection Stove Co. 


Maytag Co. 
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international Sewing 
Machine Co., Inc. 
























WEST BEND 


Dott 


(The coffee maker of the year) 


JOHN V. MAYNES 


ty 
* 
” = in less than 


it starts to perk 
> : 
@ minute 


é ’ s 

ie it makes 
y delicious coffee 
— automatically 


‘4 ~~ and keeps it hot | 
fim YX} for serving 
om , indefinitely 


Detroit-Michigan Stove Co. 





Sessions Clock Co 


A. J. Lindemann & 
Hoverson Co. 


Even the unique spout design is a Flavo- 
Matic advantage. (|) It makes pouring 
as easy as pointing your finger. Pours 
straight into cup and cuts off instantly — 
won't spill a drop. (2) Large 3" opening 
into the pot makes it simple to clean 
with bottle brush or cloth. (3) Spout 
draws from both top and bottom of 





JOHNSTON P. SCOTT brew . . . assures equal flavor and 
temperature for every cup. 


other easy-to-like WEST BEND PRODUCTS... 


Ce = fnad 
| a | 


Tele-tone Radio Corp. Electric Corn Popper Electric Bean Pot Food Blancher Penguin Server 


WEST BEND, Aen nam (7 


a] 
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NEW POSITIONS 





Sylvania Electric Products, Inc. Zenith Radio Corp. 


? '58 


Sbliit i] 


af wre 


yer 


Follow these 
Signs to MAX F. BALCOM LEONARD C. TRUESDELL 
profitable 


APPLIANCE SALE. 


rppliance sa 
EPORTS., \ 


pects for appliar among 


Nat'l Enameling and 
Stamping Co. 


| 
: 
) 
: 
i 
: 
: 
: 
: 


DODCLER 


new apartment buildings, banks, hospitals 
schools, churches, theatres, homes, factories 


Se ee 


type 


ht 


1 WHERE to ¢ t ee WHAT to ts 





GEORGE M. DOUMA 


Toastmaster Products Division 
McGraw Electric Co. 


MAIL THIS COUPO 


« ° » use D 


Appliance Soles ew vet ‘ With 


rer 


~ 


\ SEPH F MANNING, JR 
~ 
eae Landers, Frary & Clark 


AB 


<- — F.w 
¥ at F. W. DODGE CORPORATION 


struction News Div 


to 
Profitable Business 


sion 
119 West 40th Street. New York 18. N.Y 


CORPORATION 


= oo oe oe ol 
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Ruud Mfg. Co. 


BARTLETT 


Proctor Electric Co. 


Fairbanks, Morse & Co. 



















Murray Corp. of America 














Starrett Television Corp. 





ELECTRICAL 





ELECTRICAL CONDUCTORS 


You can get 


STRONG, LIGHT ALCOA ALUMINUM 


FOR BETTER MASTS AND ANTENNAS 
FROM YOUR NEARBY ALCOA DISTRIBUTOR 


Better for masts Alcoa Aluminum masts are strong, 
light in weight and easy to install. Aluminum's lighter 
weight (one-half as much as steel pipe) makes it easier 


industry. Because it gives you 


Atlanta Georg 

© | M. Tull Metal & Supply Co., tec 
Battmore, Maryland 

© Whitehead Metal Prodects Co. tac 
Boston (Cambridge) Massachusetts 
© Whitehead Metal Products Co.. jac 
Battale, New York 

© Brace Mueller Huntiey jac 

© Whitehead Metal Prodects Co., lac 
Chartotte, Worth Carolina 

© Edgcomb Steel Company 

Chicage. itmots 

© Central Steel & Wire Company 

© Steel Sales Corporation 

Cmcmnati Obie 

© Wiliams & Company, lac 

Cleveland Oh 

© Witioms & Company, inc 

Columbus Ohi 

© Wiliams & Company, lac 

Datas, Texas 

© Metal Goods Corporation 


INGOT . SHEET PLATE - SHAPES, ROLLED S EXTRUDED . WIRE. ROD . BAR . TUBING . PIPE . SAND, DIES PERMANENT MOLD CASTINGS . FORGINGS . IMPACT FITRUSIONS 


SCREW MACHINE PRODUCTS ALUMINUM PIGMENTS . MAGHESION PRODUCTS 





» handle’on the ladder and roof. Will never streak Alcoa Distributor listed below. He stocks Alcoa 
yuses with unsightly rust because it’s corrosion Aluminum masts and element tubing, can give you 
resistant all the way through overnight delivery in most cases. Cutting and slitting 
Better for elements So much it’s standard in the also, at nominal charges. ALuminum Company oF 


weight with America, 1958F Gulf Building, Pittsburgh 19, Penna 


For best results, always fasten aluminum with Alcoa Aluminum Fasteners, alse available frem your Alcoa Distributor 


BUY ALCOA ALUMINUM MASTS AND ELEMENT TUBING LOCALLY 
from these distributors 


Detrot Michigan 

© Steel Sates Corporation 

Houston, Texas 

© Metal Goods Corporation 

Kansas City, Werth, Missesri 

© Metal Goods Corporation 

Los Angeles Californa 

© Decomman Metais and Seppty Co 
© Pacific Metals Company, itd 
Witord, Cons 

© Eégcomb Steel of New England. inc 
Newark, New jersey 

© Whitehead Metal Products Co. lec 
Wew Oriesas, Lovisians 

© Metal Goods Corporation 

few York, New York 

© Whitehead Metal Products Co., lac 
Phdadeiphia Penasytvaeu 

© Edgecomb Steel Company 

© Whitehead Metal Prodects Co., lac 


FABRICATED PRODUCTS ~ FASTENERS 





strength, but is ductile enough to form easily into the 
most intricate dipole designs 


Get fast service on Alcoa Aluminum call your nearby 


| 
ALUMINUM MASTS eS, 
AND TUBING ‘ 









Pittsburgh, Pesesytvenia 

© Wiliams & Company, lac 
Portiand Oregoe 

© Pacific Metal Company 
Rochester, New York 

© Brace Mueller Huntiey inc 
San Fraecisce, California 

© Pacific Metals Company, itd 
Seattle Washington 

© Pacific Metal Company 

St. Lewis, Misseeri 

© Metal Goods Corporation 
Syracuse, New York 

© Brace Mosier Hustiey lac 

© Whitehead Metal Products Co, tac 
‘oiede Ohne 

© Witems & Company, inc 
Tetsa, Oklahoma 

© Metal Goods Corporation 


|ALCOA) 
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NEW POSITIONS 








Atwater Television Co. Motorola, Inc. 








JACK PETTERSEN 





1. R. ROSS 










A typical “Kitchen-of-the- Year 
showing Pantryettes, Cabinet Sink 


ond Bose Cabinets —all by Morton 






| The New al 










General Electric Co. , 





| KITCHEN PLANNER 


builds” Kitchen-of-the-Year” Sales 


H 


I M HM. BRUNDAGE 
{ A “ “ \ 
M I i 
iy 
i K f . 
4 u 
N A “ ik Sai 
H 
M M AK, t I b { 
y M 
ah ~ 
y ' Mi 
e t as 
MORTON “ : a 
MANUFACTURING COMPANY age 
5125 West Leke Street . 


Chricege 44 II 
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Combustion Engineering- 
Superheater, Inc. 


vi 


ERIC O. JOHNSON 


Du Mont Laboratories, Inc. 


ELECTRICAL 


(Advertisement) 


Hallicrafters First Quarter Television Sales Up 500% 


F 


market 


radi 


py 
t 


eipa 


of the Elilott-Lewts Corpora 
‘niladelphia distributor A 
f Halicrafters pro 
ite activity in the na 

argest TV market 
ded television line will be tn 
and i? during the com 
distributor's meeting in 
addition te new combina 


oles featuring television, radk 
sogTaphs, the company plans te 


a 


highly competitive” line of 


mographes, Sherwood said 


Over 1949 Period 


The trade has been notified of 
Hallicrafters “Television Achievement of 
the Year which is a feature of the hew 
line to be unveiled in Chicago The 
compa ny halls the new device “ 
$2,000,000 devalopment——as more revo 
luttienary than the Rectangular Tube 
which created such an industry venaa 
tion last December 

Hallicrafters now has 4° distritrutors 
throughout the pation, and & planning to 
add at least 15 more by the end of 1950 
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EXTRA PROFITS FOR YOU 


TIE IN WITH THIS 
SENSATIONAL Rival 


SHRED-0-MAT_ 


IN STAINLESS STEEL 






4 


CAIO7C PROMOTION! | 





os some e-Catching Sales 
A. SHREDS FINE | Zroceueg Copnter Star ey 
: demonstrates how SHRED-O 
B. SHREDS COARSE MAT save me, sa kinned 
C. SLICES finge! : make s hard chore 
Cary window trea er 
D. GRATES mat \ ts, 1 ! 


NATIONAL ® LOCAL 
AD CAMPAIGN 


BONUS 
PROFIT ~~ 


for you! en Peak 


y 













ORDER YOUR S-4 SHRED-O-MAT 
ASSORTMENT WITH FREE DISPLAY 
AND PROMOTION MATERIAL FROM 
YOUR DISTRIBUTOR TODAY! TIE IN 
WITH SHRED-O-MAT AND CASH IN 
ON THE SALAD SEASON! 





@ TRADE MARA 


RIVAL MANUFACTURING CO. Kansas City, Mo. 


RIVAL MANUFACTURING CO. OF CANADA, LTD MONTREAL 
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NEW POSITIONS 





Enterprise Aluminum Co. Eureka Williams Corp. 





HARRY H. OBERLIN 


JOHN M GLEASON 


)-Mat 






Thor Corp. 


7 al seen MARY K. DOUGHERTY 


Hoover Co. ( M Y¥ tter 


Sparks-Withington Co. 





Hamilton Beach Co. 
Scovill Mfg. Co. 
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Campaign Underway 
On Use of Cord Sets 


SomMETHING New 


HORTON 


LAUNDRY EQUIPMENT 





ee 
ON DISPLAY 


FURNITURE MART—SPACE 511-A 
SUMMER MARKET 













“Attachment” 
for Washers 





CHICAGO, JUNE 19 thru 30 


HORTON MANUFACTURING COMPANY 
FORT WAYNE, INDIANA 

















AL MERCHANDISING—JUNE 1950 


PAGE 185 





eee ie 











SETTER MOmES ann GARDENS, KAY, 1950 








Hew te Deuble Convenience 
in Small Kitchens! 


ow 


‘ le i) Li oe - t ; : ” 
. 7 Genventoed by © ‘ 
ny streted ed Mee ‘ 
Sn. a 
; 7 — , 
‘ | 
I tI (4 \ 
i ‘ t t 
t . ’ a“ ‘ pe 
" , 
aint 4 
theeowe tus A 
parity, a ' “ . 
i . work . 
th ‘ 
‘ laund ‘ 
deat a 
wad Lend lon the free Siustey Mitchen aay 
If yours ix « diffe t t ‘ 04 Bootie 006 100 anne mtelhes 
* nb we ; ; Mere beewtite! Shirley warts af t | 
, jesler + A new itches « } 
ke Li flerer “a ety to Guy the Shiviey way 1 
huding the famous Shirt Mast Penta atime, oF sit-at-onee — 


SHIRLEY CORPORATION 526 €. ST. JOE STREET. INDIANAPOLIS 2. INDIANA 


MATCHING 





| 
Every month Shirley advertising in lead- | 


ing publications 1 


prospects and customers 


telling your 


doing a big job for you, | 
| 

ohn , ! 

ibout Shirley Kitchens and Shirley value: 


This advertisement is scheduled for com- 


ing issues of Better Homes and Gardens, 


yy 
» Far *nal and Pro- 
American Home, Far m Journal and Pro- 


terest in Shirley’s “double duty” Duplexer. 


' 
> Tee ly. 
Get one in your store.........and be ready. 





$$$ $$ 





PAGE 





iTV Troubles! Sales Fall 


As Thermometer Rises 


Early softening of video market 
may set stage for another series 
of price reductions this month 


Other views 


The Manufacturer 


Anniversary Gift 


The Exceptions 





television 


MILLIONTH indoor 


tenn J t y R n Corp 
ent to L. L. Kelse 
‘ O'F sht) wt 
} ( zht 
~ e Ko n ¢ t sstomer for thic« 
\ tenn Mianding out the 
versary model is Rod 
i ke le 5 r 
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Reorganization Plan 
Announced by RMA 





4 Minute TV Spot— 
$250,000 in Sales 


i 











Winners in Timken Contest 
To Receive Bermuda Trips 


ELECTRICAL 
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sales in ever increasing quan- 


tities are evidence that Sentinel 


leads again in portables. Yes, 

every re-order testifies to the 

dramatic success of the super- 

performing “312” and the pop- we 
” 


ular priced ““335’’— and to the 

profits by dealers who stock ® aaa: 

and display them. "*s —_- : 
. 





Repeat orders and consumer 






New 312)’ 3-Gang Condenser 
Gives Super-Performance 


e Reaches out and pulls in distant sta 

e tions where other sets cannot. Will 
e satisfy the most ardent traveller or 

ee home-fan. A Sentinel engineering tri 

6 

= 





























umph! A model of efficiency and 
beauty. The smallest }-gang portable 
e on the market. AC-DC and Battery. 
“ Weighs only 642 pounds 


























New “335” 
Price — Performance —Color 



























































A portable radio as personal as your 
watch and as carefully made - a 
diminutive ewel of a set but big, 
miegnty bie f performance Weighs 
only 514 pounds. In 4 beautiful sales 
compelling colors. AC-DC and Bat 
tery. Priced to move fast 







*-*" Sentinel Radio Corporation 


Evanston, tllinois 
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Parts Jobbers Meet in Cleveland 












INA SFFY 
FROSTOFOLD IS r 
SET-UP AND rnc : 
WO FUSS-WO BOTHER 
WO SPECIAL | 
EQUIPMENT 
















































25,000 Appli lers P 
. ppliance Dealers Prove 
Frostofold Helps Sell Freezers! 
° ° ° j 
...- Builds profitable repeat business, too! 
“We have been carrying Frostofold Frostofold establishes you as an 
with a very satisfactory sales re authority on home freezing THE SECRETARY WHISPERS to the newly-« te . a Bae Ape nce 
turn! That's a typical comment make your store beadquarters for — ae -_ os hen “a o ton ‘ ; “4 : an — Say ai 
from one of 25,000 freezer dealers home freezing materials and know! 6 Dartins “ sii 
who, according to sales surveys edge brings women back again 
now depend on Frostofold frozen and again to replenish their packag 
food packaging materials like Sery ing supplies creates store trath 
ice Stations depend on gasoline! that helps your sales of other prod 
Why’ Because Frostofold has ucts FROSTOFOLD HELPS YOt 
proved to be an exceptional freezer SELL FREEZERS! 
selling tool—and, an excellent re Successful freezer selling takes 
peat profit-builder in its own right! more than a beautiful finish and 
Good Housekeeping approved cold interior. Actually, you sell con 
j Frostotold is the quick, easy, eff venience, economy strawberries 
cient way to home package frozen in December,” etc. Frostofold shows 
j foods—-highly recommended by customers a tangible way to achieve 
leading home economists and freezer all of this—effictently, successfully 
manufacturers already preferred with easy-to-use protective pack 
by millions of homemakers ging materials 


Now, You Can Get Into The Profitable Frostofold Business With An Investment 
Of Only $20.74. Your Low Price For The Complete, 1950 Frostofold Assorted Case! 





AMONG MANUFACTURERS present LISTENING IN on the speeches wos 
ALL IN ONE CASE! 4 Pkaes. of 50 Pints (famous Prelined Frostofold Con " } J  \ Br Mé Allen A. Dre ¢ 

tainets); 4 Quart “50's”; 2 Pint “25's; 2 Quart “25's > Pint Polyethylene Davenport “ 

Bag 46's > Quart Polyethylene Bag “46's; 2 Pkgs. of 8 Poultry Bags; | 
Roll Stockinette; | Roll Polyethylene Wrap Plas, an Easel Counter Dts 
play and 25 Hand-Out Folders ! 


RETAIL VALUE tf one Assorted Case $29.64. Your clear pre fit per case 
$8.89! plas ummeasurable profit in freezer-selling he Ip! 
—s 


F Gearanteed by ©) 
\ booed " ) 





Make ‘50 pay—the Frostofold way! Line up now with 
fe nationally advertised, consumer-preferred Frosto- 
2 fold! Order one or more Assorted Cases today 





{ through leading appliance distributors, jobbers—or 





write direct to 


6» FROSYOFULD 
a 










THE INTERSTATE FOLDING BOX COMPANY CARL ~— he . STARTLED ot ‘ h bulb w 
Middletown, Ohio ‘ , . , 








1950 
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Two Firms to Market 
Through Distributors 





e ’ levision will | You get more sales and profits jig Pog 
. f . > 
ote gan when you concentrate on one f Ewen > 


reliable line which includes 





Renewutt ranges for all three fuels. 





By promoting one name, 





Perfection, you establish it 





with your store and reap the 


I distril benefits that only a o/ penrecrion toki Sy Pe 
area i Die i gee, ° 4 


vith the |» NAtionally-advertised, quality 






line can give you. 


Perfection will send a 





. Tr rese! } h ] 

Martian Promotion | representative to help you 

| organize a plan for selling 
more ranges with more features 


-help you build and 


strengthen your reputation 





and prove to you, in no 














> 
uncertain terms, that there's el Meee 
| i} 
a eid alia) Sara 33} 7 penrection E 
more money, ie¢eSs detail work ELECTRIC RANGE — “ws 4 
A ee at 
. . 2 yn) “Phe ” J Ts 
and less time involved in Me pie en ata a 
so <i a 4 ES, if ~ 
: ee “> _ ay “ yt . 
selling the complete line of Rider GS trek pee # 
’ mmm A ‘ 
Te A i gee 
Perfection Ranges. Just Pa eS as epgk” Ban 
iain Nee om ar. 
7 : ap eae | Pl aes 
address your card to: Pr’ i'O@O - eee 
4 Cate — bad 1G it 2 at ay 
Farm Journal Publishes sl oD Pe i 
Manufacturers’ Directory Aces | Lee ET i 6. 
PERFECTION STOVE COMPANY at q 
“ , 
A 7147-C Platt Avenue t. 
Cleveland 4, Ohio 
le 


Do it today! 





/ perrection 
GAS RANGE 
ELECTRICAL 
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EXTRA VALUE 


ude uses 





UPSTAIRS, DOWNSTAIRS, « esn't motter wher ONE CHICAGO family ved $ repa wher NEW CLEANERS, like this Lewyt which dealer Pom 
you e to toke tt ' the the yrandtathe clox topped With Filter prowitz is demonstrating, have tools for many uses, 
because one of its « “ wax. paint or moth preventives 

A “But my old cleaner works fine,’’ no longer stops 


salesmen like John Pomprowitz of Green Bay, 
Wis., who wax floors, milks cows and even woe: 
cleans clocks to prove that today’s cleaners do 

far more jobs than prewar models 








Cleaning” the Cows 


, i 
They ve Got One? Sell Them Anywoy Bs 
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cusBic FT 
i 


EM-6 


Distributors—Dealers— 
write or wire TODAY! 


TYLER FIXTURE CORP. 
HARDER-Freez Div., Niles, Mich. 
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for “QUICK-AS-A-BUNNY” speed. 


“AMERICA’S FINEST GAS RANGE" 


There's Absolutely 
Nothing Faster Than 
The New Roper 


“Center-Simmer 
Top Burner 


An outstanding top burner... in both standard and giant sizes. 
FAST! Cooks all foods as rapidly as is consistent with splendid 
results, Provides tiny simmer flame for slow cooking (when required) 
and for small utensils. Provides giant flame for rush jobs and for 
large utensils, Provides every other desired heat speed, as well. 
The “Center-Simmer” top burner is only one of ROPER'S pref- 


erence-proved “Crowning Achievements” for finer cooking. 


Super-Speed Ovens 
and Broilers, Too 
You have a real sales 
story to tell about the 
“Bake-Master” oven 
and the ‘‘Roper-Glo" 
broiler. Here's a story 
of speed... plus many 
other advantages. 
You can feature 
ROPER Gas Ranges 
for use with any kind 
of gas, including 
liquefied petroleum 


(bottled) gas. 
More Features to Talk About... More Real Value to Sell 


GEO. D. ROPER CORPORATION - ROCKFORD, ILLINOIS 


Ollices and Warehouses in Principal Distribution Centers 


Ekco Cooker Wins Safety Award; 
Proctor lroning Table Cited 


Nine manufacturers win prizes 
in Lewis & Conger competition 


» 





“Unit-ized” Video 











Ben-Hur Credits Testing 
For Performance Record 
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Newest Home Laundering Methods : 
Discussed at Fourth EWRT Workshop Youre 





Right FMays With 
URGESS 


How to tint and dye in washer plus latest de- 


velopments in steam irons, ironers, dryers, auto- 





matic washers reviewed in last session of season 





— 


quvenyy J 


til Vint 





ees en Get This 
2 ewer S90 the RIGHT Line! Minimum Stock 
Hom -_ Assortment that 








ma BURGESS is America’s Best-Known 
, ~s Line of radio batteries. America’s best- Serves Over 
, di a sellers, too! Cash in with sales on the 
juroy tradition of quality that has made 63% 
a Burgess Batteries famous throughout 
4 i the world. And remember BURGESS is 
' the complete dry battery line—the line of All Portable 
‘ that helps you sell all portable radio bat- 
Aun tery customers! Radios 
he. 6 No. XX45 6744 v. "8" 
‘ 6Ne. M30 45. 8B" 







oat “ The RIGHT Promotion bMe63 4%. "A" 


6 Ne. 4F Te wv. “A” 
48 No. 2R ev. “A” 
3 Ne. FOAG0 72, 


FREE SALES-BUILDING KIT— 


Includes a sturdy floor display mer- 












Hud chandiser that puts your minimum stock 9 and 90 v. “A&B” 
battery assortment out front where they 3 Ne. T6260 7%, 
sell themselves; a big, bold 9” x 22” 9 and 90 v. “AGB” 


window streamer, a lively new counter- 

window card; new enclosures; ready-to- 

run ad mats; dummy display cartons; 

and the big, new 1950 Burgess Replace- 

Home Economists Meet ment Guide that answers all your 


replacement questions, your 
gk Tniputor 
A pitti about this 


nd The RIGHT Advertising 
—_ Burgess Portable 
BURGESS is advertised in leading Battery Promotion and how 
national magazines with a heavy con- to get your FREE Sale- 
centration of male readers—your bes Builder Kit of Promotional 


Material. 












battery customers. Eye-catching, color- 
ful advertising all during the portable 
radio season will pre-sell millions of 
portable radio battery users—will pre- 
sell your customers on Burgess quality 
and long life 


Eee) GURGESS BATTERIES 
; * rdinote the functior tf home economist with ie progroms 
rom left t sht ore Beotrice t 5, Grayber, Detroit; M Cassie 

. eld = Aoagy tein meen sgh coe at on America’s Best-Known Line of Portable Radio Batteries 
M alr ndrew f Hotpoint s Ruth nd stratton.Warrer 
Kor : 
e MacLuc 
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Get The Most for Your 
Oil Heater Dollars... 


Buy The Heater 
with This (>) Control 


«The OIL CONTROL 
BACKED BY A 
NATION - WIDE 
Factory -Trained 
SERVICE 
ORGANIZATION 


When the oil heater line you 
stock and sell is equipped with 
A-P Safety 


can promise extra value in 


Oil Controls you 


heating satisfaction to every 
customer. That's a perform- 
ance-proven fact 

And to back up that prom- 
ise, A-P has est 
vervice Stations in leading 
cities throughout the Nation 
» serve you. Each is factory 


ablished pac ial 


era, equipped 


A-P COMFORT MASTER Thermo 


static ht Control Kit 


Ing’ convenience 


Another Important 
Advantage 


COMFORT 

1 Pumping witl 
OILIFTER Writ r con ne i 

NATIONALLY ADVERTISED Oil Control A 


HUTOMAT PRODUCTS COMPAM 


North Thirty- Second 


DEPENDABLE 
Coutrols 


SYMBOL OF BETTER OIL HEATING 


4 


Appliances in the Magazines 
WOMEN’S SERVICE GROUP 


Women's Home Cunpesien 


t House With A American Home 


McCall's 


Parents’ 


Good Housekeeping 


House Beautiful 


4 * 
Mixe iit 


Family Circle 


Knowing Ways for Home Freezers 


True Story 


HOME ECONOMICS GROUP 
What's New in Home Economics 
HOME SERVICE GROUP 


Better Homes & Gardens Ma 


Practical Home Economics 





Successful Farming 


Means 


FARM GROUP 


Country Gentleman 


Canadian Dealer Association C. E. Michel Retires 
Holds Toronto Convention After 43 Years Service 


M 





a ‘ ; 
A ro P 
sll salt sete 


Full-Line Display 





Valve Handle is Concealed 


It is one of the safety features of this modern Radiant Circulator. To 
turn on the gas, it is necessary to first open o little side door to get at 
the handle. Made for any gas—25,000 B.T.U.—A.G.A. approved. The 
air shutter is specially designed to resist dust closure tendencies. Finished 
in brown, vitreous enamel with maple trim. Dress guard and reflector are 
chrome. Built in the traditional Armstrong manner, the Model 925-R is 
good to look at, will produce healthy heat and last for many years. 19” 
high, 12” wide, 11” deep 


TODAY'S 
BEST BUY IN 
PORTABLE 
MODEL PAT DONOVAN ottroct rowd to the sho » Soct , IRONERS 


Motor is entirely enclosed in 21” roll. Thermostatic heat control. Weighs 
only 30 pounds, easy to carry anywhere in the house. Finished in gleam 
ing white baked enamel and chrome. Priced for volume selling at $49.95 


Main Floor Mass Display Pays Off for Sachs retail. Slightly higher west of the Rockies and Canada 


Order trom your Jobber or write for detoils 
ond discounts 


Visit our Exhibit June 19-29, American Furniture Mart dal aa | 
Ch 17 Fleor, 63 
‘cago joor, Spece IT’S AN 


ARMSTRONG 


DEPEND ON IT! 


IT’S THE BEST 
OF ITS KIND 








Rich's stocks good taste as 


well as appliances for dis- 











criminating Tulsans. Ornate 
lamp», table settings and 
items used with appliances 


draw traffic, get extra sales 


’ 
ey 


WEALTHY TULSANS |i} exot . { spice . M h fitir } experience in + father's gift 


He Sells Good Taste 





How to Lay a Trap 











UNUSUAL | “ APPLIANCES w 
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GREATEST, SHOW 


CONTINUOUS PERFORMANCE! 






t 


* 


I 


> er 


i 





io i, 


mn 


ve Jin 








Tl 


By 


a 


If you are interested in new products 
new services ... new industrial developments 

you'll follow the parade of advertising 
pages that marches through each issue of all 
McGraw-Hill magazines. 

Alert executives and technical men 
eagerly scan these advertisements for infor- 
mation essential to their business. Few buyers 


feel that they can afford to miss them. Read- 







Publishing Company, Inc 


,. ae 
McGRAW-HILL ¥“«/ 


330 West 42nd Street, New York 18, N.Y 


q rade 


AA? TA R TH! 
} j\ tA t 
Net teed ce he ce pee . 


EXCITING! EDUCATIONAL! 


ALWAYS NEW! 


ing these pages regularly is a sure way of 
keeping right up-to-the-minute on the de- 
velopments in your field. 

Add this fact to the wealth of news and 
information provided by McGraw-Hill's staff 
of over two hundred editors and over four 
hundred field correspondents, and you know 
FOR THE FACTS OF INDUS- 
TRIAL LIFE, TURN TO McGRAW-HILL 


why men say 


. j 
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kw 


‘ ty Gibson Refrigerator Co. 














? 
MYTELKA-ROSE CO., Newark, N. J. has been made a distributor of Gibson 
efrigerators, ranges and home ftreezer l nnsor xibson general sales 
nager signs the franchise as [ Mytelka (left) and Fanning Rose look on 
tanding are G Ree manager ‘ sit r le Frank Merizon. Gibson 
Tele King Corp Du Mont Laboratories, Inc 
T 4 £ M %. £ LV E 7 i Blackman Sales Co., Los Angeles t n 
Calif., : 
Arthur Fulmer, inc, Memphis, Tenn 
“Put me out where folks'll see me . . I'll do 90% of James A. Walsh & Co., Houston, Tex 
. . P Arthur Fulmer of Ky. Lowisville. K 
your selling for you. All you have to do is close the Holcomb & Hoke Mfg. Co., Inc 9 . , 
: ear 
deal . . get the signature on the dotted line! Piscenee Steve Ce 
“That's easy, too, because Mrs. Home Maker will H Cao Celeen tu. tien 
marvel at my beauty and utility . . and, the man of Tennessee Pump & Supply Co., Jackson, Angeles, Calif , 
the house—who clings to the family purse strings— ne , a : 
orren tre \ uston ex 
will cater to her whims when he glances at my Senorel Blectvic Susely Cor, Weustes ‘ 
amazingly low price. SUCH VALUE! Tex , i Majestic Radio Television, Inc 
Veorgia t bupply © ugusta 20 
“Low price, yes . . but your fair profit's there. You'll Noland ( 1c, Jackson, Miss 
profit more with the sale of Wagoner Water Heaters Air Conditioning Assoc., Newark, N. J 
es . Applhance nc, Atlanta, Ga 
and Ranges than any similar items. ites Wiendtiainn Co. % tate. Sanit Cities Cai. We 


“MAIL THE COUPON BELOW for 1950 Wagoner Book- Blutts Electric Fixture & Supply Co, Coun. Electric Wholesale Supply Co., Jackson 






; : ° cil Blutt } Mich 
let in color, showing complete Wagoner family Sechor Marsden Ce.. St. Lovie, roup Part Syracuse, N. Y 
of Water Heaters and Ranges. DH. Snyder & Co, Hamden, Conn Ott Distributors, Inc., Harrisburgh, Po 
; yr’ Air Systems, |r tratford. Conn Pan American Electronics, Laredo, Tex 
= \ it gives complete facts, too! Sisdip Cltts Bi, Renteiien teh 
: er 
et 
ay American Thermo Appliance Co W. W. Welch Co 
\ \ \—_ | Irv t >! ~ Ir New 
YTo . ! V ork . . 
\ \ | i | 
Ar nces n Atlanta Ga 
\ Ne =” a= Ker E t Pittsburgh, P 
Shirley Corp Carrier Corp 
MR. W. G. WAGONER, President c orf 
America & Southerr Corp., Noshville 10, Tennessee Jensen-Byrd (¢ Sp ce. Wa , . " | 1 Air & Lite Corp., Pitts 
Please send me booklet £65 which describes the complete line of . 
Wagener Products—free of charge ond without obligation, of courte 
NAME 
Tracy Mfg Co Apex Electrical Mtg Co 
STORE NAME Truc Distributing C Spokane, 
A 
ADDRESS Kemp Equipment Ce. tac. Rech 
N_Y 
_ Gould-Farmer Co. Inc, Syracuse, NY Appliance Mfg. Co 
RTA Distributors, Inc, Albany, N.Y 
Teldisco, Inc., East Orange, N. J Philadelphia Wholesale Distribu 
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tors, Inc., Allentown, Pa., 


4 


Cameron Corp 


W. A. Nixon Sales Co. 
ton, N. J : 


ASCO 


AUTOMATIC KITCHEN 
VENTILATORS Rutenber Electric Co 


Appliances, Inc., Atlanta, Ga., ha 
© For CEILINGS and INSIDE WALLS rauae ie i Mari 
Easy Washing Machine Corp 
Radio Specialty Corp New 
= BARTS SERVI 


Interstate Engineering Corp 


Appliances, Inc., Atlanta, Ga., has 


Re 


Tray-ler Radio Corp 


Appliances, Inc., Atlanta, Ga 


i i 





Mitchell Mfg. Co 
tAN A 


wi pa . m cerings al RTA Distributors, Inc., Albany, 
Sorte through cabinets N. ¥ 4 listrib 

Models 1020-102) Bw rae 

10°) “CEL-N-WALL” [or 

VENTILATOR 


Mounts any where 





ors 


stove 


Knapp-Monarch Co 





@ FOR OUTSIDE WALLS.. Appliances, Inc., Atlanta, Ga., 
, f Knapy pt You can add to your 
service profits thru 
the saving in time 


and labor. 


Models 
840-844 Sanitary Refrigerator Co 
(8) Appliances, Inc., Atlanta, Ga., 
1040-1044 
(10 





Westinghouse Electric Corp 


. 
| AUTOMATIC OUTSIDE WALL VENTILATOR The Kane Co., Cleveland, Ohio look for this 
. } . 


© Lo con! Quick cm nan “= ONE-STOP source near you! 


Move » 
asta lif , ne ; Atlas Tool & Mfg Co A-E Master Electric Sh 5 t y, Uteh Pearse! Appliance Corp, Cleveland, Ohio, and Del- 
' a Akron Washer Parts ( hkron Oh os. Texes 
Appliances, Ir Atlanta, Ga Altied Electric Applian ne ip D | Pheland Sons, New York, M Y., ond Newark 
Po NJ 
American Electric Washer ve 1 Oo Precisen Ports Co, Akron, Ohic 
Appliance Parts Co, tn ' Prtcherd Electric Co, Oklohome City, Okla 


Appliance Parts & Serv Lo oartle nd Se R ond 3 Parts Co... Milwoukee, Wie 
DOUBLE YOUR SALES "bene, Wank Radio Euctric Service Co. of Penas., Philedeiphla, 
with FASCO’'S new 











Arcend’s, Hartford, ¢ ba 
Schwitzer Cummins Co Cooper Washer Ports, inc. Siows City, lows Refrigeration Equipment Co Kensas City, Me, 
} i Detroit Applance Parts ( Detroit, Mich Wichite, Ken, end Topeka, Kon 

Active Ventilator p= neon. ta Atlanta. ( Electric Appliance Parts, Waterbury, Conn Retrigeretion Supply Co., Herrisburg, Pe 

D | FREE pPpiia es oa a, Lua Finch's Washer Ports Co Grond Rapids, Mich Retrigeretion Supply Co, Richmond, Ve 
Display eal. 2000 Housekeeping Shop, Boston, Mass J. Roberts Engineering Co, Springfield, Moss 
. rn sopher Applience Ce Minneapolis Minn erveli Ce, Detroit, Mich 
| limited offer! Hurry Home Electric inc, Youngitown, Ohic Shand Radio Speciaities, Flint, Mich 
Wallace Johnston Applian « n Memphis, Te The CW Seth Co, Chicege, iil 

| Ray Jones Washing Mach ne Ports & Service Co Storr Electric Supply Co, Houston, Texes 





Keystone Wosher Parts Co, Philadelphia, Po Trible’s inc, Washington, D C 
Kiinker Brothers, Cincinneti Ohio Wesh Machine Ports & Sales Co, 3t. Lows, Mo 


WRITE, WIRE or PHONE for « Arrow Petroleum ( Forest Mar-Cone Applionce Parts Co, St Lowis, Me Wosher Sales & Service Co, Pittsburgh, Pa 
inforn st 





D. W. Whitehead Mfg Co Denver, Colo C E Sundberg Co, Chicago, Iii 


. . . Ww L May Co, Inc, Portiand, Oregon Woshing Machine Parts Co, Inc Los Angeles, 
at + FASCO Indu es, Im ! Park, Ill Midwest Applience Ports Co., inc , Chicago, til Colt, Sen Frencisco, Colif, ond Sen Diego 
lini St.. Rochester N.Y. (Phono Minnesota Appliance Parts Co. St Paul, Minn Calit 

HAmilton 1800.) . ’ {ig Morlev's Wosher Ports Co. Buffalo. New York Wyner Ports ond Service Co. Rochester, MY. 





Authorized Members of the— 


Tele-tone Radio Corp 
Fa ay f a eemeremmmmmmmmmemm § APPLIANCE PARTS JOBBERS ASSOCIATION, INC. 


ROCHESTER 2 wtw yvoRrn« ' . - - ’ U ve ia CALEY ' 
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It's Designed for 110-Volts! DISTRIBUTORS APPOINTED 


Not just a modified 220-volit tumbler! The Taylor Sum 

mer Breeze is the only family-size electric clothes dryer 

on the market that is specifically designed to operate 

efficiently on 110-volts. Its exclusive method of auto Norge Division, 
matic drying is based on low heat. plenty of air. . . Borg Warner Corp. 


dries quickly. produces no lint or condensation. : Leidy Electric Co., Phillipsburg, N J. 
Peerless Pacific Co., Portland, Roskin, Inc, Middletown, N. Y 


Ore., has been made a distributor Rutkin Electric Co., Asbury Park, N. J 
ot Norge heating equipment tor 





Washington 


eq f Atwater Television Co. 
—/aytor Stewart-Warner Corp. ve new distributors |} 


distributo 
oe ee a , pp Atwater 
SUMMER Oe eee, ae 
Chambers Electronic Supply Co., Cincin 


BREEZE Pacific Stationery Co., Portland, Ore 
nati, Ohio 


Western Gas Appliances, Inc., Salt Lake Link & Co., Buffalo, N. Y 


te veer Ciy, Ores Milmore Distributing Co., Detroit, Mich 
DRYER Sun Lumber Co., Woonsocket, R. | 
Emerson Radio & Baerco, Columbus, Ohio 


$ 95 Phonograph Corp. 
139 Andrea Radio Corp. 


Emerson Radio of Florida, Inc., 

nal lrctributy ; 

Retail ee . = MSIOUIOR Ct Ramsey-Bennett Co., Cleveland, 

slightly higher | eee ' , aieinaas n Ohio, has beer made northeastern 
iorida 


in West Ohio distributo Oo ndre tele 





vision ecel 


Fowler Mfg. Co. 


Coleman Co., Inc. 


st ittors hav been 


It's Priced for Budget-Buyers! a0 G ted by the Fowler Mig. C 


of water | 


heaters 

This automatic Clothes Dryer is priced where a 110-volt Coffin and Wimple, Inc., Bangor, Me 

dryer should be-—under $150. Your customers will be Harris Supply Co., Inc., Mobile, Ala Givin 

seeing it featured editorially in Living, House Beautiful Elcon Products, Minneapolis, Minn J. A. Walsh & Co., Houston, Tex. 
and other favorite magazines . . . be ready when Appliances, Inc., Atlanta, Ga 


they ask you for the Taylor Summer Breeze. aoe : roa Pg ered _~ 
elson mall, Portland, Me 


of the Coleman 


John Meck Industries, Inc. 
In Chicago: Space 108 17th Floor. Furniture Mart 


THE TAYLOR CORPORATION 


Allionce . Ohio 


Coolerator Co. 


Morley Bros., Saginaw, Mich., 


ave been amed_ distributors 


Fall Radio Supply Co., Canton, Ohio h 


WwW ha M. W. Zimmerman, Springfield, Mass 
Harry W. Olson, Minneapolis, Minn 
Frankel Electric Co., Rock Island, Ill 


C & H Home Service, Des Moines, lowa 





Mullins Mfg. Corp. 
SAY LEADING Another Landers, Frary & Clark _ Coenen Besalining Oo. Chester 
MANUFACTURERS * Guardian _ Three new distributors of Univer- ra j 

for Installing First | | 


AUTOMATIC Admiral Corp. 
WASHERS 


This sardian Inlet Control Valve will 
answer your installation problem That's No. 1800 Series 
what leading manulacturers of automat 





I } ungstown kitchens 1 





Inlet Control Valve. Brass or Chro 
washers tel! their dealers in their service mium finish. Left or right hand hose 
bulletins. You can cut costs to the bone outlets. Standard 44" LP.T. male and 
on every installation by using this female ends at outlet and inlet of 
through-waterway Inlet hose con 
nection male for %“ standard hose 
coupling 


Guardian valve which is especially de 
signed for automatic washers. Simpl 








plumbing problema saves installa 





tion time saves cost of extra tees 
ells, nipples, ek Provides dual outlets 
for hot and cold woter with valve con 
trolled inlet supply to automatic washer suardian ave sno . mane 
and through-waterways to existing fau tay thread itiet male tor standard 
cets or tub lines ry a pair on your 
next inst ttion and see how you can 
save! Write for complete specifications 
and typica Ippheoation drawings given 
" ; , Guardian 
in Bulletin V 102 om the bod 
valve. All 


valves are Guaran 
teed Valves 


*Names on request 


MAIL COUPON NOW 


Guardian Products Cors., Valve Division Dept 
£.2, 1215 €. Seeond Street, Michigan City, tnd, 


Please send me bulletin V ‘0? 


PRODUCTS CORP. STATE DISTRIBUTING CO., Jacksonville, Fla., has been named a distributor 
We Va, Ml aliiel. for Admiral Corp. Wallace C. Johnson, Admiral vice-president in charge of 
sales, Charles Birchwood, sales manager for Florida and Harry Lever, Admiral 
regional manager watch Jack Stein, president of the newly formed distributor- 

ship, sign the franchise 
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What does he mean—“One of us’’? 


You know what he means. Joe spells his name right. 

His religion is right. His folks come from the right 
g e £ 

part of the world. 

Yes, maybe Joe is O. K. 

But the fellow who says “He’s one of us’’—that fel- 

low isn’t O. K. He’s intolerant. Blind, unreasoning 

prejudice makes him think he’s better than some- 

body else. 

In your employ there may be some prejudiced folks 

like this. They may work for you... but they don’t 

work together with others for you. Not very well they 


don’t. And you ought to do something to show them 


Post ‘hese 











messages in 
a pud ie 
place! 
Copies are 
FREE 
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how wrong they are. You ought to do it for America’s 
sake... for your own sake. 

The Advertising Council is asking you to join hands 
with it in promoting fair play to all regardless of 


race, religion or national origin. 


Display one of these posters in your office or your 


factory. Let men and women of good will know that 
there are other men and women of good will who 
believe as they do. 

Help make yours a more friendly community in which 
more personal and direct methods may flourish and 
take root. 


It will serve you while it serves America, 


write fo 
THE ADVERTISING COUNCIL, INC. * 25 W. 45TH ST., NEW YORK 19, N.Y. 


A non-profit organizetion representing oll phases of adver- 
tising, dedicated to the use of advertising in public service. 


Accept or reject people on their individual worth, 
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meee ee EE EE 


SURPRISE PACKAGES 


MAW FE 


aa? 


FURNITURE MART 


ring 


ve 


CHICAGO 


Handle 
with 
CARE 


means 


sion sets 
warehouse hon 


Wrapabou! pro 


Handle 


with a 
ft TV Wrapabout 


WEBS MANUFACTURING COMPANY, 2918 N. 4th St., Philo. 33, Pa. 


Send Wrapabovut prices and information on 


set model 








After the Police Arrived 


CHICAGO POLICE hod restored order and Mrs. Otto Ronovsky had won a Gib- 
son range when this picture was taken. Officials of Motorola-Chicago re- 
quested the help of police ofter a crowd of 600 descended on a neighborhood 
cooking school they were sponsoring. Drawing card at the school was offer 
of free Gibson “piggy banks From left to right are Ted Allen and William 
Lemanski of Motorola-Chicago, dealer John Wiatrak, and Jerry McCann 
Motorola-Chicago 


DISTRIBUTOR NEWS 





Televised Training Clicks Name Stanfield Manager 
For Chicago Distributor Of Walker Martin Branch 


\ distributor's 


Anchor Distributing Runs 
Series of Video Shows 


All-State Distributors 
Name J. F. McLaughlin 


P . Teldisco Appointee 


arr 


Robert Gross Elevated 
To Executive Position 


K 


EDWARD ERBE has been made sales 


manager for Teldisc Inc East 
Orange, N. J., distributor 
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Albany Dealers Stage Show 


RAISED PLATFORM on sales floor of Niagara Mohawk Power Corp., Albany, 
N. Y., was center of attention during month-long laundry show conducted by 


Capital District Appliance Dealers Assn 


Each of 12 manufocturers repre- 


sented was given two days on the platform to demonstrate his products 


LEAGUE ACTIVITIES 





Jamestown Group Adopts 
“Enterprise” Resolution 


Colorado League Holds 
Three Day Exhibition 


EARLY ARRIVALS ot the Chattanooga Electric League's banquet, a feature of 
and Mrs. S. R. Finley ond C. B. Osborne, 
Finley was the principal speaker at the 


the city’s Electric Week, were Mr 
right, general chairman of the show 


banquet 


14 and 15 
t of the spon- 


Electric Institute Begins 
Air Conditioner Drive 


lectric Institute of Washing 


launched a tour 


is 
as 

tional program on room 
rt e campaign began 
al 


spaper tising in April 
tly in a s radio and TV 


and window displays 


Carolina Dealers Set Up 
Association in Columbia 


lealers, their 
Carolina 
ganized 
ealers 
Colun 
held the 
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SOUND REASONING 


WHY oe eerie te 


oe) 


o 
(Ke ep BRE L: is 


a 


pi NAIR COOLERS 


SELL FASTER AND GIVE 
LASTING SATISFACTION 
TO CUSTOMERS 


41 YEARS of air conditioning leadership. 


napintas «snare ee act 


Finest tooling and modern machinery with latest 
production techniques assure top quality at lowest 


prices. The best air cooler value money can buy. 


A model for every requirement, the most complete 


line of sizes and models ever offered the trade. 


Sound backing with eye appealing, confidence 


building, modern and complete sales aids. 


Dynamic nation wide newspaper, radio and 


magazine advertising. 


Advertised in LIFE, TIME, BETTER HOMES & 
GARDENS, HOUSE BEAUTIFUL and others, 
Heard on coast to coast radio networks. 
Why not sell the fastest moving, profit 
making winner — SELL SNO-BREZE. 


PROVEN BEST BY FIELD 
PERFORMANCE TESTS 7 


Write today for free literature. 
PALMER MFG. CORP., Phoenix, Ariz. 
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LEAGUE | 
ACTIVITIES | =e AIPA 
| «“w™ 
cy 


Chattanooga Electric Show 
| Awards $10,000 in Prizes 


Prizes valued at $10,000 were 
awarded to visitors at Chattanooga's 
annual Electric Show, held this year 
in Memorial Auditorium from April 
24 to 28. Sponsors of the event were 
the local electric league and the Elec- 
tric Power Board. Forty-eight ex- 


FIN IR oy AWD HOMME & iP pF oi hibitors used 80 booths in displaying 


4) | appliances an1 special exhibits valued 

FREEZER t 2 i : at approximately $500,000 
——— The league was host at a banquet 
Dealers Sales and Factory pro- during the show for representatives 
ti 1 of manufacturers from other cities. 
duction records te BEN-HUR “a : S. R. Finley, general superintendent 
“America’s Finest,’ and fastest e of the Power Board, was the principal 


moving freezer. speaker 


2 
And no wonder! With all of the plus values BEN-HUR offers... Contractors Group Plans PEDESTAL FAN 
a jont for 
three classic modern models with Ben-Hur Blue Color Trim to suit TV Service Guide Book cir as erly 
Has eye appeo 








every demand . . . separate freezing compartment . . . sturdy construction Philadelphia's Television Contra 


for a lifetime of satisfaction... all-around insulation that cuts operat- tors Assn. is planning to publish a 
ry , : : . lelev 
ing cost, improves performance . . . and all of the exclusive BEN-HUR - at ' 
which will be distributed to set own 

features for safety, economy, convenience... it’s no wonder BEN- s by dealers and association men 
‘ . : ers 1 ~page bool t xplain 

HUR is setting the pace in the freezer industry. ere. The 16-page booklet will yee 
7 yorkings of television and what 


Make it your business to make BEN-HUR your business. he new owner may expect from his 
: : : . ntract. Cop 
Write today for full details and information about : = snataltat r 
/ “ : at ac é stallation y 
a BEN-HUR franchise. mage rvice men. The booklet will be 


ision Service Guide Book 


} 


é mantle pot request; distribution 
BEN-HUR MFG. CO., Dept. EM there “a through dealers is also planned 


634 £. Keefe Avenue, Milwaukee 12, Wisconsin 


AE ol > = Heavy Advertising Backs HASSOCK FAN 
. 


J 





Nashville Electric Show Sealed G. €. moter 


Never needs oiling 














Heavy rewspaper advertisir 
total of 102 radio messages, bill s 
ers mailed to 89,000 utility customer 
bu are wo street banners, thre 
billboar« and n “electri , 


proclamation b } r r were 


| in publicizing tl ashville Elec 
SPECIAL OFFER FOR THE FINEST cea 
TO DEALERS 
Flectric Fan Sales-Aid Kit Series of Six TV Classes Slimline 
For Tl Flectric Institu foston WINDOW FAN 
COMPLETE FOR ONLY se Space Heate- bo seats soutetel "5 sheesh senor 


VI Boston Institute Concludes 
ew 





and Ranges 


field 


This special kit includes two copies of SCOTTY 


the 16-page manual FANS FOR 


YEAR "ROUND COMFORT pre Peo-eet oz @iductebbie. 6° Yeo fer qpese heat. 

pared by the manufacturers to help you ers with 6” outlets, or 6-7" Tee for heaters 

sell more fans. Complete information aad ranges with 7” outlets. 26 gauge Tee 

on the use of fans in the home. This | 924 stub. 24 gauge ring. Stub "fe Tee. Roberts Named to Head 
Tee 10 For horizontal or vertical installa- h 

manual can help you tell your customers | tion, Built te the famous Field desiqn—more Rochester Association 

how many and what sive fans they need accurate, more sensitive for finer periorm- 


and how they should be used ance, greater economy. Rola 2ohert ™ 7 i Ad juesdabde 


ALSO—filty copies of 4-page con lent t Rochester Electri WINDOW 
sumer folde PLECTRIC FANS FOR J \ eding H 
YOUR COMPORT Perfect for con . . ] See! a VENTILATOR 
. ~7Fines I Mar Fis EE 
sumer aistriputior 


For Automatic 


CLIP BE AND MAIL TODAY! — “esting Units 
eeee eeeeeee field 


ELECTRIC FAN SECTION 4 
National Electrical Manutacturecs Ass'n TYPE “M 


15% East 44th Sereet, Dept. EM-6 


New York 17, N.Y FIELD Type “M” Controls serve you two 
Enclosed find $ for which please ways: First, as standard equipment on most 
send me.... blectric Fan Sales-Aid qutomatic heating equipment, they help as 
Kits, each consisting of two 16-page man- sure greater customer satisfaction through 
i 1 fifty 4-page folders precisely accurate contrel of drafts. Second, : 
a o eae EN ©PeS" . the Barochek mode! offers an opportunity for Brazier Succeeds Stone 
eas Eci'covings up te 05, grocer cease, tages | | lntermountein Post p< em aen oo 
Street & No furnace life, more even Veet. rrr aa 
City, Zone & State I t ‘if 


Write tor full details on Field Barometric W. Stone as managing director of the 
Dratt Controts. sh bie hig meres ot tae ete agg = 
Intermountain Electrical Assn., Salt 

FIELD CONTROL DIVISION Lake City. Mr. Stone } 


n has entered 
4 D CONEEY & CO MENDOTA, ILL 


azier has succeeded 





WRITE FOR CATALOG. 





private business 
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TV Handbooks 


TELEVISION SERVICING. By 
Solomon Heller and Irving Shul- 
man. McGraw-Hill Book Co., 
New York, N. Y. $5.50. 


ym Heller, an 
Radio 
n, chief 
on Corp., 
ed in writing what 


nerican 
ing Shul 
T l Tel evis 
“d 
a comprehensive, 
book on television 
that 
directed 


in language 
It is 
man whose 

ng is small 

whose quaintance 


is sketcl ind 


ng is not 


whose 
lent planning 


s the reacdet 

n to enable 

ry receiver 

sixth chapter sum 
troubles The last 
} ndividual 
object of 
localize the 
stage, and 
component 


reader 
detective 
defective 
discusses pos 
interference 
in Chapter Six 


TELEVISION COMPONENTS 
HANDBOOK. Technical Ad- 
vertising Associates, Chelten- 
ham, Penna. 











mi 


Terry 


7 


~ 



































“| STILL GET NASTY LETTERS FROM THE 
ELECTRIC AND TELEPHONE COMPANIES.” 


The book’s strong point is its analy 


ses of the effects on receiver operation 


§ almost every conceivable type of 
component breakdown, based on hun 
dreds of shop repairs and experiments. 
There is plenty of theory in the book, 
but it’s and it’s tied in with 
later treatments of service 


necessary, 


topics 


nomical design. Theor 
book, and derivations of equa- 
have been omitted 
What's included is information of use 
to the practici and techni 
ian, and only that. Chapter headings: 
Design Antenna Systems 
insmission Li nes; 
and Inductors 
ransformers 


y has no place 
in the 
tions generally 


ng engineet 


General 
und = T1 Trans 
I ! (V ideo I. F. 
nd Reactors 
n); Capaci 
Electro 
Resistor 


Mate 


llaneous 


nlotine 
ilating 


Misce 








Is America’s Best Known Dealer? 


You'll Find Him—And His Extraordinary Business 
Methods—Described in Ten Pages of Pictures in 


ELECTRICAL MERCHANDISING for July 








ELECTRICAL 


MERCHANDISING—JUNE, 


1950 


(eee 


ris “LOOKERS® 


INTO"BUYERS® 


WATER HEATER 


assures rust-free 
hot water always 


Here's the water heater that “clicks” 
with shoppers! 

Porcelined to prevent rust and cor- 
rosion, Fowler stands out as the water 
heater that gives users every assurance 
of pure, hot water always. More ways 
better, Fowler offers these points of 
superiority: 


Electric Water Heaters 


J Non-corrosive, longer lasting glass-lined 
tank assures rust-free hot woter. 

d Triple built-in insulation —dead air 
space; aluminum reflector jacket; 3 inch 
Fiberglas 

ao Eosy-adjustable temperature controls. 


d Sofe “Black Heat” lock-on, external type 
elements, 


provide efficiency, long life. 


J 20-year prorated warranty. 
d Approved by Underwriters’ Laboratories 


d Capacities: 5 to 80 gals. 
models, 30 and 40 gals.) 


(Table Top 


40-ga!l. Fowler Electric Water Heater 


Gas Water Heaters 


oJ Rust-proof, porcelain-lined tank, 

od Extra heavy insulation from top of tank 
to bose of combustion chamber, keeps 
water hot longer. 

d Snap-action thermostat, easy tempera 
ture adjustment, 

do Over-sized tapered heat five provides 
8% more heating area. 

d Economy, one-piece raised port burner 
— burns all gases. 

ad 15-year prorated warranty 

J AGA approved. 


of Capocities:; 22, 33 and 44 gals 


LOWEST PRICED! Fowler is lowest priced of all non-corrosive 
tank water heaters being offered to independent dealers. Sales- 
wise... profit-wise, FOWLER is o natural for your store. 


omy] (ee 
FRO WINES 


{ MANUFACTURING COMPANY 


2545 S$. E. Gladstone, Portiand 2, Ore. 


Please send complete information about Fowler Electric and 


Gos Water Heaters 
Dealer 

Address 

Dist ibutor 


Address: 
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Cool, Filtered, 
Washed Air 


PROFITS SOAR 
Selling Low Cost 
Washed Air Comfort 





SELL ESSICK Revolutionary 
Pour In Units - Installed 


In Five Minutes - No Piping 


OVER 7,000 DEALERS 
Nationwide, Sell Essick 


Packaged Comfort 


18 Models 


Domestic And Commercial 


Aggressive Dealers Write 


ESSICK MANUFACTURING COMPANY, Dept. | 


1950 Santa Fe Ave 


Los Angeles 21, Calif. 


Plants in Los Angeles, Colif. and Little Rock, Ark 


More Manhours 
Saved per dollar 





GLEASON “5505” Aapliance 
Handler is easier to use! 


The right way to handle ap- 
pliances is the easy way, with 
a Gleason “5505" Appliance 
Handler. Finger-tip balance 
under load, turns on a dime, 
big 10 ball bearing puncture- 
proof tire wheels. Heavy felt 
padded support plates, and 
safety webb straps. 23 feet of 
securely welded steel tubing 

. topped off with a beauti 
ful white finish. Ask your 
jobber, or write the factory 


SON CORPORATION 
tte Tdi. Bahl oe }, Wis 
DISTRIBUTORS A bow select tes 


e minded ditt 


ritortes still opea 


ulorm 
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yy nebest deal 


for dealers 
HUSKY—The on/) 


hand-oper- 


ated freezer 

on the marker 
backed ky a guar- 
antee! Modern in 
every sense~— 
styled-right, 

built-right! Sells on sight. Quick wrn- 
over, with generous dealer profit. 2-, 


4-, O- quart 


DOLLY MADISON 
ELECTRIC .... The 
queen ot all! Amod 
ern home appliance 
to be proud of! The 
>-quart size oper 
ates with fhe con te 
cube trays! A red-hot high-profit item 
Avail 


fents of thr 


ible also in 4- and 6 quart sizes 


Truly Modern Freezers Backed 
by Modern Helps for Dealers 


Tad and an 
me 


onde 


ke 


t. BRE write tropay 
THE J. E. PORTER CORPORATION 


America's Largest Manufacturers of Home 
82 Years Old 
504.4 BROADWAY + OTTAWA, ILLINOIS 


lee Cream Freezers 


DEALER SALES HELPS 





FRIGIDAIRE 


AGES 





DOOR OPENER for Frigidaire ranges automatically opens and closes oven door 


making a floor display in constant motion 





G-E PROMOTIONAL PACKAGE to oa 
Father 
folder, di 


events like June wedding 


lealer ad mat proofs, display 


tional help 


M Fo er 


Dalliance. 


OTENNA, ROTOR 


COUNTER DISPLAY /{ 


Me 


EL 


splay ra mony more 


Complete with color card display 


radios for 


Contains 8 


prom 


dealers in selling G.E 


ion day 


receiver sales and 


BACKGROUND DISPLAY for the Gen 


ctiec iismwasher serve 


ne 
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Another 


PROFIT-MAKER 


CONCO 


r 


The Sensational, New 


CONCO 


PORTABLE 
ELECTRIC RADIATOR 


RETAILS 


Regularly at 


$22.95 


4500 BTy Provides quick, 


abundant heat where 
and when wanted! 


OUTSTANDING FEATURES 
SAFE Underwriters’ Approved. 


Uses no water, steam. 
Fully enclosed heating element. Even 
at tull heat unit will not cause a 


serious burn if touched. 
FAST Begins heating as soon 
as plugged in. Consumes 
1320 watts, A. C. or D. C., emitting 
4500 BTU’s per hour, the equivalent 
of 1834 sq. ft. of steam radiation. 
Weighs only 28% 


LIGHT pounds. Easily port- 


able, nicely balanced. Compact, size 
23” x 7” x 19”. Smartly styled. 


ECONOMICAL 


Costs approximately 2 cents per hour 
to operate (average rates). Saves on 
regular fuel in spring, fall, through 
winter. 


101 HOME USES 
®@ IDEAL in nursery, EEE: ‘ 


bath, on porch, in base- 
mem, bedrooms, laun- 
dry, playroom, cottages, 
workshop RIG HT 
Convenient carrying 
handle folds over { 
double as handy drying f 
rack 

WRITE tor complete information 

this outstanding sew product 


fee), leeme ds, (cil. ii3-i), lem fe) 1 4) 
Divisicn of H. D. Contey & Company 
Mendota | 


~+ 


to 


oo 


row 


AFFILIATES: 
CONCO MATERIALS HANDLING DIVISION 
Cranes -—— Morsts 
CONCO BUILDING PROUCTS, INC 
Brick Tile — Store 


ELECTRICAL 





MERCHANDISING—JUNE, 


DEALER 
SALES HELPS 





KITCHEN VENTILATORS mounted 
on demonstrator display, developed by 
FASCO _Industries Rochester 
N. Y. Over five ft shows con- 
struction installation and 
All 


demonstration 


Inc 
high 
operation 
design features of three models 


ire wired for plug-in 


ee AD j 
DISPLAY STAND being offered deal 


ers on cooperative 
& 

Tenn., ¢ 
¢ 


basis Hunter 


Ventilating Cc 


by 
Memphis 
display their package attic 
Designed s 


Fan 
uw that fan on display 
Ss mounted exactly as installed in a 
home 


TRADE-IN PREMIUM offered by 
Lewyt Corp. t 
deaiers 


their vacuum cleaner 
trade-in 
This 
for 


onswer ft treir 


problems during summer m ntns 
1-piece family picnic ttered 


set 


alf price through | dis 


for over 


used 


, # hing kit 


1950 


SELL RITTENHOUSE Quality 
with CONFIDENCE and PROFIT 


AND HERE'S WHY 


TROUBLE-FREE PERFORMANCE 
Engineering design ard 
expert croftsmonship of Ritterhouse 
Door Chimes erable you to sperd 
your time selling 


materiols 


not servicing 


EASY TO SELL—STAY SOLD 
Rittenhouse is the line the public 
Every Rittenhouse cus- 
Thot's 
Chimes 
melodious, 
golden tones; toke pride in the smart, 
beaoutiful styling oppreciate the 
odded note of gracious living, tong 


knows best 
tomer is a sotisfied customer 
Rittenhouse Door 


owners enjoy the clecr 


becouse 


life and trouble-free operatic 


PRE-SOLD FOR YOU 

Notional advertising over the yeors 
hos mode Rittenhouse the door chimes 
the public knows best 


> 


TitS RD NO. 72 DISPLAY 
1S A COMPLETE 
CHIME DEPARTMENT 


So take odvontage of this 
profit opportunity. Write for 
complete information obovt 
the door chime line that hos 
valve and qvolity in every 
model. List prices from $3.95 
to $94.50 


Get into the profit-making door chim» business 
with this ottractive display boara. Your customers 
will see and heor the various models and oc 
wolly sell themselves. You can get a new dis 
ploy board now for the price of the chimes 
clone. Several boards to choose from. Write 
today for complete information 


| 


B  Lillenttecuse DOOR CHIMES 


RItTTENHO Se MPANY N ( 


wen St. Hones 





Manuracturers’ Agents 


Are You... 


LOOKING FOR NEW LINES? 


Frequently ELECTRICAL MERCHANDISING receives re- 
quests from manufacturers who are looking for representa- 
tion in your territory. The products might range from 
electric housewares to refrigerators or laundry equipment 
to ventilation equipment which appliance—radio—televi- 
sion dealers sell. If you would like us to suggest your name 
when we receive such requests, will you please supply us 
with the following information 


NAME . 


ADDRESS CITY STATE... 


Products you now handle 
Product Manufacturer 


Types of products you would like to handle? 


Territory covered 








How many salesmen do you have? 


ELECTRICAL MERCHANDISING 
330 W. 42nd Street New York 18, N.Y. 
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Send for our FREE manual that 
ives complete information on 
ow to set up a METER PLAN 

CAMPAIGN using our METER 

MATIC BANK METER with the 

Carry Back bank. 


International Register 


2626 W. Washington Bivd. 
Dept. 650-5 


Merer-} (EZ: TIC 


UNIVERSAL 


ELECTRIC SEWING MACHINE 


1 bul 
built to perform 


ATTENTION: 


~~, WHOLESALE DISTRIBUTORS 


We invite your in- 
quiries regarding the 
wholesale distribu- 
tion of the Universal 
Sewing Machine 


Protected territories— 
closest possible coop- 
eration. Some territo- 
ries still available 


STANDARD SEWING MACHINE CORP. 


114 W. 27TH ST 
NEW YORK |. NY 
LOS ANGELES 


569 5. SAN PEDRO 1929 S. WALST 
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Co. 


CHICAGO 


ETER 
with the Comy Sack BANK! 


The METER-MATIC BANK-METER is the only 
meter that has a coin bank which the customer 
can remove and bring in to you each month for 
making payment. 


Dealers who realize the importance of the MASS 
MARKET to gain larger volume in the sale of 
appliances are making good use of our METER- 
MATIC SALES PLAN. The majority of major 
household appliances are bought by the lower 
income groups and this easy purchase pian is 
just the thing for them. It does not impose any 
hardship on the dealer because 
of our Carry-Back bank which 
can be removed by the customer 
and brought to you for payment. 
Move in on this profitable marke! 
with our METERMATIC SALES 
PLAN. We will send all perti 
nent facts on request. 


STIMULATES SALES OF 
® Refrigerators 
® Television 
@ And Other Appliances 


Chicago 12, Hl. 


GREATEST NAME 
IN COIN METERS 


THE 
COMPLETE LINE 
FOR THE TRADE 


100 % 
UNDERWRITERS APPROVED 


AMERICAN MADE 


BUY FROM YOUR 
JOBBER AND ASK 
FOR “POLLY” 


Catalog 
and Prices 
on Request 


CHRISTMAS 
TREE 


ites 














We Cater to the Wholesaler 


LEO POLLOCK CO. 


Mfrs. 
NEW YORK 





13 


to 





NEW 
LITERATURE 





Chelsea Fan & Blower Co., Inc. 
A new 


information 


catalog giving full engineer- 
dimensions, pertorn 
all 


industrial, com 


Ing 


ance and prices regarding ypes 
of fans ior 
and 
has been ann 


Fan & Blower Co 
ton, N. J 


and sizes 


mercial residential applications 


vanced by the Chelsea 
Inc., of Irving 
Copies available without 


irge 


Cutler-Hammer, Inc. 


controls for more that 
models 
described in a 
itler- Hammer 


Specihic fit } 
individual refrigerator 


1925 


100K 
ilt since 
ler published 
Also listed 
und semi-commercial and com- 
vercial controls. Write for 
py of Publication CS-218 to Cutler 
Hammer, In 231 North 12th St. 
Milwaukee 1, Wis 


are 
by (¢ 


are a line of acces 


a tree 


Decatur Pump Co. 


The Decatur Decatur 


Pump ( 
the compl 


announce pietion ot two 


new catalogs which cover the entire 


Water 
50 is a 68 page book giving com- 


surks System line Catalog 


‘ 


details on Burks 
i 


deep wt 


plete new single pipe 
y ster 
Dual purp 

rhe 


Eeducet as well 


type l 
as details on the Burks 
} 


low well-deep well systems 


-Cl catalog covers Burks com 
condensation return units 
These catalogs 


and «dis 


FLIP CHART presents Magnovox TV 
t right at point of sale V 
born, central div. sales manager 
it to G. W. Ward 
ger of radio & television 
f & Healy 


ains |7 pages 


demonstrates mar 
deportment 
K. yon Cc 4 


tf facts on television 


in Chicag 


JUNE, 





when you need them! 


if you need Cord Sets, “Columbia” 
con provide the quality and service 
you need. 


CORD SETS FOR: 


@ Television 

® Radios 

@ Clocks 

© Refrigerators 
@ Electrical Appliances 
® Portable Tools 


“Columbia's” Cord Assemblies are 
made of the finest Underwriters 
Approved cord and plugs. 
We stock U/L ery hookup 
wire trom 22 to 16 Go. for im- 


mediate 10 
available. 


COLUMBIA WIRE & SUPPLY CO. 


2850 Irving Park Road 
Chicago 18, Illinois 


delivery. colors 


“National Distributors and Warehouse 
for Anaconda Densheath Television 
and Radio Wire and Cables.” 
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Sell these 


Deluxe Model 

No. 449 With electric dial light pow- 
ered by replaceable flashlight battery. 
Finished in gloss enamel ... choice of 
five colors ... with chrome trim in dial 
head. Fair trade price $6.95. 

No. 479 Same model in all-chrome 
finish at $8.95. a 


Low Boy Model 


No. 222 The scale that has no rival in 
value. Choice of five colored enamels 
with matching marbleized mats. Dial 
head all chrome. Fair trade price, $4.95. 
Ne. 227 Same model in all-chrome at 
$6.95. 


(In far west all models 50c higher) 


Write THE BREARLEY CO., ROCKFORD, ILL. 
NEW YORK OFFICE, 1125 BROADWAY 
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Eliminates Damages 
and Costly Claims 
NEW HAVEN 
QUILT AND PAD CO. 


PADDED COVERS 
FOR APPLIANCES 


REFRIGERATOR 
COVER 


$] 395 


Carrying harness extro 

Waterproof. Adjustebie to 

fit 4 to 10 Cu. ft. boxes 

Wroeps around completely 

WASHING MACHINE 
COVER 


$g.00 


Gives complete protec 
tion. Woterproof. Height 
49” diameter 31 


Automatic Washer 
Covers Onty $8 Eo. 


RADIO COVER 
$g.00 


Waterproot Completely 
covers all console mod 
els. Width 35 depth 
20", height 38 


Combination Radio 
Covers $8.00 Eo 


GAS and RANGE 
COVER 


$12.00 


Easy to slip on and to 
remove. Fits over bock 
guard, too. Width 42 
depth 28 height 
42 


Auto. Washer 
& Drier Cover 
$g.00 


Waterproof. Width 
31 depth 26 
height 39 


FREEZER 
COVER 


$13.75 


Waterproof Width 
54 A 31 


sizes oavailabi 


SEND YOUR ORDER NOW 
Always on Top 
Because They're Best! 


newW HAVEN 
QUILT & PAD CO. 


82-84 FRANKLIN ST. 
NEW HAVEN 11, CONN. 





ELECTRICAL 


NEW 
LITERATURE 
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Farm Electrification Bureau 


Report and Idea Work Book” was 
Competitive Fuels 
NEMA Farm 
and Rural Market Development Con 

mittee, 155 E. 44th St, New York 
ie ee factual 


tabulation 


produced by the 


Subcommittee of the 


presents a short 
ot the 
of LP gas 


growth m the use 
and shows t it has 
cost the average power supplier in lost 


per meter oncrete surges 
how suppliers can formu 


own local 


programs are 


Frigidaire Div., General 
Motors Corp. 
A new atalog folder has 
mit by Frigidaire entitled 
itside! Look at it Inside! 
specihcations des 
wed photographs 
dlels 


General Electric Co. 
\ 24-page 


ernizing Your 


booklet entitled 
Kitcher 
been published by the General Electri 
Co. and is 1 
Designed t 
planning 


Laundry” has 


yw available at 5¢ a copy 
guide the consumer 
and financing an all-electri 
or laundry installation, the 
explains the various types 


aviula rhe tor mod 


also announced a 
booklet entitled “A 
You Money 


treezer 


Nat Saves 


ealer ca 
leet 


ar 


Lyon Metal Products, Inc. 
1 Kit abinet catalog 


Met 


1950 


A com laan lel titelt 


Carry All 


HUSKY, WIDE — firdyndad 
~STEEL, 
and HANDSOME [RST AV Tear tothe 


A BETTER BODY AT A LOWER COST! 
because it’s made with fewer parts than any other service body! 


NtwI 


@ GREATER CAPACITY... 
HEAVIER PAYLOADS ... 


@ LOWER INITIAL COST 
— NO MAINTENANCE 
cost 


@ POSITIVE PROTECTION 
AGAINST WEATHER 
AND THEFT. 


MORRISON ARRY-ALL MODEL 8-750 


“Carry-All's” exclusive design and its extensive tooling and engineering make pos 
sible heavy gauge steel construction (with the correct gauge for each component) 
and a unique bridge-type underbody 

And these make possible buskier construction with lighter over-all weight and 
fewer number vf parts than any comparable body on the market—-the MORRISON 
‘Carry-All” has greater carrying capacity for gross vehicle ratings! 

The 48'/,-inch width of the heavy-duty offset-reinforced non-skid 14-gauge floor 
and the extra wide compartments provide extra space for bulkier loads! 


roy The MORRISON ‘'Carry-All"’ is carried in stock for immediate delivery te franchised 
‘ ~ chassis dealers by more than 50 iblished truck equip: distributors strategically 
in) located from coast te coast 
5 ve WRITE today for FREE LITERATURE on the MORRISON 
“Carry-All”, the mew “Carry-All” TRAILETTE, “Carry-All” SIDE 
BOXES, and accessories. 


STEEL PRODUCTS, INC. 


arry-All B 





MORRISON 


Vivitio 


607 AMHERST ST. * Buffale 7, N. Y. 





IT’S SENSATIONAL! 


THE NEW 1950 STREAM- 
LINED ELECTRIC 


HEALTH-WAY 


Vegetuble and Fruit Juice 
Extrector 


AIR-FLO automatic 


CEILING SHUTTER 


TOP ViEW~~ OPEN + ~ L655 MOULOING 


FOR ATTIC FANS 


Built so they can be installed practically 
flush with the ceiling. AIR-FLO Ceiling 
shutters present a refined, finished ap- 
pearance. Their natural aluminum color 
blends with any decoration, eliminating 
need for painting and no grille or winter 
cover is required. Furnished in 5 differ- 
ent widths. single panel up to 73” long. 
No operating mechanism shows. Built-in 
fusible link. Meets fire underwriters’ re. 
quirements. Write for illustrated catalog “—> 7 FOB 
43A of the complete AIR-FLO line. . 3 

Los Angeles 


AC 105-115 
Volts 


Retail Price 


Shipping 
Wt. Approx 
19 ibs 








FEATURING 
Fast-Action Strainer 
Patent pulp leveler 
More sparkling juice 
Clean-Easy detachable bow! 
New Simplimatic Cover Fastener 
Cushion-Quiet ball bearing motor 
Exclusive cone shaped cutter 
made of Nickel Silver 








AIR CONDITIONING 
PRODUCT CO. 


2340 West Lafayette Sivd. 
Detroit 16, Michigan 


Dealer & Jobber Inquiries Invited 


MARS MANUFACTURING CO. 


8943 Wilshire Givd., Beverly Hills, Colif. 
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° Avco Buys Control 
SELL during SUMMER — eo maine ee 


with the weo Mis 


A.B.T. COIN 
PAY METER 


25¢ a day or an hour 


SEIS. || Tov sass te toe | Ene, Quickly, Salel 
© REFRIGERATORS [vss seicwcrars ‘anges, reer ne: See afely 


+ TELEVISION oan or ee =| ROU -ORee 
© Washing Machines ironer ae DUAL TRUCKS 
© Furniture Both the Crosley and America 


© Other Electrical tral lines will continue to be di Handling stoves, refrigerators, freez- 
Appliances erg : ae pret ae and other heavy, awkward loads 


2 is a cinch with Roll-Or-Kari Dual 
The ONLY low cost, completely auto- Trucks. Adiustable ¢ ve | 

matic COIN PAY METER on the market! $ 95 La Be gerd ste 4 a _ 
Ging cee cheme to tah. ‘laapy eleet Goatere yo oy ented Step-On-Lift and Web Lock 
are now 1] and h in with this 


as aides aa q (in small lots New Model Supplements 7 Tightener are easy to attach 
You can use your customer's refrigerator or and easy to roll. Foot lever on each 


television set as the collection medium. pistaisuToRs: Released by Photofacts truck raises truck to rolling position. 
Write tod for furth rticul th mquates lav . . 

AS 4 “COIN PAY. METER P ‘.. oH Sestaae iiustreted literature and proven To meet the requirements ot | \ oe a Capacity 1,000 Ibs. 
et desired, paci $25.00 in quarters merchandising help is cvailable ini 5 ha need circ dat j 

caly “ema end eben COMPLETELY AUTO upon request echnicians wh¢ weed circuit data ipping weight 40 Ibs 


MATIC simultaneous y with the release ol Be thrifty in ‘Fifty — Roll-or-Kari 
ORDER YOUR SAMPLE TODAY! new models, Howard W. Sams & niet Trucks are your insurance 


New York Office: 17 East 42nd St., Phone: Vanderbilt 6-0147 pre “n . os a nage age against time losses and breakage 


subscribers to their publication, losses. Write today for full informa- 
ae MANUFACTURING CORP. | Photofact will be no extra tion Dept B 
s| Offices and Factory: 715-723 N. Kedzie Ave., Chicago 12, II ~— to subscribers for the advance ROLL-OR-KARI Co. 
FOR OVER 31 YEARS— Beginning with the purchase of MANUFACTURERS 


regular Photofact Set No. 91, the 
rid's Largest Manufacturers of All Types of Coin Control Equipment "<6 . ZUMBROTA ° 


service technician will receive a 























64-page preliminary dat supple —— 





ment containing schematic diagrams 
und other data or wer 100 TV 


, f models. Additional supplemer Modern Merchandise Displays 
THE Kitchen-Aire EXHAUST FAN | & feciscrye "Need UGHTED MOTION 

ls DIFFERENT... ! at thatthe erat najoty ot re SS Pony “7N2" 
oaiition ti taal anime Ro o-Sho 


e data ELECTRIC TURNTABLES 





Photofact 


The ACTION 

Display-Way 
Millionaire—for an Hour to Boost 
your Sales 


M OPEL "712" ROTO-SHO’S two- 
way, built-in electric outlet, per- 
mits novel, self-contained lighting 
effects by means of sliding contacts, as 
well as operation of electric devices 
while the turntable revolves three 
times a minute—lights turn with table! 
There's nothing like “712” to revolu- 
’ tionize your window trim and stop 
Different, because it is FIRE-SAFE. grease laden air is NOT drawn over motor: : “4 passersby dead in their tracks. Sturdy- 

. steel construction, guaranteed, it car- 
Different. a — grill may be mounted above cooking range even on _ ries wp to 200 Ibs. 18” diameter table. 

side wall; 


Allover height just 7”. A.C. only. 
Different. because ordinary 6” stove pipe will serve for making connection 


between intake grill and exhaust fan; 

Different. because it is QUIET. operating mechanism is mounted OUTSIDE 
the wall; 

Different. because it is weatherproo!, back draft damper protects against 
heat loss. operating mechanism is housed in corrosion-free aluminum. 


Yes. the Kitchen-cire is different. Ii is electrically operated. can be installed 
anywhere in new or old houses, keeps kitchens cool and odorless, bathrooms 
and recreation rooms fresh and basements dry. Underwriters Approved. iativared to Wim atead of the $300 
Advertised in Betier Homes and Gardens. A fast seller: Inquire today: en a ” © For winning displays, write TO- 

jraft he had been expecting Shea's DAY fer full information and our 


STEWART MANUFACTURING COMPANY ewilderment was short ived the complete ROTO-PRODUCTS catalog 


3202 £. Weshington Street icftenenstie, tad ank readily admitted GENERAL DIE AND STAMPING CO. 
Dept. 65, 267 Mett St. © New York 12, N. Y 


TOLEDO APPLIANCE dealer Ed Shea 
cratches his head over a cashier's 
heck for $1,000,300 which his bank 





million dollor error 








he check 
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Contrast 


this important 
safety assurance 
to your 
customers 


THE OLD and the new in hand irons 
are compared by Eloise Davison, Win 
Elliott and Kit Kennedy during the 
Betty Crocker Magazine of the Air 
show 


With competition growing 
keener, you want every sales 
advantage possible in the mer- 
chandise you distribute. 
That’s why the Flag Label 
Split Sales Organization on flexible cords attached to 


Of Westinghouse Division electrical equipment is espe- 
cially important this year. 


they serve are being told about 
the importance of the Flag 
Label. They'll be looking for 
it—asking for it—so insist on 
Flag Labelled cords when or- 
dering lamps, appliances, and 
other electrical equipment. It 
will help your sales. 


\ realignment of the sales organ 
ation of the Sturtevant division of 
Westinghouse Electric Corp. has re 
| 








Flag Labelling enables man- 
ufacturers to identify inspected 
: iste Ccmetiee if toh new cords on the products they of- 
lepartments, one to concentrate on fer you. It is an assurance both 
sales of air conditioning products and to you and your customers that 
the other air handling equipment the assembled cord carries ap- SAFE ELECTRICAL CORD COMMITTEE 

Both of the departments will be proval from Underwriters’ '55 East 44th St, New York 17, N.Y 
fully staffed by specialists at division Laboratories, Inc. 

eadquarters and at field offices 
throughout the country 





Moke sure the products you sell ore equipped 
Your dealers, and the pu blic with safe electrical cords bearing the Flag Label 





The air conditioning sales depart 


. ment will market its products in two 

PA! in 4.1] 1 ways with unit air conditioners, unit 

sq U are feet . eaters and Precipitron home air 

leaners being sold through merchan- 

ms os odheeen ges Neat from the customer's side! User has 

: } ——e ee wee catalog data at correct reading angle 

Amazing new General Chef > handled rough engineering dis with both hands free. Binding in 1-inch 

cooking-refrigeration combinations tt milar| uir handling ——ee ag oy 

Bac a . ' _— t : replacement. Each sec 

are available in GAS-ELECTRIC : aoe eet ea eee dis place, cannot slide. To change sheets, 

models (illustrated above), or ALL- CETOAIOS — — oe will you handle only | mection; section 
ELECTRIC (refrigerator—110 vole; —— ans, Heating iastently and 


she ‘ dd 1 
stove—11 »2 l » »> Vasners, air 
€ 0 or 220 volt; oven- 0 volt) 


ising channels, Other 








anion: as as your needs demand. 


Also available—4 cu. ft. General e dehumidifiers and Precipitron 
refrigerator with Formica table top i leaners tf commercial use 
I andle 


budget. ed retrigerato sales 


eA ~Y I,’ FE 
GENERAL 
air conditioning corporation 
Los Angeles 23, Calif. 


NATIONWIDE SALES & SERVICE 5 Ti y M ' 
ave time, temper, Money 
AVE KITCHEN SPACE & DOLLARS 4 Do you use loose leaf data in buying, selling, speci- 
Send for data GENERAL CHEF New Farm & Ranch Data - fying? Then you need EVER READY. Every cat- 
file today on Charts Southern Market y alog sheet is instantly available and in place. No 
as delay, no annoyance, no chance to mislay any sheets 
Almost 195,000 subscribers to farm 4 or to miss related sheets and items. Each section 
oie Southern Aoriculterist in holds one inch of punched sheets. Each section stays 
. in place, yet is removed or replaced instantly. 
Remove any single section for page replacement 
without disturbing the balance of the whole set. 


prod 


ge eee oeoe2ee2ee22G 

General Air Conditioning Corporation 
4542 E. Dunham St., Los Angeles 23, Calif 
Please send me your data file on General Chef 
cooking refrigeration ¢ nbinations. include 
sien dat the complete fine of 


buy an electric refrigerator 

n the next 12 months according “ 
recent survey by the magazine re. EVER READY is lifetime built, handsome. Teas A. Open Section 8. Replace whee, 

the 1,390,000 southern rural fam ey of thousands in use. Order yours today! close section C. Replace section 


4 
t 
i 
| 
Ze 
4 ies subscribing to the magazine, 14 ee me me cme me em ee me mee ne ee nme) ae tae em ee 
t 
t 
¥ 
7 





(or 194,600 families) said 7 ORDER TODAY! ALL SHIPMENTS EXPRESS 5 
planned to purchase a retriger ny Geneve Mig. Co. 438 Stevens $0, C - 

within a year b4 Gantiemen Please ship me, 7 
in the same basis, 16 percent (or iat ooe-Ne. 12 EVER READY Holder 15 in. wide, Compony.........-+0+ 


city ZONE STATE 


EY - 4 
222,400 families) indicated an inten- 3 pw Bodkes Fo hA Bad a 
buy a washing machine and i Hons. With wings and 2 sections: $5.45 bo aS ek Were i 

-rcent (or 97,300 families) . — — Siats ee Gane | 

would buy electric ranges Iv. 24 sechons. $8.50 Eo i . 1 

57 per- ..-. Addl Sections, $1.00 fo ' 

i 

6 


frigeration in their MOTE: Check tclemoroo 4.pou OC), Bing Binder 3-08 


at Gar soles ane MONEY BACK GUARANTEE! 


ing water 


ELECTRICAL MERCHANDISING—JUNE 1950 PAGE 211 





Sell MITCHELL Hoover Co. Passes Another Production Milestone 
and you sell the world’s finest 


room air conditioner 





Here is positively the top 
value in room air 
conditioners today! The 
Michell is quiet, easy to mail coupon today for complete details 
install, and guaranteed 
for ive years. A Muchell 
dealership is making 
money for thousands of 
dealers all over the country 
A Mitchell dealership can 


make money for you! 


TWO HOOVERS watch Poul Eaver remove the nine millionth Hoover cleaner 


from the assembly line in the firm’s main plant in North Canton, Ohi At 
on the profit-making Mitchell dealership left is H. W. Hoover, chairman of the board 


rococo nnn eo eee 


with him is his brother, Frank G 
Hoover, president of the firm 

Mitchell Mfg. Co 

2525 N. Clybourn Ave., Chicago 14, Ill. 





Send me all the facts and quote me decler prices at 


once on Mitchell Room Air Conditioners 
Wilcox-Gay to Make 
Majestic TV Units 


Dealer Nome 


Increased productior 
MANUFACTURING | c: indies Gal aie 
COMPANY | pected r 
7525 MW. Clybourn Ave., Chicage 14, tit ] bstantial ec 


Philadelphia Sales Up 


q RA WLS a y res 1 ' and 7 ore Sharply Over ‘49 Level 
the i 1 and trade 1 ceded Appl Ppeen 


On Roller Bearings 
Up and Down Steps... Over Obstructions... 
Rolls Smoothly Over Flat Surfaces 
Your customers will 
get aleng tike 
newlyweds with 
thelr electrical ap 


pliances, if the cord y ' % X 
Seats eels ’ - | 1 . 
were: (A Escort 


te CORDelirium! HAND TRUCKS 


@ Patented Roller 
Bearing Crawler 
Tread 











@ Sturdy Construc- 


CORDS and CORD SETS Sea Wont 


@ Safety Straps 


@ Patented Strap 
Tightner 


Selected by leading manufacturers . . | a 
why not by YOU 

al 
A full line of Flexible Model $-2-5-1 


Cords for the Repair and 


APPROVED BY UNDERWRITERS (ABORATOR 














Never have you or your men experienced 
. : such complete utility with comfort as that 
Service industry, offered by the Escort hand truck. No lifting 
no fatigue. Carries a full load safely up 
obtainable through and down steps, over obstructions. This 
truck simply crawls over on roller bearings. 


Jobbers and Distributors 








Write for Catalog 


CORNISH WIRE COM ANY, N Stevens Appliance Truck Co. Jeon sent 


s presented 
15 Park Row New York ] \ Y MO SAV eNNAM BOAO — 


ri AUGUSTA GEORGIA 
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FINANCIAL BRIEFS 





Sylvania Electric Products, Inc. 


rarte sales { Sylvania 
Inc., totaled $29 

as compared with $27,108 
the same period in 1944 
' 


ngrs of $1,225,844 were equal t 


> company s 


Thor Corp. 


r Corp, sa 
$275.90 Net 
$2.10 a share deduction of 
1.485. Ir 
15,404 


$200,000 rat 
6121 £99 
f $131,522 


as con 








Admiral Corp. 


Admiral Corp. t ported net earn 
ngs of $4,158,449 on sales of $46 
291,409 for the first quarter of 1950 

e eurnings are equivalent § to 
n the present 2,000,- 
stock out- 


$2.08 a share 


000 shares of coramon 
ding as a result of a two for one 
ast December The current 
ymmpare with a net profit of 
6,217 on $23,513,097 


first quarter of 1949 


sales of 


Motorola, Inc. 


during 


1950 amounted 


Sales of Motorola Ine 
first quart f 


00 OOF an 


A FEW FEATURES | eset. pron mere 


per share after all 
THAT SELL! 


CAPACITY Spacious compartment for frozen 
food. Removable rust resistant shelves. Extra 
size vegetable dry storage bin. Six cubic foot 
and 8 cubic foot sizes. 


all-time high 
placed at 

charges 
with $15,- 
sales and $1.14 per share 
tor the 


Lhese igures pipare 
200.000 


me period in 


Westinghouse Electric Corp. 


, im e of Westinghouse 
CONTROL Sofe cold controls, conveniently wees : Or the first quarter 
reached oat top. Nine temperature positions u : » equal to 
ompany’s 
QUIET Embodies Tecumseh Compressor, quiet- ompares with 
est most efficient ever developed. 5-year 10,866,921 or 79 
warranty. ents a share in 1999's first quarter. 
t I Price in 
LOW COST Operating economy insured by earnings 
3 insulation over entire cabinet. Other fec- ver ahiea t las r said that 
tures include 
Du Pont Dulux; adjustable floor gliders; Un- ’ N robably not be 

derwriters' approval. THE VALUE SELLS ITSELF 

— THE PRICE TAG CLINCHES THE SALE! 


too tar 


Radio Corp. of America 
h f atter taxes, of RCA 


tor the frst Fr r of 1950 was 
ry f f ® Si] 63) ¢ nerease ‘ $5 4 


Same pe riod 





l Profit for the first quarter, 
REFRIGERATOR CORPORATION befor ral income tax, amounted 


ninared with & 

Monufacturers of Quality Refrigerciors - pares WHR 97 
) ' 

for Nearly Two Decades Earnings per share 
tor the first quar- 


7602 Woodhaven Bivd., Glendole, L. I. ioe: samiinhaah ak ca 
A ere! with 37.1 cents in 1949 


om 
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“‘aumiversary line’’ 


for Your 
Biggest 


Year 
in Gas! 


Gas 


Space 
Heaters 


Ba KED by national advertising in radio . . . newspapers .. . 
magazines . . . Silent Sioux dealers are getting ready for their 
biggest year! They know that the Silent Sioux “anniversary line” 
is the best bargain today ... and more and more of their cus- 
tomers will be acquainted with the good news. 

The Silent Sioux “anniversary line” of gas and oil space heaters 
are the finest ever made, and are the result of more than 25 years 
of leadership in the home heating industry, Cabinets in beautiful 
“Chippendale” period design, that harmonize so perfectly with 
all home decoration schemes ... PLUS .. . advanced engineering 
features found only in more expensive makes. But, Silent Sioux 
makes them available for even the most modest budget. 


Finished in gleaming white nif uusiness tor all of | 


Model GH 3049, illustrated, is only 
one of the mony models ond designs 
built by Silent Sioux to meet the require 
ments of any home heoting problem 
Cobinets that have the eppecrance of o 
fine furniture piece Burner easily 
accessible from the front Built in 
dratt-diverter Equipped with 100% 
safety shut-off and pilot Manual 
control, optional A. G. A. approved 
Uses natural, monufectured or L 
gas 


Silent Sioux Oil Burner Corp., 





Special Decler Helps, point of sale 
promotional materials, national odvertis 
ing, this will be your Biggest yeor 

iF you ore o Silent Sioux Deoler! ' 
Get acquainted with the complete Silent 
Sioux line: Gos ond Oi) Spece Heaters 
Air Conditioning Furnaces; Conversion 
Burner Units; Circuleting Heater Fans; 
Well Fons; and mony other products 
thet will moke money Tor you moke 
this your Biggest Year! Send for tull de 
teils about the exclusive Silent Sioux 
tronchise, no obligation, of course. Write 
to 








to readers of 
ties ile. 
MERCHANDISING: 


You can benefit 
from this 


money - making 


Offer! 


Fill in coupon below 
and find out how WAHL 
Clippers, Dryers and 
Vibrators can bring ex 
tra profits your way 


Act now! 


em me ae ee ae Be en ey 
WAHL Clipper Corporation 8 

i Dept. EMS 

t Sterling, Hlineis 

8 Gentlemen: 

§ Kindly forward full detoils without obli- 

B gation. 


Nome____. 
§ firm 
8 Address ' 
' City Zone____State 





Dep't. EM-6 Orange City, lowa 


SURFACE TYPE 
Black Heat Elements 
MODERN 


Automatic Electric 
Water Heaters 


MODERN WATER EQUIPMENT CO., 
Dept. EM-1, West Chicago, til. 


Water 


Send detass prices on Heaters 


Setteners 
Name 
Address 


City 


ARENA ELLIS S AS GO TE NR TURE HE 
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HERE’S A 


Fuccde 


YOU WON'T WANT 
TO MISS... 


Everybody loves a parade but 
here's one that’s particularly 
interesting to YOU because 

it’s packed with “pocket-book” 
appeal. It’s a never-ending 
parade of products and services 
designed to help you do your 
job better, quicker and cheaper. 
You're in the “reviewing stand” 
for this parade because it comes 
to you in the advertising pages 
of every issue of this magazine. 
Alert manufacturers use these 
advertising pages to get 

the news about their products 
and services to you... 

quickly and effectively. 

To be well-informed 

about the latest developments 
in your industry... 

and to stay well-informed ..., 
read all the ads too. 


McGRAW-HILL 
PUBLICATIONS 
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MERCHANDISING 
Can you fill the bill FOR MORE SALES 


for one phen splendid FOR MORE PROFITS S the geo L E M E N = 


UNDISPLAYED RATE: DISPLAYED RATE: 
SALES PROMOTION PU ngs sob ry RR ee 


neertion. Camtract rate wy ee 
a line count es 


a L Practic . * Diseow , me « meas i ve a . D one ' Th 
: ent ls made In advance for 4 consecutlr sertions ' bas 
OPENINGS? oaewrer ae 

















eu dew FREE Tough jobs MADE EASY 
Washing Machine 6 Vicuum Cleaner Parts. 


Save money by ordering al! your supplies WITH THE NEW 


t r.! dabi 
| Promotion, “Qualls Sursten, tow Beles YEATS APPLIANCE DOLLY 
kK, produce MIDWEST APPLIANCE PARTS CO. You'll have no worries about second story de- 
tatatne beac nas 4008 poenoerchumenp ine liveries when you use the dolly with the Step 
Saice Managers, - Glide. Climb those steps with less effort, in less 
f the country. You time, and with more safety. The 56” tall alumi- 
rs 4 SS LOVELL WRINGER ROLLS / ' num frame has curved cross members for round appliances, straight 
programs Factory Machined Rolls Save Time 3 slide on back for quick, easy loading, and ao felt padded front. 
oe ke ae beta By +H IRONER PARTS , YEATS 1S THE ONLY DOLLY WITH PATENTED STRAP RATCHET. 

ALL SIZES FOR ALL att | Write for full information 


onto WASHER COMPANY YEATS APPLIANCE DOLLY SALES CO. 
1228 Ou Cleveland 14, Ole 2124 North 12 Street Milwaukee 3, Wis. 














1 be up to 45 years . 
Frets meee HO PERMANENT REPAIRS bay a WRITE FOR CATALOGUE 
capac ° Quickly, Easily Mode » a Lightest dei dibiens 
t 5 sizes for all types of «hamestic : “4 . 
{tpbliae ces tnd Industrial uses ; ENDLESS BELT MOVER manv- 
ime totes wcoesetu OEM OM ice! 
q fectured! Adjustable for 
bb ge EEVE Hee TW height; © two oF four whee! 
MEND-IT SLEEV dollie for alt appliance mov- 
ing. Makes U turns on stoir- 
¢ 4 woys. Patented leverage strap 
MOVING & WAREHOUSE SUPPLIES ; a tightener. For rural delivery 
Writ 


w phone today fur free illustrated 4 2 re s ss with straight steirwoys, ne 
log — iring— Appliance Cover» c . on . terns, we heve on excellent 
od Carrying Straps. Trane t Le 3 oe ob 
e = orcelam and Furniture ir - - . mover with lerge pneumatic 
Refriget tor and Appliance Trucks, Do! wheels Your money back 
s and ¢ rs to 6Finish »pin 
et SPECIAL LOW PRICES — 


ELKAY PRODUCTS CO. 


LINES WANTED ost, west lem t, ew Yew tt w.¥.| | KEEN MEG. CO. 505 DOGWOOD, HARLINGEN, TEXAS 


NEW .. . LIGHTWEIGHT .. . UNBREAKABLE .. . REALISTIC 
TEXAS AREA IRONER PADS - COVERS DISPLAY FOODS moulded of hard rubber 


Write f plete price list ber EM-5. 
Manufacturer's Representative WASHER  IRONER - RANGE PARTS Appetizing sales-eppeel 


P ‘ moulded direct from real 
wishes to add lines for Texas PEARSOL APPLIANCE CORP. ' models by tomous 
Territory. Can give excellent 2122 Euclid Ave. Cleve., 15, Ohio — ; i OLD KING COLE 
coverage. w » ; " Di 4 LAY $s. inl NC. 
. . f d ton 2, io 
Ere SET Re HEATING ELEMENTS ‘hw? q ' America’s #1 manutecturer of 
20 N.M gan A . . 41 , Appliance Parts jobbers, write for tist of stock a % ai ; sculptored displays and prod 
items, EXACT FIT and wattage for several stand. ” . , yet ch fomenmrene REFRIGERATOR 
ard makes of flatirons. Units made te specifica. a . * & a COSTS $27.50 STOVE, 
tien or from samples. P — .. DEEP-FREEZE SETS ALSO 
LINE WANTED H. & H. ELECTRIC MFG. CO 


AVAILABLE. WRITE FOR PIC 
. 1424 Ala. Ave. Bessemer, Ala. TURES, PRICES 
Swocessful manutacturers representative with offices 


in Indianapolis wishes one additional appliance line 
Established more than 10 years. Leng experience in 
appliance merchandising Financially responsible 


and ellable. ‘Cover indiana and nerthere Ken COIN METERS BRAND NEW! 
icky. Fine acquaintance thruout pears e Television carrier and light appl ones such 6s 
RAS 6506 J ’ r ne . electric ranges, Hefrigerators et 
erates a 7 his Add Profits Some design as heavy duty E-2KE-LIFT 


- Sell coin-operated aun - 
lem, St aster ths IMPORTANT FEATURE! 
REPLIES ( Bow N idrese to ce nearest yc One E-ZERE-LIFT handing 

NEW Yo RK $30 W end Bt a MERCHANDISING Trailer Parks bit will always give you th 
CHICAG WV. Michioan Ave — Schools edge on inner bend of orm 
18CO: 68 P ‘ f Comes complete with hand 

—— FRAN as: . yale : t ae Itng method 
a Samant Seuss LD. EAEB-LIFT kit 900 
SUPPLEMENT ark Snr 
be eats doiy, REE. Li 


hes «8 coin 
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pliances 


pose, Write today Slee 


° ; eee 19.86 es 
Section se A Wm. J. Doherty Bend check or we can ship COD 


Pree eiwrowlar 
Inc. Money back guarentee 


New York 17, W. ¥ Nea! Products, Meriboro 29, Mess. 











is an adjunct to other advertising 
in this issue with these additional 
announcements of products and 
services of special interest in the 
sale and servicing of electrical ap- 
pliances and in other merchandis- 


’ bs e REFRIGERATORS 
ing opportunities. e RANGES 
BUSINESS OPPORTUNITIES — ELECTRICAL were For compure caracog «6 ®@ WATER HEATERS 


cespinertieateitty ewasie | MERCHANDISING MOELLENBROCK & WILKIE MFG. CO. 


WASHINGTON, MO. 
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YOU GET THESE EXCLUSIVE LOVELL FEATURES: 


PULL AND IT stTOPS!: \ + 
Th vy Lovell 
/ ' De 


PUSH AND IT SWINGS! A 
tA 
PLUS ALL THESE, TOO! 


GENTLE: Solt rs I 
rs. I 


FAST! ¢ 


DOES HEAVY LIFTING! ( 


gE CLEANER, WHITER WaSHes: | 


to make a bargain 


...and to SELL more 
bargains too! 


To most of your customers buying a new washer is like getting 
married. It brings up the same que stions — "What wall at de for 
me?” and “How long will it last?”. That's why your salestalk 
ought to be like marriage —a 50-50 proposition, evenly divided 
between Lovell performance and Lovell construction. First, show 
your customers what (1) Lovell wringers do that no other 
wringer can do. Often that’s enough to cinch the sale. But just to 
be sure, follow up with (2) Lovell’s sturdy construction features 
_a customer's best assurance ol long service and top value. 


’ 


Who could resist a 2-way bargain like this 


PD) Lovell’s best for -fp— Lovell’s best for 
\Z7 P 


ERFORMANCE! % / CONSTRUCTION! 


SAFETY... PLUS GOOD LOOKS! Lovell’s “guarded top” 


construction Covers moving parts, gives operating safety 


POWER ELECTRIC ROLLS! Three lamimations of natural 
rubber — foundation rubber, soft cushion, and super-tough 


roll tread —give Lovell rolls the right cleansing power 


HARDWOOD BEARINGS! Don t need lubrication. Can't rust, 
can't stain clothes Last longer than any other be« arings 


in the presence of water 


BALANCED PRESSURE! Strony. sinule-leal spring distributes 


pressure evenly 


b Att Seen Pramet Can't twist, can't break—thanks to M-type 
| construction, Made of heavy gauge, cold-rolled steel 


PRESSURE CLEANSING 
WRINGERS 
and DRYING UNITS 


Lovell Manufacturing Co., Erie, Pa. 


WRINGER-TYPE WASHERS ARE YOUR BREAD AND BUTTER... BEST ARE LOVELL-EQUIPPED 








“I'd like to pin a medal” 


“Yes. I'd like to pina medal on every Kelvinator Ive sold, foi faithful 


per formance of duty! 


“The dependability of Kelvinator products is a thing of tremendous 
importance to me .. . it gives me peace of mind because | know that 


every Kelvinator I sell will stay sold. 


“And there's a good reason for this faithful performance and unfailing 


dependability. 


“You find it in the way a Kelvinator is built . . . in the time-proved 


top quality materials .. . in the refrigerating system that’s engineered to 
deliver the kind of results people want... even under toughest operating 


conditions, 


*And above all you find it in the Kelvinator Polarsphere . . . the cold- 
making mechanism that has been proved reliable through the years, with 


millions now in use. 


GET on ’ 
ee: ay 
ln ase 


».»-THE MOST VALUABLE 


REtVINATOR, SOiviston oO fF 


NAS H-KELVINATOR 


“Yes, Kelvinator gives the kind of dependability and product advan- 
tages that could only come from long years of manufacturing experience. 

“The important point is that Kelvinator products are planned to be 
that way, for my franchise book says exactly this: ‘Through the years, 
Kelvinator has adhered to the principles of “quality first”. In 
material specifications, in production practices, in manufacturing 
tolerances, in inspection procedures, this is a demanding first con- 
sideration. Kelvinator is pledged to the continued application of 
these quality standards in the building of all Kelvinator products.” 

*There it is, in black and white. And Kelvinator carries its pledge out 
to the letter. There are no ifs, ands, or buts in a Kelvinator product or 
a Kelvinator sale. 

“That's why Id like to pin a medal on every Kelvinator that has gone 
out of my store. And I’m sure that every other Kelvinator dealer feels 


the same way about it. 


cztoe 


FRANCHISE IN THE APPLIANCE 


INDUSTRY 


CORPORATION, Deter oi? 32, MICHIGAN 








